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Get in touch with your Approved Wholesale Distributor promptly to 


take advantage of this 1847 Rogers Bros. Dividend in merchandise 


1847 ROGERS BROS. 


America’s (Finest Silverplate 
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IF IT’S SIMMONS 
IT’S WORTHY OF MY WATCH 






It’s universal—the acceptance of Simmons. The superb designs, the masterly craftsmanship and 
the outstanding quality of Simmons Quality Gold Filled all combine to make these men’s and 
women’s attachments perfect complements to even the finest watches. 

And with Simmons Straps and Buckles again you have the best. The choice leathers—box 
stitched with pure silk—and the beautiful, yet serviceable, gold filled buckles have caught the 
eyes of all. Practically every fine watch manufacturer uses them. Some exclusively. In fact, 
there are more Simmons Straps being used today by makers of better watches than any other 
kind, by far. 

The 1938 line is ready. New men’s and women’s gold filled attachments—all with patented 
ratchet clasps. Straps—in calf, pig, Cordovan, shark, alligator, seal or suede. Buckles—styled 
to match. See them. Ask your wholesaler to show the complete line. Stock them—order a supply. 
Sell them. 


> Simmons Quality ...a Constant Factor 

for 63 years, regardless of business condi- 

e tions. Never once hasit temporized withde- 

pressions, or curtailment of buying power. 

@ dl e {Simmons Products are made to conform 


with U. S. Commercial Standard No. 


ATTLEBORO, MASSACH USETTS CS47-34 for Gold Filled merchandise. 


WATCH CHAINS AND BRACELETS + STRAPS + RIBBONS * CLASPS * BUCKLES + POCKET KNIVES + NECKLACES 
BEADS - BRACELETS + COLLAR CLIPS * TIE HOLDERS *+ RELIGIOUS JEWELRY + DEVOTIONAL PIECES 
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AQUAMARINE 





NAN GREY, Universal feature player 
whose next picture is “Black Doll,” is shown ae ° 
wearing two of the finest pieces of gem Bi aquamarine is revered in the East as the stone 


ham one shen > Be mead Gee of purity and was considered to be particularly 
this country from Brazil by Walton & Co., sensitive to personal influence. It was considered 
Sk GE Se ees Se beneficial to married people in keeping the affec- 
tions true and constant and protecting them from 

slander. It was also regarded as a sovereign remedy 

against idleness, a sharpener of the intellect and as 

being specially good for mariners and adventurers, 


preserving them from danger and sickness. 


The pendant worn by Nan Grey weighs 39 carats 
and is set in platinum with 130 fine diamonds. The 
ring weighs 20 carats and has baguette diamonds on 
the shank. 
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Styles in jewelry 
are changing with the rapidity ot 
women’s clothes,” declared Phillip 
Sonne, president of Sonne Bros., 
Utica, N. Y., in commenting on 
changing trends in the 30-year his- 
tory of the business. 

In citing the changing styles, Mr. 
Sonne said that in 1927, white gold 
in rings and watches replaced yellow 
gold but this vear the trend is back 
to yellow gold. 

“Many Uticans are buying dia- 
monds as an investment in prefer- 
ence to stocks and bonds,” continued 
Mr. Sonne. 

“Jewelry is today recognized as 
just as essential to the correct ap- 
pearance of the modern women as 
her wearing apparel,” Mr. Sonne as- 
serted, “and modern merchandising 
methods allow the well dressed young 
woman to own the best in jewelry. 

“Before 1923, the purchase of fine 
jewelry was confined to people of 
means but since the adoption of the 
installment plan buying, the average 
wage earner has been brought within 
reach of the best in jewelry acces- 
sories.”” 

= 8 @ 


Mittra Weiler 


Greenwood, Miss., recently con- 
tributed an article to a Greenwood 
newspaper, written under the caption 
“I am a jeweler,” in which he is 
quoted as follows: 

“T am a jeweler—- 

“My father before me, my grand- 


father and my grandfather 
were jewelers. 

“For even four generations they 
have followed this profession and I 
think I know why. 

“It was because they found the 
greatest satisfaction in doing per- 
sonal things for people. 

“As intermediaries for the be- 
stowal of gifts for every happy oc- 
casion—the betrothal, the wedding 


great 


graduation, birthdays, anniversaries 
and births, and for Christmas, my 
family for four generations have 


served. 

“T try to qualify as a good jeweler. 
I find a strange truth in the fact that 
a diamond is pure carbon but when 
crystalized can never be_ resolved 
back to the carbon. I try to find ser- 
mons in the rocks which it is my 
pleasure to study. I believe in friend- 
ship as lasting as these rocks; in love 
as brilliant and as scintillating as my 
gems; in courtesy; in kindness; in 
generosity; and in good cheer. 

“And as my work goes steadily on, 
may I say with pardonable pride— 


‘I am a jeweler’.” 


a « 
A costume is 


a hit or a miss depending upon the 
wearer's choice in jewelry. It is bet- 
ter to wear none at all than to couple 
sports jewelry with formal clothes or 
to use delicate evening things with a 
tailored suit. ' 
Bette Davis, who is a connoisseur 
of costume jewelry, particularly likes 
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Speakin dD of 
“THe 
EweELRY 


TRADE. 


bracelets and has them for every oc- 
casion. For active sports wear she 
has bracelets woven of bright leather 
thongs and others of polished links 
of wood. For spectators’ sports and 
with some street clothes she likes her 
charm bracelet. Her clever little 
charms all tell a story and some are 
workable like the little motion pic- 
ture camera which actually cranks, 
With her most tailored suits Bette 
wears slim gold hoops, some of which 
are set with semi-precious stones and 
others have engraved designs. For 
evening she adores bracelets with 
plenty of flash and sparkle. She has 
one wide one made of alternate rows 
of rubies and mélée diamonds, an- 
other set with uniquely faceted amber 
and a beaten gold bracelet set with 
cabachon gems which she wears with 
such heavy materials as black velvet. 

Olivia De Havilland wears no 
jewelry at all during the day but 
does like a slim necklace with formal 
clothes. Margaret Lindsay is thrilled 
over a multi-jeweled dog-collar she 
recently purchased to wear with 
winter formals and no one has ever 
seen Ann Sheridan without her lit- 
tle gold earrings. 


Fashions in dress 


and ornaments may be fleeting but 
the diamond is permanent and will 
never go out of style or favor, ac- 
cording to John Marsh, jeweler, who 
discussed the gems, their history and 
cutting recently at the meeting of the 
Art Department of the Larchmont 
Woman’s Club in the upstairs meet- 
ing room in the Larchmont Avenue 
Church, Larchmont, N. Y. 
“Although jewels are valued today 
only because of their use as orna- 
ments, the ancients attributed won- 
derful qualities to them, and believed 
that the precious stones could control 
a man’s destiny,” he said. “They 
were not used, except in the trap- 
pings of kings and priests until Medi: 
eval times, when a noblewoman de- 
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aded to adorn her person - with 
jewels and started a fad which has 
never died.” 

“The first diamond mines of which 
there is any record were found in 
India in 700 B.C. Diamonds found 
before that time were picked up at 
random. The diamonds of these In- 
dian mines were noted for their bril- 
liancy and there have never been 
diamonds to compare with them. The 
next mines were discovered in Bor- 


neo in 600 A.D.,” he said. 


dd 
p roduction of the 


platinum metals in 1937 approxi- 
mated that of the previous year, the 
indicated volume having been 430,- 
000 troy ounces,” said Charles Engle- 
hard, president of Baker & Co., Inc., 
Newark, N. J. “The largest single 
source of the metals continued to be 
their recovery as part of the Can- 
adian nickel operations, and Alaska 
was added to the producing fields 
with an output of several thousand 
ounces. 

“Consumption of platinum, which 
began the year at an increased pace, 
soon slowed down; but palladium 
substantially increased in use over 
that in 1936. This important mem- 
ber of the platinum group main- 
tained a firm price at $24 per ounce, 
and rhodium held well to the level 
of $125; but platinum itself dropped 
from $68 per ounce at the start of 
the year to a quoted price of $38 in 
December, and iridium, ruthenium 
and osmium also declined in price. 

“Although activity in the jewelry 
trade fell off during the year and al- 
though an interest in yellow gold 
continued in this field, platinum re- 
tained its position as the metal for 
mounting diamonds and other pre- 
cious stones. At the same time more 
interest was shown in platinum by 
manufacturers of watch cases, nota- 
bly for men’s watches. The definite 
increase in the consumption of pal- 
ladium is indicative of its growing 
recognition as an important metal. 
Until recently one of the less known 
members of the platinum group, pal- 
ladium is now finding applications 
in diversified industrial and decora- 
tive fields as well as in dental work. 
Stimulating this development are the 
higher price of gold and the many 
restrictions placed on the industrial 
use of the yellow metal.” 
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IN SPEAKING ABOUT the present silver 
price situation G. H. Niemeyer of Handy & 
Harman, 82 Fulton St., New York said: 

“Silver used in the Arts and Industries in 
the United States and Canada is bought and 
sold on the basis of the New York Official 
price or the Industrial Base price, both quoted 
by Handy & Harman of New York. This price 
has varied but little from a 4434 cent level 
for over two years and is quoted at that 
price today (January 17th). 

“It should be obvious that the proclama- 
tion issued by President Roosevelt on Dec. 
31, 1937, lowering the price of newly mined 
domestic silver from 77.57 to 64.64 cents has 
nothing whatsoever to do with the price at 
which silver used in the Arts can be bought.” 


dd 

"Blows is great 
satisfaction in selling quality china,” 
said Sol Marks, head of the long es- 
tablished jewelry firm of Marks & 
Son, Lawrence, Kans., ‘and the best 
method of inducing prospects to buy 
really fine tableware is to feature a 
starter set for two. Most people come 
in with a rather definite idea of the 
amount they wish to spend for a din- 
ner set. In as diplomatic a manner 
as possible we suggest that instead of 
buying an 8 or 12 piece set of the more 
popular priced china, they put that 
amount into a starter set of a line of 
which they will be really proud. This 
set can be built up in time, either by 
gifts or, as is more frequently the case, 
by the housewife herself. ‘They bud- 
get their household allowance so as to 
provide for a few new pieces from 
time to time, and we find that the 
average length of time taken by the 
housewife to purchase a complete six 
or eight piece set is two years. The 
acquisition of fine china boosts the 
sale of other quality tablewares.” 


A. O. Jenkins, 


president of the Duval Jewelry Co., 
Jacksonville, Fla., in speaking of the 
jewelry business recently commented 
in part as follows: 

“T have been a consistent adver- 
tiser ever since I started in business. 
The success of the company during 
the 25 years of operation is the best 
answer to the question of whether 
advertising pays.” 

When asked to what his success 
was due he said: “Hard work, honest 
dealings with my customers and the 
cooperation of the best organization 
of people in the world.” Mr. Jenkins 
prides himself on his organization and 
says that in the entire world there 
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are no finer men and women than 
those employed by the Duval Jewelry 
Co. and that next to his immediate 
family he loves his employees best. 
He is proud of the fact that six of 
his employees have been with him 
from 15 to 20 years; four, 10 to 12 
years and many others from five 
years up, and that 15 of his employ- 
ees own their own home. When asked 
what he considered his greatest 
achievement he answered it was the 
fact that his company was able to 
survive the collapse of the Florida 
boom and carry on through the 
world’s greatest depression, pay its 
creditors one hundred cents on the 
dollar, and keep its entire organiza- 
tion together without laying off one 
person. 

The Duval Jewelry Co. is Florida 
owned and has either spent or in- 
vested every dollar it has ever made 
in Florida. 


F ortunate is he 
whose vocation and avocation paral- 
lel so neatly as do those of Henry 
Pohlman, Elmira, N. Y., jeweler. 

Collection of antique jewelry and 
beautiful pieces of old silver is a 
hobby which Mr. Pohlman and his 
wife find intensely satisfying and 
filled with romance. Packed away 
in small boxes at his home are a 
wealth of exquisitely carved cameos, 
hand-wrought gold chains, lockets, 
rings with heavy gold settings, mesh 
bracelets, elaborate ear-drops—all as- 
sembled over a long period of years. 
Others are kept in his office safe—but 
they are definitely “not for sale.” 

“T couldn’t bear to part from even 
the least valuable,” Mr. Pohlman de- 
clared. ‘““They represent a genera- 
tion of artists fast becoming extinct. 
Machine-made modern jewelry, while 
perfectly executed with an artistry 
all its own, lacks the personal touch 
of the old-time goldsmith. Each 
piece I own is unique and can never 
be reproduced.” 

Included also are several amusing 
oddities — a German finger ring 
whose outer span opens to reveal a 
tiny braid of human hair; a gold tube 
similar in shape to a small Ever-sharp 
pencil, which, when manipulated, 
projects a tiny gold spear. 

‘“That’s a gold toothpick,” smiled 
Mr. Pohlman. “Every well-dressed 
gentleman of the early 80’s carried 
one in his vest pocket.” 
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This Finlay-Straus, Inc., store in New York City shows use of rare woods to lend richness to the interior. 





-_ once in a while 
some back-to-the-earth philosopher discovers that life’s 
worth living, and prints a million copies to prove it. I 
suppose that the vast majority—meaning you and me— 
like to have that quaint reassurance thrust at us in 20- 
point bold. Now, telling a man to rebuild his store is a 
lot like telling him that the best is yet to come; eventually, 
he’s apt to get into the swing of the thing. And that, 
after all,’ is how prosperity is born. 

Charts, graphs and statistics all point out the roseate 
path to money-making merchandising. Unfortunately for 
all of us, the business of selling a product to John Public 
is becoming more and more of a brain tester. Goodwill 
(remember the cracker barrel and the hot stove) is still 
making sales, but today it has donned a professor’s robes 
and learned a sales psychology routine that doesn’t miss 
a trick from the street display to the air-conditioning 
compressor in the basement. It sounds like “advertising,” 
and, frankly, it is nothing else, for your store front and 
interior comprise one of your most important consumer 
appeals, and they should not be ignored. Do you con- 
sider them in an advertising budget? 

Indices point to a revival of building construction in 
the Spring. Despite the falling off in non-residential con- 
struction towards the end of 1937, the year showed a gain 
of 19 per cent in such building volume over 1936. Build- 
ing costs also showed 10 to 50 per cent increases over 
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1936. The first two weeks of January showed a slightly 
reduced alignment of building material prices and it is 
believed that these prices will hold for the first quarter 
of this year, with possible increases thereafter. ‘With the 
almost certain boom in residential construction there will 
be a shortage of building labor—a shortage that will be 
intensified as the boom develops, resulting in steadily 
mounting building costs. If you are planning to build 
today or in the near future you are making no mistake. 
A year’s delay may raise your building cost 15 per cent. 

“Jewelry stores” is a general term comprising four 
different types of stores. These are as follows: 


1. “The Fifth Avenue” type, handling only the 
most expensive jewelry in a very exclusive atmos- 
phere. Small, high windows on the exterior, and 
small displays and individual selling tables, in- 
stead of the usual counter, distinguish this type. 


2. ‘The American Average” jewelry store is strict- 
ly a jewelry store, generally located in a down- 
town business street, handles a fairly high quality 
jewelry and caters to the upper middle class. 


3. The Credit Jeweler is one of the most aggressive, 
and most important jewelry types. His appeal 
is popular and colorful, stressing price and con- 
venience of payment, and often enlarging his 
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line with the addition of accessory departments 
such as radios, electrical appliances, refrigerators 
and even clothing. This type of store promises 
to outgrow its present function and to eventually 
assume the scope of a department store. 


4, A miscellaneous group would include the jewelry 
department in a Department Store, and the small 
individual jeweler specializing in watch repairing 
and the sale of trinkets and inexpensive jewelry 
located in the small neighborhood. Under this 
classification would also be included the down- 
town “flash” jewelry stores that sell inexpensive 
jewelry and novelties for cash. 


Certain planning factors are common to all types of 
jewelry store. Generally, these factors can be grouped 
under three headings: 1. The front. 2. The interior 
shell, including floor areas, wall and ceiling treatments, 
permanent partitions and equipment. 3. The disposition 
of fixtures, displays and furnishings. 


I. THe Front. 


Windows for jewelry display should not exceed 3 ft. 
6 in. in depth and should be provided with an access pas- 
sage behind them in order to facilitate clearing the win- 
dow at night. Bulkheads should be about three feet high, 
but may be higher in the case of the high-class jewelry 
store using a 3 ft. 6 in. bulkhead, and a very low window 





soma 


—about three to four feet high. The use of invisible glass 
windows, because of their cost, is limited to those stores 
featuring very small and expensive street displays. Where 
window frontage is valuable, and the store policy favors 
a varied display, such a window is inadvisable. 

With the increase in selling items of larger bulk, there 
is a tendency away from the conventional shallow 
jeweler’s window to a window with a deep vestibule and 
varying bulkhead and glass heights. 


Il. ‘THe Inrerior SHELL. 


In most cases, the floor area itself is an existing con- 
dition. However, it is not always a limiting condition, 
since it is often possible to introduce balconies and cellar 
floor areas, and thus enlarge store size. It is generally 
advisable, in the average store, to confine the selling and 
administrative offices to one floor level, making for more 
convenient circulation for customers, labor and materials. 
In the case of the larger store, it may be inadvisable to 
confine all departments to one selling floor, especially 
in the case of the long, narrow store. To avoid a “Pull- 
man Car” effect, designers on several occasions intro- 
duced a balcony in the rear for the optical department, 
bringing forward the rear wall of the store by means of 
cashier counters and displays to reduce the apparent depth, 
and making the optical department more accessible and 
more easily seen by the customer. The balcony can also 


(Please turn to page 54) 





The shallow window is used to advantage in this display in a Michaels store. 
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Misleading Advertising 


T is encouraging to note the action 

taken by the Vigilance Committee 
and the New York Better Business 
Bureau to curb misleading advertis- 
ing of diamonds and diamond jewelry, 
as reported in the January issue 
of THE JEWELERS’ CIRCULAR-KeEy- 
STONE. 

Shoppers were engaged to obtain 
proof that certain retail advertisers 
during the Christmas holidays tended 
to forget the rules of fair competition 
in placing advertising of their mer- 
chandise before the public. Misinfor- 
mation was given as to the color, 
weight, and quality of diamonds in 
some of the advertising, and in other 
advertisements the investigation dis- 
closed other misleading and confusing 
phases of copy. 


A Quality Standard 


OMETHING for every retail 

jeweler to remember is that a 
standard of quality is a most excel- 
lent thing in a retail jewelry store 
and that the jewelry merchant of 
today who neglects to observe this 
standard and sells a poor watch, 
shoddy silverware or other equally 
undesirable merchandise as of good 
quality is begging trouble for the fu- 
ture. 

He is passing up many of the 
chances which would otherwise come 
to him to sell good diamonds and 
other quality articles because a store 
is known by the merchandise it sells 
and the jeweler who passes off on the 
public inferior articles goes a long 
way toward destroying the possibil- 
ities of selling much more desirable 
merchandise which will net him a far 
better profit. 

Out of date merchandise stamps 
a jewelry store as behind the times 
and such a reputation is to be avoided 
if the jeweler wishes to prosper. It 
not only discredits the jeweler but 
it brands him as lacking in knowl- 
edge of his business. Keeping in step 
with present-day trends is, perhaps, 


more necessary in the jewelry trade 
than in any other business. 

A good policy to pursue is to al- 
ways sell an article for just what it 
actually is and to never misrepresent 
in the slightest degree. Cheaper grade 
merchandise has its rightful place in 
a jeweler’s stock and will sell to those 
who cannot afford the better quality 
goods but it should always be repre- 
sented and sold for just what it actu- 
ally is and never misrepresented. 

The Christmas season of 1937 has 
passed into discard but there are 
other Christmas seasons ahead and 
wedding seasons and many other sell- 
ing events for the jewelers who are 
honest in every detail with the pur- 
chasing public. When these events 
arrive his honesty will be remem- 
bered and customers will again visit 
his store for the articles they desire 
to purchase. 


The Banquet Season 


HE early months of the New 

Year have for a long time been 
selected as the season for holding the 
annual banquets of the various trade 
associations in the jewelry industry 
and each year finds many jewelers 
laying aside the burdens of everyday 
life to join in the renewing of old 
friendships and the pleasure of form- 
ing new ones. 

How much these banquets are 
looked forward to is evidenced by the 
attendance of those who participate 
and that the jewelers feel well repaid 
for the time and money spent is a 
tradition in our industry. 

These banquets give time for a 
pause in the business grind and afford 
new opportunities to get a fresh 
viewpoint. They also offer an excel- 
lent chance to discuss trade questions 
and to exchange opinions on matters 


of mutual interest. The acquaintances 


formed at these banquets often lead 
to the establishing of new business 
connections which well repay those 
who meet new people in the industry 
or renew old business relations. 
The old criticism that the money 
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and time lavished on these banquets 
could well be put to better use is 
poor argument when the benefits de. 
rived from these gatherings are taken 
into consideration, 


Liability for Damage 


A QUESTION that often comes 


to our attention is one dealing 
with the liability for damage to arti- 
cles that are left with a retail jeweler 
for repairs. 

The inquirers generally want to 
know the law on the subject or the 
leading decisions that have settled 
the point, disregarding any difference 
in conditions that have caused the 
controversies. 

Fundamentally a jeweler should 
understand that a man who accepts 
an article for the purpose of doing 
work upon it becomes what is known 
in law as a bailee for hire and asa 
bailee he is not an insurer of the prop- 
erty. When he uses due care and 
diligence in performing the werk 
upon it and exercises proper protec- 
tion and safeguards it as he would 
his own property he is not responsible 
for any accidents or loss which may 
occur in the ordinary course of busi- 
ness. That is true in most states of 
the Union unless there is a contract 
expressed or implied between the cus- 
tomer and the jeweler to the effect 
that the bailee will insure and make 
good for any loss or accident. 

Due to the ignorance of the public, 
the jeweler who stands on his legal 
rights when such a loss occurs finds 
himself in a bad position with his 
customer. 

It is for this reason that most jew- 
elers do not fight such claims of cus- 
tomers but for the sake of future 
trade and good-will will make the 
best compromise possible that will 
keep customer patronage. 

There may be times when it is wise 
for the jeweler to stand on his legal 
rights and refuse to assume liability 
that is not properly his but in most 
instances a compromise is the better 
policy. 
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Advertising and Its Critics 
MONLY as far back as 25 years ago many manufacturers asked me, ‘Does advertising pay?’ Today 

few manufacturers ask that question. The evidence is overwhelming,” said Charles Coolidge 
Parlin of the Division of Commercial Research of the Advertising Department of the Curtis Publish- 
ing Co. in an address delivered recently at the Boston Conference on Distribution. Yet in spite of 
its marvelous achievement advertising still has its doubting Thomases who raise many objections. 

The skeptic wants to know exactly what he will get outof his advertising and in reply Mr. Parlin 
asks him to show what his boy got out of a day in school or four years in college. It is difficult to 
exactly -define. 

“Yet | have faith to believe,” Mr. Parlin continued, “that if his son will apply himself faithfully 
for four years in college he will get out of it that which will be well worth four years of his life 
and $8,000 of his father’s money. So with advertising. Advertising is a process of education. To 
understand advertising, as to understand education, requires a vision of the intangible.” 

Some critics say that people no longer believe in advertising, but in that Mr. Parlin points out 
that they are wrong. ‘“‘Today’s generation,” he says, “expresses in its purchases its faith in adver- 
tised products. 

“Finally some critics say that advertising costs too much. Those who criticize the cost of 
advertising never reduce costs to so much per home or so much per package. It is because advertising 
costs so little that it is the least expensive way to sell merchandise,” he adds. 

_ These and many other statements only go to show how beneficial advertising really is and what 
it has accomplished and is producing for the manufacturer, wholesaler and retailer in every line. 

The jewelry trade is no exception to this rule. 
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What major factors spell success with stationery? 

we asked Almo Baratelli, director of the stationery 

department of Marcus & Co., Fifth Avenue jewelers, 
New York, and here’s what he told us: 


The lady walked 


into the jewelry store and asked for the stationery depart- 
ment. She was a stranger in the shop and until this visit 
had never purchased from the firm. Her stationery order 
placed, the woman stopped to glance casually at some 
new, smartly designed bracelets. Naturally, an alert 
salesman was ready to show the appealing jewelry. 
Later the customer walked from the shop, pleased with 
the new bracelet she had purchased, and anticipating 
her recently selected stationery. 

The preceding incident may sound a bit fantastic but 
it occurs with reasonable frequency in fashionable 
jewelry stores throughout the country. Jewelers are 
more and more becoming aware of the magnetic drawing 


A SELECTION OF MEN’S STATIONERY 
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FINE EXAMPLES FOR MILADY 


power of an efficient stationery department, and are today 
devoting special attention to the development of their 
“paper section.” 

Some stores entertain the delusion that a stationery 
department is just an accommodation to customers. In 
some shops it still is; but enterprising jewelers fully know 
that besides being a good drawing power for jewelry 
sales, an efficient stationery department can make money 
on its own. 

Let us analyze this claim. It has always been known 
that trafic in a store is one of the major requisites to 


success. And a popular stationery department aids in 


itl haley 


creating that ever so necessary trafic. ‘Throughout the 
year an individual may visit a shop several times to buy 
Christmas cards, stationery for a new home, playing 
cards, gifts to brides, visiting cards and countless other 
articles. These visits are the occasions which allow 
jewelry salesmen the opportunity to present new merchan- 
dise, consummate pending sales and make new friends. Of 
course, the lure of jewelry itself brings a tremendous 
amount of business to a shop noted for its gems. We 
merely wish to bring out that extra jewelry business is 
created by stationery. 

The majority of the leading jewelers of Fifth Avenue 
today have progressive and up-to-date stationery depart- 
ments. And this is also true of many reputable jewelers 
in every sizable city in this country. Numerous shops 
that did not sell correspondence papers ten years ago, have 
well established stationery clienteles today. 

The writer, because of his personal knowledge, cites 
Marcus & Co., jewelers of 671 Fifth Ave., New York, as 


a particular case. Marcus opened its stationery depart- 


































ment in 1928 and during the past decade has steadfastly 
promoted this end of the business. Generous window dis- 
plays, regular direct mailings and the fullest cooperation 
of the firm have all played a part in a steady increase in 
volume even through depression years, and the emergence 
of an adolescent enterprise into a healthy, profitable 
stationery business. Salesmen in all other departments 
have cooperated by constantly introducing their customers 
to the stationery salesmen. 

Just how does a stationery department acquire a fol- 
lowing and reputation? One prime requisite is good mer- 
chandise . . . merchandise that is smart, new and in good 


taste. Once a customer is educated to believe that she 
can step into her regularly patronized jewelry store and 
find stationery that is different and exclusive with that 
shop, she will not shop elsewhere to satisfy her needs. 

Another important adjunct is the salesmen in the de- 
partment. To be successful, a stationery department must 
have salesmen who are thoroughly versed in social cus- 
toms, besides having a complete knowledge of the manu- 
facturing of paper from the raw to finished product. They 
should also know how an engraver cuts dies and the 
manner in which a plate is engraved. And they should 
be familiar with the stamping and printing arts. Cus- 
tomers often are interested enough to ask technical ques- 
tions, and if a salesman fumbles the ball he has definitely 
lost the confidence of this customer. 

Stationery salesmen should also have good taste in help- 
ing to select new monogram and address dies and other 
ornamentations. Pleasing personalities do play an impor- 
tant role. A salesman who gives just as much attention to 

(Please turn to page 53) 
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ween of thousands 
of gay folk are traipsing again. They go on cruises; they 
move their families by train, boat, and trailers and settle 
for three or four months in their own homes, in great 
houses, in hotels and in pensions. 

They all buy special clothes for playtime. Some go 
to the high Sierras, to Swiss Alps, to the Dolomites; others 
seek the warm climes—Nassau, Miami, Palm Beach, Ber- 
muda, the Riviera and California. “Horsey” folk go to 
the Carolinas, and Georgia; to Texas and Arizona, but 
in all these spots desired by the inhabitants of winter 
states, there are sumptuous homes, elegant hotels and gay 
night clubs—and beautiful, glamorous women. 

The cruise boats stop at southern ports, and night life 
on the boat, and in ports, is gay and colorful. 

This means dressing. Dressing for active sports, for tea 
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dancing, for garden parties and for little dinners, for 
grand dinners, for balls and for night clubs. 

Never have the clothes been more elegant. Never have 
the trunks been larger and fuller, and never have gay, 
amusing accessories been as important as they are now. 
All this leads up to jewels—glamour; southern nights, 
glitter and gleam, but not with stars or starlets—with 
the deep fire of the most outstanding jewels this country 
has seen for years. 

Huge bracelets, brooches, clips, necklaces are unbeliev- 
ably beautiful, and chokers of all kinds, made of gold 
strands, or pearls and Indian cut sapphires, rubies and 
emeralds are worn. 

Long necklaces and short ones, modern classic and 
antique; aquamarine in a complete set—bracelets, neck- 
lace, clips, ring and earrings are finding favor with 
debutantes. 

The more diamond bracelets, the merrier. Colored 
stones are continuing in favor and gold is going into 
evening wear. 

Hair ornaments of all types are gaining favor. Jeweled 
hat pins are being worn and hair is definitely going high, 
with small Watteau plaques that must be pinned and 
tied on, which are the hats for spring. 

Rings are varied and numerous, and every smart 
woman has a collection; heavy, massive, streamlined and 
modern designs for sportswear. Fine, exquisite, delicate 
lacey designs for evening, while others wear great, square 
cut gems, baguetted and highlighted by diamonds. 

Sprays of diamond flowers are worn in the hair and 
on the shoulder for evening. 
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» can even be worn with tailored evening clothes. 








Huge clips blaze and the flowers in gems and enamel, 
or all jeweled that were introduced last year, are increas- 
ing in favor. 

Charm bracelets carry on, but the news is the Chate- 
laine watch, so beautiful in design that it far surpasses the 
fobs of last year. 

The Chatelaine watch is for daytime or evening, and 
a small fortune may be involved. Others are of stainless 
steel, some of gold in three tones, all look quaint, but 
new and they give a feminine touch to suits. 

The fashion for prettiness is here, and this spring will 
introduce picturesque accessories to give color and gaiety 
to dark tweed suits and dresses. 

Bracelets are imperative. Every feminine member of 
the family wears them. Flexible and rigid bracelets are 
to be had in wide, narrow, round, flat, in fact, almost any 
type one wishes in gold. Many are set with jewels. 

The topaz is beautiful with gold and Fifth Avenue 
jewelers have some fine examples. There are still new 
flower jewel arrangements and some are beautifully done 
with gold and colored stones. 

Like the women of Darjeeling, who carry burdens up 
the steep side of the Himalayas laden down with- heavy 
gold bracelets and anklets (their entire savings), our fair 
ladies seem almost as badly laden down with eight, ten 
and twelve, or even fourteen gold bracelets. They wear 
three and four strand gold necklaces with rings and clips 
beside. It may or may not be considered in good taste, 
but it’s High Fashion and business for the jewelers, so 
let us not try to stop it. 

This winter a vogue for a simple dress to be worn as a 
background for colorful jewelry has met with great suc- 
cess. This dress carries through into resort wear, and 
jewelry, lots of it, is worn with linen, cotton and silk 
dresses, to give them character, color and to really give 
jewelry a chance. 

Shirtwaist dresses, worn for evening, use jeweled studs 
and sleeve buttons on the cuffs of short sleeves. 

There is shell, wood, cork, ivory and metallic jewelry 
in bulky, lumpy designs to wear on the beach, and even 
when sunning. 

There are handsome new sports watches to wear with 
all daytime clothes. Some of the gold snake bracelets with 
jeweled and enameled watches are very handsome and 
Clips, 
brooches and pins in expensive and handsome designs, with 
either gold or platinum, are worn for daytime with all 
types of clothes. 

We have said it before and we repeat, because one can 
hear and hear good news several times. The only woman 
who does not wear jewelry for every hour of the day is 
the unfortunate lady who does not possess any. 

It is amusing, but the jewelers are doing the most 
criticizing of the gypsy-like manner in which women have 
loaded on jewelry. Ours not to reason why, my friends— 
ours just to help them buy. 












































DIRECT SELLING 


Are you confronted with direct selling 
competition in the fast race for the con. 
sumers’ marginal dollars? This analysis 
of an admittedly controversial subject, 





Te green-doored house 

at 31 Pine St., Middletown, U. 5S. A.—typical of mil- 

’ lions of similar homes in America—has become a major 

part of the retail business arena, and the big parade of 

salesmen, with radios, vacuum cleaners, refrigerators, oil 

burners, insurance, air conditioning and rock wool insula- 

tion, from dawn to dusk each day marches to its threshold, 
speaks its piece and sells its merchandise. 

Johnnie Q. Public, when these salesmen call, has given 
their products but little thought. He is not ready to buy 
any of the things he buys. ‘The salesmen convince Johnnie 
Q. that he needs what the salesmen have to sell. That is 
direct selling. 

Direct selling in the jewelry industry can build active 
accounts, eliminate seasonal slumps and _ increase store 
volume, and the writer will take up in detail the re- 
cruiting, management and cost accounting involved in 
the organization and maintenance of a direct selling 
agent or crew. 

Direct selling through personal contact, however, by a 
jeweler or a member of his staff can be materially helpful 
without the building of an additional selling organization. 
If we are going to go out personally, all we need are some 
samples and a sales talk. If we are going to train one of 
our staff or hire one or more men, we are faced with 
several problems. 

First problem is whether we have the proper tempera- 
ment for conducting such an activity. We must have 
enough patience and persistence to see things through and 
have the kind of personality that gets the most out of 
salesmen in effort and loyalty. 

A direct sales force is no better than its man power. 
The recruiting, training and management of specialty 
salesmen is not an easy task, and we are going to have 
our hands full with a small beginning. We break in a 
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telling the retail jeweler how to recruit, 
train and manage a direct selling force, 
is presented for its interest and not ne- 
cessarily with this journal's endorsement 


young man from the store, if possible, because he prob- 
ably already has an ambition to succeed in the jewelry 
business. 

Otherwise we inquire around for a man who has 
already made a success in direct selling and is anxious 
for a permanent position with a promising future. We 
must have a definite and satisfactory offer to make this 
man so we will approach him from this angle. 

Every field but the jewelry field has been heavily can- 
vassed. Our new man would have a_ comparatively 
untouched field, and would also be working toward a 
real future in the business either inside or as manager of 
outside men. He would be entering a business as dignified 
and respected as any in the city and would have full 
cooperation. 

Here is what we look for in our applicant: He must be 
polite, steady, reliable and have a good reputation both as 
to personal habits and honesty. We do not want 
shy or over-loud individuals. The man we hire must be 
sociable and the more clubs he belongs to the better. 
We want no boys, but experienced specialty salesmen who 
know the game. 

At this point, it is well to consider the jewelers who 
already have an outside organization in the form of 
installment collectors. Here is a ready-made selling 
organization and, with encouragement in the form of a 
commission, it can be changed from a dead loss unit to at 
least a partially productive one. We do not say fully 
productive, because most collectors have plenty to do and 
selling would be a sideline at best. On the other hand, 
the collector is in a position to know when accounts are 
about paid up and therefore eligible for the extension of 
further credit. 

Through his weekly contacts with the accounts the col- 

(Please turn to page 66) 
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EDWIN FREED 


ew window, 


when properly displayed, is one of the most powerful in- 


struments that can be used in “creating” sales. And I 
mean just that. For when a a prospect steps up to our win- 
dow, we must have it trimmed in such a manner as to 
“create” in his mind the desire to buy—to own the mer- 
chandise that we have on display. 

“But how do I go about trimming a window that will 
attract?” you may ask. “How can I be assured of a dis- 
play that will catch the eye of the passerby and persuade 
him to step closer to my window?”—‘“How can I coax 
him to examine at greater length the merchandise that I 
wish to sell him?” 

These are fair questions—questions that should be asked 
—questions that I hope to answer fully by explaining in 
detail my sketch of the above Valentine’s Day display. 

Let us both take it apart. How did I start? Upon 
what basis did I work? Why is the card shaped as it is? 
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Why are red and white silk specified, and not another 
color combination ? 

Let me answer these questions by constantly referring 
to the above sketch. Before a pencil can be picked up to 
design any display, we must have an “idea” upon which 
to work and in order to successfully carry out that idea 
we must in turn depend upon the proper use of color and 
design. Our problem here was a window trim for Feb- 
ruary—normally a slow month. Since we know the greater 
proportion of jewelry purchases are used for gift-giving, 
we should seize upon the fact that we do have a “Valen- 
tine’s Day” as a basis upon which to center and build our 
promotion. 

We must give our prospect not only merchandise to buy 
but a reason to buy it. Again since more and more stores 
(in every field) each year are stressing gifts “For Your 
Valentine,” certainly a jewelry store can well boast of its 
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gift selection, and can certainly afford to extensively pro- 
mote that idea to the prospect. 

We do this by designing a window for Valentine’s Day. 
That is the idea. That is the reason people should buy. 
Now we have to persuade them to stop at our windows— 
to come in and buy the merchandise that we have to sell. 
Our windows must tell them that here is the store from 
which to buy gifts, and those gifts should be gifts of 
jewelry. 

All we need now is color and design. Fortunately in 
this particular case our problem is comparatively simple, 
since red has been made by tradition the color of a heart. 
Therefore it is logical to use red silk. And as its har- 
monizing color an “off-white” material. 

The luster and the richness of these two colors certainly 
make a swell combination, one that is clean and fresh, one 
that is sure to attract—if we apply them correctly. And 
that is where design enters our picture. 

Again referring to my sketch, the darkened portions of 
the display naturally indicate red, and of course the re- 
maining the white. Trimming the rise of the window 
(which is the wall nearest the glass), we first drape our 
red in the manner shown, starting from the ceiling of our 
window. Over the red we drape our white, but—in a 
definite proportion. 

For example—if the panel we wish to cover measures 
22 inches, at least 14 inches of that panel should be 
trimmed with white, thereby leaving a 4-inch border of 
red silk on each side of the white. The use of a cluster of 
artificial American Beauty roses on the white is our finish- 
ing touch—the one, incidentally, that ties the entire panel 
together, and which immeasurably adds to the luxurious- 
ness and effectiveness of the entire display. 
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While | am on the subject of flowers, I would like to 
stress this one point—that it is my sincere belief (and I 
am a designer of window displays) that there has never 
been a display fixture designed more beautifully, or one 
that could ever be more attractive, than a bouquet of roses 
or other seasonal flowers set into a lovely vase. I mean 
that with all my heart. There should not be a jewelry 
store in this country whose windows do not contain a vase 
or two of flowers. 

I would like to see this for many reasons: first because 
they certainly do add beauty and charm to our display. 
And secondly, the bouquet set into an 18-inch vase cer- 
tainly is high enough to attract attention, no matter where 
it may be placed in our window. 

Well—now that our flowers are in place and our panels 
up—we approach another important factor of our display: 
the show cards. Those that I have designed, incidentally, 
can be made up quite easily by your local show card artist. 
By going to your local five-and-ten cent store you will be 
able to procure for a few cents paper doilies (which, inci- 
dentally, many stores today use on the trays of their 
cocktail sets so that the polished surface will not be 
scratched), cut the doilies in half, using only the front or 
curved part as a fringe on the heart-shaped background 
which we have cut out of a red cardboard. 

The finished card should resemble an old-time Valentine 
greeting card. Its varied color combination and design is 
familiar to the prospect and should evoke a favorable 
reaction. Our copy on the cards should be painted in 
white and cream, using gold as our accessory trim. 

The various other figures that 1 have shown can be 
purchased in your local stationery or department store. 


(Please turn to page 58) 
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JAX, if I remember my Homer and his Iliad, was the son of Telamon. He was 

of great stature, strength and courage but little of mind and a wee bit con- 

ceited. He eventually killed himself as a result of defying the lightning and because 
of a mix-up with Hector (not the pup). Ulysses was awarded the prize. 

Now while politics has not and never will play a part in this column, it might be 
well at this time to offer this suggestion, to wit: 

That we al! concentrate on our business, putting our all into it, and forgetting for 
the time being the leadership we now have but which cannot long last. 

National upheavals come in the usual sequence just as they come in local and state 
affairs. It would almost seem as though people tire of prosperity and happiness and 
comfort and want a change. 

While none of us is blind to the fact that the changes we have been passing through 
during the past few years are fast proving themselves unsound and unworkable, it 
seems to me that further experiments in the affairs of our nation will fall of their 
own weight and through the natural resistance of the thinking people, the common 
people, the people who made this country great. 

Of course there have been abuses under other political administrations, but no party 
and no administration that I know of, regardless of its political creed, has been 
free of politics and defects. 

I believe in reforms, sane, logically and slowly developed reforms, but I have never 
been able to share in the theory that it is necessary to cut off a leg to cure a corn. 

This country can never be nationalized, the very character of its people prevents 
that. 

The present day attacks on capital, industry and utilities is a ruthless attempt on 
the part of a small group of men to set themselves up as new redeemers to save the 
people from themselves. 

Observing failure after failure in these new experiments, it must come to all of us 


that the economic system under which this country has grown was not far wrong 
and that, with a few more or less minor adjustments, the conditions that now exist 


might well be correct. 

Americans, and that is all we want in this country, want to work, they want to 
provide homes, to educate their children and to live on such a standard as their means 
will permit; and it is somewhat astounding to think that for the first time in the 
history of this country, there has been created a glorified pan-handling and a general 
abandonment of self-pride and self-respect. 

So I say, Ajax made a failure of it, and it looks—from where I sit—as though 
the present Ajax will follow in the footsteps of his predecessor. 


Meth fol.yle 


Vice-President. 
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Gold Clips with Diamonds and Platinum 


by C. A. Jakobb 


Cold clips with diamonds and platinum trimmings are the latest offering among these 

popular articles. Semi-precious stones including amethyst, pink tourmaline and topaz 

are much in vogue as settings for clips. Great merit is obtained in gold jewelry if 

the motifs are especially designed for working out in gold. Such articles meet the 
demand of present day occasions. 
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NEW HAM 


A NEW SERVICE 


HE next great fad in the jewelry 

field may be collecting birthstone 
jewelry. This is the start of a 12- 
month campaign to awaken interest in 
birth gems and to fan a hobby into a 
fad, which may rival any that the 
jewelry business has known. 

On this page are (1) a newspaper 
advertisement and (2) a letter to con- 
sumers. Each promotes the bloodstone 
and the aquamarine, March birthstone 
and alternate. 

Retail jewelers are. invited to use 
both advertisement and letter as they 
appear herewith or in any form or 
adaptation they choose. 

Readers: If you want to run the 
above bloodstone-aquamarine ad with 
line drawing of ring, cross-hatched 
border and Eve and Vogue Bold type, 
exactly as shown, in your local news- 
paper, you can obtain a mat of the ad, 
as explained elsewhere in this issue. 

Substitute the name and address of 
your store for “A.B.C. Jewelry Co., 
New Hampton, O.,” an imaginary 
store in an imaginary city. 

Vigorous promotions in similar vein 
will appear in future issues, for the 
other birthstones. 
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Platinum Rise Predicted 


Russian Liquidations Seen Partly Responsible for Low 
Quotations at Year’s End—Present Demands for 
War Purposes Viewed Slight 


With soft platinum $36 an ounce and 10 per cent 
iridium-platinum $40. 50 an ounce during the last week 
of Jan., a widely known student of the platinum indus- 
try declared that if the prices should continue during 
the early part of 1938 at their present level or even 
slightly lower, “jewelers may have the opportunity of 
averaging down the cost of their existing stocks by antici- 
pating their Spring and Summer needs before the prices 
begin to rise, as they inevitably will.” 

The present low price of platinum, he said, is not 
due solely to the subnormal demand by the jewelry trade 
but to the indiscriminate unloading of parcels of platinum 
by Russian interests, both on this market and on the 
European markets, which policy doubtless had for its 
object the establishment of credits-fo meet the purchases 
by the Russians of essential raw materials and manu- 
factured products necessary to their internal economy. 

“The platinum market,” reported the authority, “is 
a very sensitive one and producers usually, understanding 
the situation, refrain from forcing on the market more 
than it can absorb without engendering a’ collapse of 
the price, but the Russians, though producers, are in a 


for the real interests of the platinum industries, hence 
their ‘upsetting the apple-cart’ by liquidating stocks of 
platinum when the demand is small and they can only 
secure sales at prices substantially below the official prices 
in the various world markets. 

“With regard to the outlook for 1938, I am of the 
opinion that any improvement in general business condi- 
tions will find an immediate reflection in the platinum 
market and that the price of platinum will begin to ad- 
vance until it has reached a proper level, which should 
be well above the present price. 

“The above comments have reference to pure platinum, 
but iridium has declined in sympathy with platinum and 
the ratio between soft platinum and 10 per cent iridium- 
platinum as used in the jewelry trade, has remained fairly 
constant. 

“In my opinion, a fair retail price for soft platinum 
would be $45 per ounce and for 10 per cent iridium- 
platinum, $50 per ounce, and I have noted particularly 
that during the past two years whenever these metals 
have reached a higher price level than $45 and $50, 
respectively, it has been productive of a subsequent weak- 
ness and consequent decline. 

“Tt is unfortunate that there is not closer co-operation 
between the producers and principal refiners and dealers 
as, by the use of a little common sense, the platinum 
market could be held fairly closely to a proper level and 
the manufacturing jewelers and other consumers would 
not be subject to heavy losses or large paper profits on 





class by themselves and appear to care little, if anything, their inventories. This co-operation may ultimately come 
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about though there is little evidence of its realization 
in the near future. 

“During the second half of 1936 the intrusion jnto 
the platinum market of speculative interests together with 
an unusally heavy demand for platinum throughout the 
world for industrial purposes, as distinct from the require. 
ments of the jewelry trade, forced the price of platinum 
to a very high level, and as soon as the speculative actiyj- 
ties ceased and the requirements of the industries had 
been satisfied, the demand receded to a point where it was 
impossible to maintain the high price level with a conse- 
quent series of reductions in the official price for platinum 
until it fell from the high level of $68 to a low of $48 
on Nov. 24. However, in January last the demand both 
here and abroad increased appreciably and platinum again 
made several advances and reached a high level of $68 
on Feb. 1, but on Feb. 15, the price fell to $63, and on 
Feb. 25 to $58. 

“Normally the jewelry trade is not a heavy buyer 
during January or February and the surprisingly heavy 
demand by the jewelry trade for platinum during the 
first two months of 1937 can be attributed to forward 
buying in anticipation of higher prices, which unusual 
demand contributed in no small degree to the raising of 
the price in January when normally the tendency should 
have been the reverse. 

“Some persons have fallen into the error of believing 
that the feverish activity on the part of many nations in 
preparing for offensive and defensive warfare must neces- 
sarily presage a heavy demand for platinum for war 
purposes. The majority of those nations engaged in 
rearmament programs anticipated their requirements of 
platinum as far back as 1934 and 1935. This is particu- 
larly the case with Japan and, at the present time, there 
is little platinum being diverted to war purposes. 

“The jewelry trade, during the first half of 1937, 
became very optimistic of the Fall outlook and during 
May, June and July the majority of the manufacturing 
jewelers were engaged in making up stocks in anticipation 
of Fall sales. Unfortunately for them they could not 
foresee the general business recession which commenced to 
make itself felt in September and, like the poor, is still 
with us. Consequently, instead of ‘sitting pretty,’ the 
jewelry trade is faced with fairly heavy stocks of manu- 
factured jewelry which cost them more than replacement 
values and with notes and open accounts on the horizon 
which have to be paid shortly or renewed.” 


H.1.A. Issues Certificates to Watchmakers 
Wasuincrton, D. C.—At a meeting of the Examin- 
ing Board of the Horological Institute of America, held 
in Washington, D. C., on Jan. 8, 1938, certificates were 
granted to the following watchmakers: 


CERTIFIED WATCHMAKER 


Name Address Employed by 
Spencer L. Dawson Wichita Falls, Texas 
Roy C. Denton Grand Ranids, Mich. The Basch Co. 
Milton R. Shindell Seattle, Wash. Coast Jewelry & Loan Co. 


Emil W. Zarn Glendale, Calif. J. Herbert Hall 


Jun1ioR WaATCHMAKER 


Lora Rachel Clemence Providence, R. I. Hamilton E. Pease 
Harlan Day warned, Kans. Paul M. Taylor 

Robert M. Gracer Elgin, Ill. Student at Elgin College 
Uy. L. Jennings Elgin, Ill. Student at Elgin College 
Ned Maltby Elgin, TI. Student at Elgin College 
J. F. Nowka, Jr. Peoria, Tll. Student at Bradley Inst. 
Kenneth B. Philp Elgin, Ill. Student at Elgin College 
Charles D. Smith Elgin, TI. Student at Elgin College 
Wilford T. Tillson Elgin, Ill. Student at Elgin College 
Harold Van Buren Peoria, TI. Student at Bradley Inst. 
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Sales Slants on Stationery 
(From page 37) 


a fifty cent visiting card envelop sale, as to a $500 wedding 
stationery order, is a great asset to any firm. 

Not all jewelers have been successful with their sta- 
tionery departments, and to them the enterprise is classi- 
fied as a “headache.” If most of them only knew how 
unjust their findings are . . . unjust because the trouble 
rests with themselves. 

For instance, let us take promotion. Direct mail has 
been proven the finest business getter of all methods of 
promotion. Merely an engraved announcement concern- 
ing new articles is not sufficient. It will, of course, have 
some value, but there is nothing quite so satisfactory and 
tangible as sending out die-stamped samples. At Marcus 
& Co., we spend weeks in planning an important station- 
ery mailing—every minute detail, even down to the style 
of type in the price list. But the results are gratifying. 
Mailings, incidentally, may be sent out in any month of 
the year, excluding the Summer months. There are gift 
stationery and Christmas cards in the Fall, Southern and 
foreign mail papers in the Winter, and yacht and gradu- 
ation gift stationery in the Spring. Then there are in- 
between mailings such as visiting cards and informals, and 
men’s stationery. 

A stationery department director and those working 
with him, must also be on the alert where newspapers 
are concerned. ‘They should faithfully read the society 
pages and send wedding invitation and announcement 
samples to the newly engaged. Samples of tea and dance 
invitations should be promptly sent to debutantes of the 
season. Orders are very often secured when samples of 
address stamped stationery are sent to persons moving into 
new homes and apartments. This information is gleaned 
from the real estate sections of newspapers. The office 
of your own firm should also notify the stationery depart- 
ment when customers show a change of address in their 
correspondence. In short, a degree of well-directed intel- 
ligent initiative often brings its just rewards. 

A wide-awake stationery department also watches its 
files. Samples may be periodically sent to persons who 
have plates and dies registered, but have been inactive. 
Some customers have a habit of forgetting where they 
ordered their last stationery, and an occasional reminder 
is often gratefully received. 

We must not forget that stationery department mail- 
ings also function as institutional advertising. At Marcus 
& Co. the value of this type of advertising is not only 
judged in resultant sales, but emphasis is placed upon the 
fact that every time a mailing bearing the firm’s name 
enters a home, it tends to have beneficial results. It dem- 
onstrates that the shop is progressive as well as enterpris- 
ing. 

Today, the paper manufacturers are most helpful in 
supplying new stylings in papers, and one well known 
paper maker even furnishes attractive die stamped speci- 
mens for display purposes. This is a splendid help, espe- 
cially in small localities, but it is not sufficient in the 
larger cities. A progressive department should not only 
maintain a generous group of samples built up from or- 
ders, but should be willing to spend a little money to 
experiment with new ideas in monograms, addresses, and 
the like even engraving these display samples. A store 
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that can devise new styles and introduce articles as its 
own creations, has really arrived, and merits the reputg. 
tion it acquires, 

To be successful, the stationery department should 
prominently located, and on the first floor, if the shop has 
additional floors. Bury a stationery department in q 
secluded corner, and it can be soon relegated to the 
shelves. Because stationery is colorful and has strong 
eye appeal, every effort should be made to give the de. 
partment nicely illmuinated show cases. 

Albums in which paper samples are displayed, should 
be rich in appearance and intelligently assembled. Any 
shop that stints by exhibiting cheap books is doing itself 
a grave injustice. Flimsy, untidy books quickly detract 
from the attractiveness of the correspondence papers on 
sale. New samples should quickly replace soiled and 
wrinkled sheets, and as many styles of stampings as pos. 
sible shown in the books. 

A good many customers like to feel that their mono- 
gram or address die has been especially designed for them, 
For this reason, a stationery department out for a reputa- 
tion, should have facilities for producing sketches to the 
individual order. At Marcus & Co., if a person cannot 
wait for sketches, we often work out a design in front of 
the customer. Someone in the stationery department 
should be able to design in this manner—this ability 
often clinches orders otherwise indefinitely postponed. If 
a store does not have employees with artistic tendencies, 
it should at least have new ideas developed by specialists 
in this field from time to time, and build up a good 
sample book of designs. 

In conclusion, the importance of intelligent and careful 
buying must be stressed. The buyer who purchases too re- 
servedly, automatically retards the progress of his depart- 
ment. And in turn, the buyer that takes in everything 
that comes along, not only lowers the standard of his de- 
partment, but frequently finds himself faced with a clut- 
tered stockroom and loss in profits. A stationery depart- 
ment is like a helpless child. Do not expect to open a 
department and sit back and watch it grow. It is im 
perative to wade in and broadcast to the world the wares 
you have to offer. Just how you accomplish this is every 
jewelry store’s problem. But there is one certain thing. 
If you use the correct methods and intelligent psychology, 
coupled with tireless promotion, success will certainly 
result. 


New Stores for Old 


(From page 33) 


be used for the administrative office, for locker and toilet 
rooms and for some clerical work. In this case, a separate 
private stairway communicating with the first floor area 
should be introduced. 

A provision for future expansion should seriously con- 
sider these opportunities for “stolen areas,” and any 
major alteration should be designed to permit their future 
introduction without any serious rearrangement of the 
first floor. 

The basement is rapidly coming into a new sphere of 
use with its adoption as a selling area by a number of 
jewelers. It is well-suited to the display of heavier arti- 
cles such as radios and refrigerators. In addition, it may 
also be used for private displays of special silverware 
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and jewelry. Accessibility to this floor must be attractive 
and preferably near the front of the store. In this posi- 
tion it will mean sacrificing some valuable wall area, and 
the owner should consult with his architect regarding the 
value of such an improvement. a 

Four walls, floor and ceiling comprise our “interior 
shell.” With the increased use of uninterrupted wall and 
ceiling areas, air-conditioning or ventilating ducts, re- 
cessed reflectors and built-in displays, furred walls and 
ceiling is being abandoned as a finished surface, and 
panels of various materials are being substituted. Sky- 
lights are being screened with sand-blasted glass in wood 
frames flush with the new ceiling and operated by means 
of a pole from the floor below. 


III]. Disposirion oF Fixtures, DispLAys AND Fur- 
NISHINGS. 
These constitute the most important group in a mod- 


ernization classification. When considering fixtures, it is | 





important to itemize the various units which must be 


housed by them. From them we can determine their 
quantity, or the percentage of floor or wall area each 
requires. The following list will not apply to every store, 
nor is it meant to. It will serve, in conjunction with those 
lists published in previous articles of this series, to give 
the store owner the opportunity to prepare his budget, 
and to lay-out a preliminary schematic plan, based on his 
own experience and his financial ability: 


1. Silverware. 
2. Diamonds and jewelry. 
3. Watches and clocks. 
4. Novelties. 
5. Appliances. 
6. Watch making. 

7. Optical. 

8. Radios and refrigerators. 

9. Credit booths. 

10. Vault or safe. 

11. Office and private office. 

12. Storage, shipping and receiving. 
13. Lockers and toilets. 


The disposition should not attempt to necessarily fol- 
low a conventional arrangement. The owner should 
always bear in mind that, in addition to improving his 
store because it is out-worn and out-dated, he is also 
renewing its appearance. A rearrangement of its interior 
lay-out will more strongly impress our notoriously casual 
public, and though I would not advocate being down- 
right inefficient for the sake of change, an effort should 
be made to alter the present lay-out. 

Our usual jewelry store consists of a front arrange- 
ment of wall fixtures, service aisles and show cases. The 
relative importance of the products sold has dictated their 
location in the selling scheme. There must, however, be 
a feeling of harmony between these units. Various means 
are used to visually unify a store’s interior. Uniform 
counter heights and fixture heights are very important 
in this respect, but a very successful and as yet little-used 
means is the wall display. This may be directly on the 
axis of the center line of the store, where it is most effec- 
tive, or it may be repeated at regular intervals along the 
side walls. The simplicity of these elements concentrates 
the buyer’s attention on the featured article. The dis- 
advantage of most old-fashion fixtures is not the fact that 
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they are old, but the fact that they are too distracting and 
bulk too large in the customer's vision. 

The arrangement of show cases, fixtures and aisles is 
determined by the given width of the store. Wall fixtures 
for the display of very small articles may be from six to 
twelve inches in width and centered on the customer's 
eye line. Such cases are extremely smart and may 
easily be built into the wall, simply framed and dramati- 
cally lighted. They usually are equipped with adjustable 
glass shelves and are three to four feet high. 

The larger type of wall fixture has an all-over depth 
of two feet or more. It generally consists of a lower 
shielded portion, of sliding wood doors or drawers ex- 
tending preferably to counter height and an upper sec- 
tion four to five feet in clear height, equipped with slid- 
ing glass doors and adjustable glass shelves. This type 
is suited to larger displays, such as silverware, clocks and 
art objects. 

Show cases are of two types. ‘The jewelry show-case 
is generally equipped with inclined trays and 16 in. of 
glass area, about 2 ft. 4 in. vertically, and has glass 
shelves of varying widths. Combination show-cases with 
drop-side displays may be used because of their interest- 
value, and because of the improved pattern of the show- 
case wall. 

The watchmaker is being relegated to the rear in most 
of the newer stores. This is due to the improvement in 
artificial lighting, and to the recognition of the fact that 
his service is purely an accessory one and not nearly as 
valuable as the selling of jewelry. Moreover, the cus- 
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tomer while walking through the store to the rear, may 
be attracted by the displays on either side. It is a purely 
practical measure. Because of its general untidiness, the 
watchmaker’s bench should be screened from the public. 

The cashier’s office and credit booths occupy a very 
important position in a credit jeweler’s. The problem 
here is to introduce the purchaser to the necessary 
mechanics of installment buying with the least fuss, The 
cashier’ s windows should not be “institutional” in feeling, 
nor should the credit booths assume the appearance of 

“third degree chambers.” ‘They should preferably be as 
open as possible, easily accessible, and a part of the wood. 
work design. 

The jewelry store is an involved piece of machinery, 
whose arrangement and circulation demand carefyl 
study. Essentially a luxury store it is faced today with 
the keenest kind of luxury competition from automo 
biles, moving pictures, radios and two-bathroom houses, 
The race is, as ever, to the swift, and in these four arti- 
cles I have attempted to present the problem of store 
modernizing in as clear and as analytical a manner as 
possible. They are an effort to educate the jeweler to 
the seriousness and to the vast possibilities of store mod- 
ernizing. It is a subject too often approached blindly, 


Canadian gold production continued its forward march 
during 1937, when the output passed the four million 
mark for the first time. Preliminary estimates place the 
1937 output at 4,054,799 fine ounces valued at $141,877,- 
000, a gain of $10,500,000 over 1936. 







The Zircon, according to tradition, — 
strengthens the heart and mind; and 
brings to the wearer a bounty of” 
wealth. The Zircon, truly, is a Gem 
of eiretery. 
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Elaborate Work of Art Is Craftsmen’s Gift to 
Heyman Bros. for 25th Anniversary 


A magnificent clock and symbolic work of art, standing 
23% inches high, and weighing over 50 pounds, half of it 
sterling silver and almost a pound of which is solid gold, 
was presented to members of the firm of Oscar Heyman 
& Bros., Inc., 642 Fifth Ave., New York, on the evening 
of Dec. 23 by the firm’s employees, in recognition of 
the manufacturing jewelers’ twenty-fifth anniversary. 

The presentation climaxed 14 months’ work by cratts- 
men of the Heyman firm, evenings and week-ends in their 
spare time unbe-known to the principals of the business. 
It was not unusual, after the offices had been closed at the 
end of the day for five or six men to work late on their 
particular parts, and during the summer many hot Sundays 
were sacrificed so that the task might be completed. The 












Above—The Heyman 
brothers admiring the 
objet d’art are, from 
left to right, George, 
Nathan, Louis, Harry, 
Oscar and William. 





Above — Superb 
craftsmanship is ap- 
parent in every de- 
tail of the unusual 
gift. Right—The tiny 
tools, such as Lillipu- 
tian platinumsmiths 
might use, are shown 
in a closeup view. 


final assembly of the parts in one of their homes took four 
jewelers an entire week-end. 

Members of the firm had considered their silver anni- 
versary important only as a milestone, and were com- 
pletely surprised when the token of the employees’ esteem 
was presented in the presence of the entire organization. 
For several minutes after the unveiling no one uttered 
a word. 

The spirit of the clock demonstrates harmony and un- 
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We are now showing our new SCHICK- 
SNAP Creations. ..smart new diamond 
clasps set in gold and platinum for your 
cultured and oriental pearls. Attractive 
styles are also available in sterling and 
rhinestones. These exquisite clasps will 


stimulate your necklace sales. 
Feature SCHICKSNAPS. 





Harry C. senick, Suc. 


Manufacturers of 
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derstanding between management and labor and s0 jm. 
pressed Secretary of Commerce Daniel C. Roper that g 
photograph of the clock won a prominent place in his 
office. A business associate of Oscar Heyman & Bros, 
sent the photograph to the secretary. 

A terrestrial map is engraved on the face of the silver 
globe which contains the clock. The hour, minute and 
second hands are of gold, as are the letters, corresponding 
to the usual dial figures, which spell out “O. Heyman & 
Bros.” in capital letters. A dial on the upper side of the 
globe shows the time around the world. 

The six hand-carved silver columns which support the 
globe are the same in number as the Heyman brothers 
who head the business. A miniature jeweler’s work bench, 
in the midst of the columns, made of bronze and 3Y, 
inches high, has finely detailed sterling silver tools, such 
as pliers, files, gravers and a blow-torch, meticulously 
copied and resting in their proper places. Two large 
hammered bronze figures, representing Mercury and In- 
dustry, sit on the base steps. 

The mahogany base has five steps, signifying as many 
expansions of the firm since its inception in a small room 
in 49 Maiden Lane in 1912. Three sterling plates are on 
the bottom step, the center plate engraved with the names 
of the Heyman family and a presentation message, while 
the two side ones list the 88 present employees of the com- 
pany, many of whom did some. part of the work of mak- 
ing the gift and all of whom contributed to defraying the 
cost. Almost half of those listed have been with the house 
for 20 years and most of the rest have been in the Hey- 
man employ upwards of 10 years. 


Persuasive Windows 
(From page 43) 


My experience in designing the window displays for the 
leading stores in New York and surrounding vicinity has 
taught me that the use of small figures such as these is 
sure to create interest. These figures ordinarily are used 
as place cards. 

We, instead, however, put a ring pad in the cup and on 
the place card portion of the figure we may either put the 
price of the ring or watch, or a few lines of copy with 
appropriate wording. You will also find it quite easy at 
this time of year to get little hearts, which can be used as 
individual price tickets on our various fixtures. Another 
good idea which is shown in my sketch is the use of these 
hearts in the larger sizes, running around 2 or 3 inches, 
as little pads for the ring or watch boxes to be placed on. 

Let me say this one thing in closing: that it really isn’t 
how much you spend on the window that makes it success- 
ful. It’s what you buy in the way of display material and 
how you use it. I know you will be pleasantly surprised 
at the low cost of the window that I’ve designed, and I’m 
sure, too, that you will agree with me that the use of the 
various items which I’ve suggested is sure to give your 
window a trim that will attract—and in attracting—per- 
suade—for after all that’s how sales are made. 





Mr. Freed for ten years served as display manager for 
Finlay-Straus, Inc. In the past year he has created a 
jewelry display service, serving credit jewelers all over 
the country, in addition to designing all the windows for 
concerns such as Abelsons, Royal Diamond & Watch Co. 
and many others in the Metropolitan area. 
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' Protect Yourself with a 
Fine Diamond Loupe 





This is the eye loupe which meets the A.G.S. 
standards recently established in its recommenda- 
tions on Diamond Terminology* which specifies a 10 
power aplanatic achromatic loupe. 


(Which means that it contains a triple lens which focuses on 
a flat plane within the stone rather than upon a single point 
and is also corrected for color distortion.) 


Mounted in a practically indestructible duralumin 
eye cup (as illustrated). Each loupe is inspected in 
our laboratories and engraved with individual regis- 
ter number.—Price $12.50. 

Acclaimed everywhere as the finest diamond 
loupe available. 

Bausch & Lomb and Zeiss hand loupes meeting 
A.G.S. standards are also available from us. 


AMERICAN GEM SOCIETY 
555 S. Alexandria 
* See p. 49, J. C.-Keystone, Dec. 1937 
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First of the newspaper birthstone ads, 
shown reduced size. Actual size 2 columns 
wide, 334 inches deep. Your store name 
goes in place of “A.B.C. Jewelry Co., New 
Hampton, Ohio.” 


THE JEWELERS 


239 W. 39th STREET, NEW YORK CITY 


| A New Advertising Campaign! 


to Increase Birthstone 


SALES 


What is it? A set of sparkling newspaper advertise- 


ments for the next twelve months, merchandising the 
natural birthstones. An original line drawing of one 
of more new articles of birthstone-set jewelry domi- 
nates each advertisement, text of which is set in smart 


Eve Bold and Vogue Bold type. Overall size, 2 col- 


umns wide, 3 to 6 inches deep. 


What will it do for you? Stimulate sales for the stone 
of the month and add to the prestige of your store as 
gem headquarters. Schedule each advertisement once 


% or twice the first week of the month to which the 
@ birthstone is assigned. 


What will it cost? For a set of six mats for the next 
six months, ready now for immediate delivery, send 
check for $2. Price of a single mat: 75¢. Set includes 
bloodstone-aquamarine for March, diamond for April, 
emerald for May, pearl-moonstone for June, ruby for 
July and sardonyx-peridot for August. 


CIRCULAR-KEYSTONE 


CHESTNUT & 56th STREETS, PHILADELPHIA, PA. 
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Commercial Standard for Marking Articles 
Made of Gold Is Approved 


MINIMUM QUALITY OF 10 KARATS AND TRADE MARKS TO ACCOM- 
PANY QUALITY MARKS ARE APPROVED AT CONFERENCE JAN. 27 








COMMERCIAL standard for marking articles made of karat 

gold conforming in virtually all respects to the proposed 
draft submitted to the trade by the New England Manufacturing 
Jewelers’ & Silversmiths’ Association and the Jewelers Vigilance 
Committee was approved on Thursday, Jan. 26, at a meeting of 
manufacturers, assayers and other interested branches of the in- 
dustry held in the Waldorf-Astoria Hotel, New York. After its 
acceptance by 65 per cent of the industry as represented by vol- 
ume of production, manufacturers will be granted six months 
time in which to comply, while retailers will be given one year 
in which to dispose of merchandise not conforming to its pro- 
visions. 

The meeting, in charge of I. J. Fairchild, Chief of the Division 
of Trade Standards of the National Bureau of Standards, was 
attended by approximately 65 members and representatives of 
the trade. While there was considerable discussion of many of 
the paragraphs in the proposed set of standards only few changes 
were made. The term “solid gold,” which because of its indis- 
criminate use has become misleading, was clarified when it was 
agreed that only the words “fine gold” shall mean that of 24 
karat quality, while the term “solid gold” shall only be applied 
to fine gold. 

Under that section of the commercial standard headed “General 
Requirements,” the question of tolerance for fineness was the 
subject of lively debate and while it was agreed that the margin 
of tolerance allowed under the provisions of the National Stamp- 
ing Law are too liberal, it was generally recognized that nothing 


could be done without revising the law. The meeting went on 
record as opposing the existing tolerance set up under the present 
law and accordingly authorized Mr. Fairchild, as chairman of the 
gathering, to appoint a committee to study this phase of the 
National statute. The chairman announced that he would appoint 
this committee at a later date and after the question had been 
considered another meeting would probably be held at which the 
findings of the committee will be presented. 

Another section of the proposed draft which came in for dis. 
cussion was that dealing with the exemptions recognized in the 
jewelry trade. Some of those present favored a proposal to 
compel manufacturers operating under the commercial standard 
to have the posts on lapel buttons conform in quality to the 
button itself. This proposal, however, was defeated. 

Represented at the meeting were numerous concerns and sey- 
eral organizations in and out of the industry. Mr. Fairchild and 
Dr. Edward Wickers, also of the Bureau of Standards, represented 
the government, while G. H. Niemeyer, chairman of the Jewelers 
Vigilance Committee, and Byron L. Shinn, counsel, represented 
this group, Edward O. Otis, secretary, and William Blake, as- 
sistant secretary of the New England Manufacturing Jewelers’ 
& Silversmiths’ Association, Wm. B. Ogush, president, and Henry 
L. Sperling, secretary of the Jewelry Crafts Association, and 
other members, while Wm. D. McNeil, president, and Charles 
T. Evans, secretary of the A.N.R.J.A., and Wilson A. Streeter, 
president of Bailey, Banks & Biddle Co., represented the retail- 
ers. Representatives were also present from the optical industry. 
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By G. H. NIEMEYER 


Chairman, Jewelers Vigilance Committee 


uality standards are 
to the jewelry business what the foundation is to your 
house. If floods, tides, poor workmanship or materials 
damage the foundation of your home you can usually 
see it and repair it, but foundations are also destroyed 
almost completely, sometimes before you know it, by 
termites. 

We have worms and termites gnawing at the inwards 
of the jewelry business, trying to destroy its most trea- 
sured possession, “public confidence,” almost without our 
knowledge. 

The National Stamping Law and the Federal Trade 
Commission in a large measure protect the honest man- 
ufacturer and merchant, but the legal power in both 
cases is limited in the conclusive punishment of those who 
would and do deceive their customers and the public. 
We want a new National Stamping Law and we are 
going to get it, but in the meantime we believe that the 
Commercial Standard proposed will help us to fight more 
successfully those who deceptively mark gold merchan- 
dise, or those who decide for themselves what is right or 
wrong according to their own conscience, but more often 
what is best for their pocketbooks. That is why a whole- 


saler or retailer many times buys a piece of “shady” mer- 
chandise and is just as guilty as the man who made it. 

In supporting the Commercial Standard now being 
presented, we have just a few basic things to accomplish: 


1 —We think that a fineness of 10 K is low enough to bear 
the term Gold and as the National Stamping Law does 
not limit the minimum karat mark, it is proposed to do so 
in this standard. 


2 —We definitely oppose the loading of articles made of 
gold and marked with their karat fineness, which are 
filled with foreign substances such as cement, pitch, etc. 
Such articles are now upon the market and we know that 
they are in many cases deceiving the trade and the public. 


3 —For years the Jewelers Vigilance Committee has been 
handicapped in its prosecution of violators of the Na- 
tional Stamping Law by the fact that it has been difficult 
to find the man who made the article under question. We 
now want the man who makes or sells an article which he 
says is of a certain quality, to stand back of that quality 
mark stamped into it by also stamping it with a registered 
trade mark. You will notice that this responsibility may be 
borne by the manufacturer, wholesaler or retailer. 


4 —The term “Solid Gold” means different things to dif- 
ferent people, and in view of this vagueness, periodic 
attempts are made by unscrupulous manufacturers to capi- 
talize this term, which, we must admit, has a certain prestige. 
We want to have this uncertainty clarified by having the 
stamp “Solid Gold” mean that it is 24 K Gold (.999 fine) 
and nothing else.* 


(Please turn to page 64) 
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Commercial Standard for Marking Articles Made of Gold Approved 


(From page 60) 


We heartily support the proposed standard as a means 
to an end, and we ask the cooperation of every retailer, 
wholesaler and manufacturer in this endeavor to clarify 
and strengthen the laws and regulations which in a large 
measure determine the destiny of our industry. 

Our retailers should bear in mind that Commercial 
Standards are presented for voluntary adoption, so we 
hope that you will scrutinize the list of those who agree 
to abide by the provisions of this standard. It might also 
be borne in mind by manufacturers and others who for 
one reason or another do not wish to subscribe to this 
regulation that if it is adopted by the majority in the 
industry, its provisions can undoubtedly be enforced un- 
der the laws and regulations of unfair competition. 


TEXT OF THE COMMERCIAL STANDARD 
Scope 


1. This standard covers the marking of articles made 
of karat gold, as herein defined, offered for sale in the 
United States of America. 


Definitions 


2. In this standard, unless the context otherwise re- 
quires— 


(a) “‘Apply’”’ or “Applied” includes any method or means of 
application or attachment to, or of use on, or in conjunction 
with, or in relation to an article, whether such application, 
attachment or use is to, on, by, in or with— 

1) the article itself, 

anything attached to the article, or 

anything to which the article is attached, o1 

anything in or on which the article is, or 

any bill, invoice, order, statement, letter, advertisement, 

or anything so used or placed as to lead to a reason- 

able belief that it refers to the article in question. 
“Gold” includes any alloy ef the element gold of not less 
than 10 Karat fineness. ‘‘Karat Gold” means an alloy 
of the element gold not Icss than 10 Karat fineness. 
“Fine Gold’? means gold of 24 Karat quality. The term 
“Solid Gold” shall be applied only to fire gold. 
“Mark” meens any letter, figure, numeral, symbol, sign or 
evice, or any combinations thereof. 
“Quality Mark” means any mark, as herein defined, indi- 
dicating or purporting to indicate that any article is com- 
posed of gold or indicating or purporting to indicate the 
quality, fineness, quantity, weight or kind of gold in an 
article. 

(f) A “Karat” is 1/24th nart by weight of the metallic element 
gold in an article. For example “10 Kt.’’ or “10 Karat 
Gold” means that the metallic element gold contained in 
the article constitutes 10/24ths by weight of the entire 
article. 


Requirements for Quality Marks 


3. Articles made of gold, as herein defined, shall have 
applied thereto a quality mark, to wit, “Karat,” “Karat 
Gold,” or “Kt.” “Kt. Gold” or “K,” or “K Gold,” pre- 
ceded by a whole number which shall indicate the number 
of 24th parts of fine gold contained in the alloy comprising 
the article. No other mark shall be applied to such ar- 
ticles indicating or purporting to indicate that any article 
contains gold or the quality, fineness, quantity, weight, 
or kind of gold in an article, provided that— 

3. (a) Nothing contained herein shall preclude a man- 
ufacturer, who so desires, from stating on tags, cards or 
other accompanying literature the exact gold content in 
terms of fine gold. For example, the tag attached to an 
article marked “14 Kt.” may bear the statement in 
amplification of the mark—“This article is guaranteed 
to assay not less than 584/1000ths of fine gold,” or in 
the case of an article marked “12 Kt.”—“This article is 
guaranteed to assay not less than 500/1000ths of fine 
gold,” if such is the fact and provided further that 

3. (b) Nothing herein is intended to restrict the use 
of quality marks indicating that the article is composed 
in part of other precious metals as, for example, “8 Kt 
and Plat,” “14 K and Plat,” “Sterling 10 Kt,” ete. 


4+. No karat gold article of less than 10 Karat fineness 
shall have applied to it any quality mark. 

5. No karat gold article, made with a hollow center 
and then filled with base metal, cement, pitch or other 
foreign substance, thereby giving the article added weight 
or strength, shall be marked with a quality mark. 


General Requirements 


6. Lolerance.—The tolerances for fineness shall be 
those provided by the National Stamping Law.* 

* Note-—-This act provides that the actual fineness of the alloy 
“shall not be less by more than one- half of one karat, than the 
fineness indicated by the mark,’’ (except in the case of watchcases 
and flat ware, where the actual fineness “shall not be less by 
more than 3/1000ths parts than the fineness indicated by the 
mark”), and that in making any test for such fineness, that part 
of the article taken for assay shall be such a part or portion 
as contains no sokler. The act also provides for an additional 
test where solder is used—that the actual fineness of the entire 
quantity of gold or of its alloys “including all solder and allo 
of inferior fineness used for brazing or uniting the parts of suc 
article (all such gold, alloys and solder being assayed to one 
piece) shall not be less by more than one karat than the fineness 
indicated by the mark.” In other words, there is one test pro- 
vided for articles which do not contain solder, and two tests, 
both of which must be met, for articles that do contain solder, 
(For full text see Rev. Stat. U. S., vol. 34, pt. 1, p. 260, 59th 
Cong., Ist sess., Public Law 226. Code ref. chapt. 8, Title 
15 U. S. Code.) ‘ 


7. In determining the karat fineness of the gold alloy 
no metallic element other than gold shall be counted 
as gold. 

8. Trade Mark.—Any article herein defined having 
applied thereto a quality mark, shall also have applied 
thereto and immediately adjacent to such quality mark, 
and equally visible, legible, clear and distinct therewith, 
the name or a trade mark duly applied for or registered 
under the laws of the United States, of the manufacturer 
or seller of such articles. Initials shall not be used in 
lieu of a name unless registered as a trade mark as 
above provided. 

9. Class, pattern, type, or style mark. If an article 
herein defined has applied to it the name or a trade mark 
duly applied for or registered under the laws of the 
United States, of the manufacturer or seller of such 
article, and a quality mark conforming to the require- 
ments of this standard, it may also have applied to it 
numerals or other indicia to identify the class, pattern, 
type or style of the article, provided such numerals are 
not incorporated with the quality mark and are not 
placed or arranged so as to mislead or deceive. 

10. Exemptions recognized in the jewelry trade and 
not to be considered in any assay for quality include 
springs, posts and separable backs of lapel buttons, posts 
and nuts for attaching interchangeable ornaments and 
wire pegs or rivets used for applying mountings and 
other ornaments which mountings or ornaments should 
be of the quality marked. 

11. Exemptions recognized in the optical trade and 
not to be considered in any assay for quality shall include 
screws, dowels, springs for spring shoe straps and for 
oxfords, coils or joint springs, cores and/or inner wind- 
ings of comfort cable temples, metal parts when com- 
pletely and permanently encased with zylonite or any 
equivalent plastic material, and for oxfords, the handle 
and catch. 


Certification 


12. In order that the consumer may become more 
familiar with standard quality marks and may have 
confidence in same, it is recommended that articles marked 
according to this standard be accompanied by a certifi- 
cate, tag, card or other label incorporating the follow- 
ing wording: “The Company 
guarantees this article to be marked for quality in strict 
accordance with Commercial Standard CS as 
issued by the National Bureau of Standards of the 
United States Department of Commerce.” 
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TAVAN NES hopes sincerely that every retailer will consider this message as a personal 


invitation to inspect the new *Endurall watches. This new series takes Tavannes on such a 
decided step forward that it behooves everyone to make first-hand investigation. Waterproof, 
shockproof and dustproof, Endurall models still retain that smartness of style so characteristic 
of all Tavannes watches ...And they are retailed under the advantages of Tavannes 
selective distribution plan. The Endurall series, including units for both ladies and men, will be 


supported by national advertising and a concentrated merchandising plan. Write for full details! 


TAVANNES of AMERICA, INC., 608 FIFTH AVENUE, NEW YORK. 





Direct Selling for Jewelers? 
(From page 41) 


lector has the opportunity to sell them the idea of buying 
some other item his employers have for sale when their 
account is paid up. This persistent effort to keep accounts 
active, besides the opportunities the collector has to open 
new accounts, will result in a stream of business from a 
formerly unproductive source. 

The books for direct selling should be kept separate 
from the regular ledger. Orders may be handled as 
usual, but they should be entered on a ledger sheet main- 
tained for each salesman. There should be two record 
forms used in keeping direct selling books; one for the 
organization; and one for the salesman. In this way 
every payment and expense source is classified for easy 
analysis. The advisability of keeping these records cannot 
be stressed too strongly, for organization weak points 
which could render the activity useless can be spotted 
immediately. 

Every payment made to each salesman for any reason 
whatsoever is recorded on this sheet with explanation of 
reason of payment, amount of payment, check number, 
social security, etc., as follows: 

(1) Order number is listed; (2) date order was writ- 
ten; (3) customer column, which in reality is an explana- 
tion of payment column and salary may be listed here 
or any other reason for drawing money; (4) “amount” 
column, for amount of sale and not to be used for any 
other purpose, although cancellations are deducted from 


this column; (5) accumulative written business, likewise 
for addition of orders and deduction of cancellations 
represents the salesman’s total business to date; (6) “cnen. 
missions” may also have salary listed in full amount; (7) 
“paid,” the full amount of salary or commissions, less 
deductions, in the form of “reserve” against cancellations 
and slow weeks; (8) “balance” is total sum in reserve; 
(9) “miscellaneous payments”’ lists all payments not sub- 
ject to social security tax; (10) check number; (11) 
amount of check, which equals “paid” less social security 
tax; (12) social security tax, and (13) accumulative 
social security tax. 

The thought should always be in our minds that our 
reputation and good will are dependent on the type of 
men who represent us in the field. We know also that 
not every man will be a success and we do not stake our 
chances on the record of a single man. If the first one 
does not catch on we hire another. The only way to be 
successful at this business is to keep trying and to keep 
the failures inexpensive. 

Our young man in the store is already drawing a small 
salary. To him we offer as added incentive a 10 per cent 
commission on his sales, and a small bonus for each new 
customer. He will work in the store on busy days .. , 
in the field on others. If he sells over a stated amount 
each week we increase his commission to 20 per cent. The 
man we draw from outside can work on the same terms 
or on a drawing account with the understanding that 
once his overdraft reaches a fair figure he will be dis- 

(Please turn to page 76) 
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MANHEIMER WATCH CO. 


35 EAST WACKER DRIVE 
CHICAGO, ILL. 


220 West Fifth St., Los Angeles, Calif. 
Steel Bldg., Denver, Colo. 
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STOCK CARRIED 
AT ALL OFFICES 





DIRECT 
DISTRIBUTORS 


SINCE 1875 


ELGIN 
HAMILTON 


Zones 1-2-3-9-10-12-13-14 


WALTHAM 
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LOUIS MANHEIMER & BROS., INC. 


20 WEST 47th ST., NEW YORK CITY 


373 Washington St., Boston, Mass. 
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o Announcing — 


The New Headquarters for 


-ETERNA WATCH CO. of AMERICA, INC. 


at 


580 FIFTH AVENUE, NEW YORK CITY 


_— ETERNA vatch will appeal to the quality minded Jeweler, 


because for many years they have won medals and diplomas for 


their accuracy and dependability at observatories and World Fairs. 


ETERNA watches are sold in 66 countries throughout the world 
and have built a reputation for reliability for over 80 years of mas- 


terful watchmaking. 


The new ETERNA line of precision watches will win the discrim- 
inating buyer of fine timepieces. They can be secured in solid gold 
—gold filled and platinum cases. 


A strong advertising campaign will be 


Our representative will call on you 
__ conducted to help you sell Eterna Watches 


shortly to show our complete line 





Factory — Established 1856 


ETERNA WATCH CO. OF AMERICA, INC. 


580 FIFTH AVE. NEW YORK, N. Y. 
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Your show windows will be transformed into sales 
windows by Permaflector Lighting. This high intensity 
glareless illumination will attract more customers and 
arouse their desire to buy your jewelry. 

Add to your sales windows a Permaflector light-con- 
ditioned interior and you will have a perfect sales- 
building combination that will result in bigger profits 
with less sales effort. 





FREE LIGHTING BOOKLET 


A request on your letterhead will bring you 
without obligation our new booklet entitled 
“Modern Lighting for Modern Jewelry Store 
Merchandise”’ which contains complete infor- 
mation on Permafiector Lighting, together with 
many photographs of actual installations. 


PITTSBURGH REFLECTOR CO. 


OLIVER BUILDING | PITTSBURGH, PA. 





p gh ? 
The Trademark of aa ~~ a Better Lighting 


| Largest Fine Star Ruby, Weighing Over 100 
| Carats, Given to American Museum 


HE largest star ruby of superior merit known to exist 

in the world, named in honor of its donor, Edith de 
Long, went on exhibition Jan. 16 in the Morgan Hall in 
the American Museum of Natural History, New York. 
Weighing more than 100 carats, it is oval cabochon in 
shape, about one and a half inches long and one inch wide, 
The star ruby was discovered in one of the Burmese 
ruby mines a few years ago and was brought to the United 
States by the English interests which control the mines, 
It was purchased for the American Museum by Mrs, 
George Bowen de Long, of New York, through Martin L, 





Am. Museum of Natural History photo 


The de Long Star Ruby 


| Ehrmann, also of New York. A gem collector, Mr. Ehr- 
mann has procured some of their finest examples for 
universities and museums in the U. S. and overseas. 

Herbert P. Whitlock, curator of the Department of 
Minerals and Gems of the American Museum, arranged, 
after careful planning, to display the de Long ruby in a 
dramatic, modern setting in a special case together with 
the famous Star of India, the largest known star sapphire, 
which weighs over 565 carats, and the Midnight Star, a 
deep purple star sapphire of unusual brilliancy and weigh- 
ing 116 carats. Both of the latter stones came from Cey- 
lon and were given to the museum by the late J. Pierpont 
Morgan. 

Emphasizing its rarity and beauty, the de Long star 
ruby has the place of honor in the middle section of the 
setting, which was executed by William Bayard Okie, 
Jr., who designs the jewelry displays in the invisible glass 
windows of Marcus & Co., Fifth Avenue, New York. 

‘The acquisition of the de Long star ruby,” said Mr. 
Whitlock, “extends a series of corundum gems in the 
museum’s gem collection; a series and a collection without 
equal elsewhere in the world. 

“In displaying the three star-stones, we adopted the 
dramatic principles of the theater and the psychological 
attention-value of the theater proscenium. Enclosed in a 
relatively small area the miniature settings are so ar- 
ranged that the spectator looks upon the gems as upon 
a theater setting, interpreting an illusion of great depth 
and space. 

“Each of the three gems is placed in its own ‘stage- 
setting’ and is mounted in the foreground upon a plat- 
form of graduating circular steps. Concealed spotlights 
shine down upon the gems to bring out the six-pointed 
star in each of them with great clarity and brilliance. 
The curved backgrounds seem to fade away into limitless 
deep-blue sky with stars twinkling between slender shafts.” 





68 THH JEWELERS’ CIRCULAR-KBYSTONE 


for February, 1938 























@ Simplicity of line 
marks the silver- 
plated hollowware 
exhibited at the 
Brooklyn Museum by 
Oneida, Ltd. 





@ The New England 
colonial influence can 
be seen in these 
plated pieces dis- 
played by R. Wallace 
& Son Mfg. Co. 


By precept and example 
hundreds of persons increased their knowledge and appre- 
ciation of silver at the Brooklyn Museum, where a show 
of Contemporary Industrial and Handwrought Silver 
closed on Jan. 23 after two months. 

Shown on these pages are several of the displays made 
at the show by some of the leading manufacturers of 


plated silver. In a review of the same show in these 
columns in the January issue, photographs of five steriing 
silver displays were reproduced. 

Aside from the historic significance’ of a number of 
valuable pieces on display, a visitor to the show could not 
help but be impressed with its educational aspects. At 
almost any time art students could be found engrossed in 
drawing the forms, which are such a part of their funda- 
mental art schooling. At the same time there would be 
a group making a study tour of the four large galleries 
devoted to silver; or there would be an_ illustrated 
lecture on industrial processes showing the evolution of 
the lustrous metal from the time of mining, through the 
stages of refining, and finally through the different proc- 
esses and to the finished product. 
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An e.pecially valuable feature of the show was 
photographic series, showing progressive steps in the man- 
ufacture of silver-plated flatware. One series, made by 
the International Silver Co. and reproduced in the Sep- 
tember issue of this journal, was augmented by a set-up 
of an electro-plating bath. The other set of pictures, 
lent by Handy & Harman, showed the processes in pre- 
paring silver for industrial use. 

Functionalism in design was especially apparent in the 
silver-plated displays in the show. One manufacturer 
showed the flatware made for use aboard an airliner, 
which was consequently small and light. Another set 
showed the streamlines of a large ocean liner for which 
it was designed. 

Electric wall brackets, and the bases of electric table 
lamps demonstrated the degree to which silver is being 
used to replace base metals in the manufacture of such 
objects for the enrichment of the home. Some of these 
lamps utilize enamel and semi-precious stones for deco- 
ration. 

It is interesting to note that a number of the younger 
designers of note are using silver together with other 














@ The smooth surface and heavy gadrooned edges of the tray and vegetable dish are in sharp contrast to the naturalistic 
design of the centerpiece and the modern severity of the tray and bowls in the Reed & Barton Corp. display. 


metals to get some striking results. Many pieces of indi- 
viduality are being produced in silver by the plating 
process. 

The metropolitan papers were generous in their re- 
views of the show and many columns of newsprint were 
used to tell of the various aspects of the show. 

One of the most fascinating features, especially to 
women, was the silver jewelry. This type of work was 
shown in all of the forms, from the angular, showing the 
Mexican influence, to the flowing style of Scandinavian 
origin. Colored stones of all kinds were used with good, 
but in a few instances, weak results. Much of this work 
was that of young people who are finding expression for 
their art in the design and execution of this type of hand- 
wrought jewelry. 

Although the show was concerned principally with 


contemporary design the complete picture of silver was 
given. ‘here was the work of the early American silver- 
smiths; a large display of Sheffield plate and old English 
silver ; several pieces of historical interest; a collection of 
more than 100 Dutch and English toys of the 18th and 
19th centuries; the representative work of all the con- 
temporary designers of note, and the selected products 
of the country’s most important sterling and plated silver 
mariufacturers. 

The tremendous jobs of arranging this show fell into 
the capable hands of Louise W. Chase, director of the 
Industrial Art Department of the museum. Miss Chris- 
tine Krehbiel, daughter of Edward Krehbiel, vice-presi- 
dent and general manager of Black, Starr & Frost-Gor- 
ham, Fifth Ave., New York, jewelers, gave valuable 
assistance in the tasteful arrangement and display. 


@ Utility was a consideration along with styling in the design of the miodern combination of meat tray and vegetable 
dishes shown in the International Silver Co.'s display of silver-plated merchandise. Also note unique sauce bowl. 
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MANCHESTER 
PROMOTION 





Duke of Windsor 


























To Well Known 


Flat Silver Values 
Manchester Now Offers 


SPECTACULAR 


NEW TEA SERVICES 
and 


HOLLOW WARE 


Sterling sales and promotions are the order of the day in a growing 
number of leading jewelry and department stores. Because Man- 
chester pioneered sterling promotions, most dealers turn to Manchester 
for the line and plan best suited to this type of selling. They find 
twenty (20) open stock patterns, priced alike — and a new line of 
high quality tea services and hollowware items, produced by the same 
standardized processes that make Manchester Sterling values the talk 
of the market. 





Collonade 





ZY 


Polly Lawton 





If you plan a sales stimulating Sterling Promotion, do not miss the 
opportunity to get the details of the Manchester proposition. These 
will be supplied by the Manchester salesman in your territory, or 


Copenhagen 


by mail. 


MANCHESTER SILVER CO. 


PROVIDENCE, R. I. 





























After Dinner Coffee 
Cast Handles 


“‘Renaissance”’ 
Service, Hand Chased. 
and Spout, 


| Coffee Pot, Height 11”. *$160.00 
Sugar Bowl, Height 6%” *$ 80.00 





Cream Pitcher, Height 
DR” AaWREAK0 cee wee *$ 60.00 
Tray, Hand Chased. 
Length 14%”. Width 
ME Sc aa00.00%00e0ws *$ 72.00 
* Keystone 

a 


Dale 
EL 


* 





Under the po 

| meg 0 of a select group of America’s 
nest designers, ELLMORE craftsmen 
—true to the finest traditions of their 
craft—are creating in “Sterling by 
ELLMORE” pieces which are com- 
manding the admiration of the trade. 
And here is good news. Unique produc- 
tion economies now permit “Sterling by 
ELLMORE” to be made available to 
you at prices quite disproportionate to 
what you have been accustomed to pay. 
Write todiy for catalog to: 


THE ELLMORE SILVER 


COMPANY 
Department F—MERIDEN, CONN. 
New York: 347 Fifth Avenue 
San Francisco: 830 Market St 





















217-01 Corbett Road 












LEARN 
JEWELRY DESIGNING 
$25. 


—For the five constructive fundamen- 
tal lessons by correspondence. 
five lessons will guide you in the 
method of applying a practical form 
of using painting and drawing for 
jewelry designs. 


ASK FOR BOOKLET 


C. A. JAKOBB 
INSTRUCTOR 


Office 
31 W. 47th St., New York City 
Studio 





These 


Bayside, L. |. 
















Direct Selling for Jewelers? 





(From page 66) 


missed. ‘This is for our key man only .. . all others 
are straight commission to start. If we are to expect oy; 
key man to spend time recruiting and on crew Manage. 
ment, when he might be selling, we must pay him a salary 
to cover the effort. : 

Any man hired on this basis should be expected to 
cover his drawing account within a week or two of start. 
ing. We must be hard boiled about keeping overdrafts 
down, and should refuse further advances before a map 
has an opportunity to get in too deep. 

Cancelled orders are, as a rule, the result of high 
pressure selling or of incomplete selling. High pressure 
salesmanship has its good and bad points. When the high 
pressure salesman sells a consumer a quality product at q 
fair price, who is to question his selling methods? To 
often, however, high pressure results in cancellations 
within a few days, because the salesman has not thorough- 
ly convinced his customer that there is a real need for 
his product. We must make some arrangement to cover 
this possibility. Therefore, we set a time limit of from 
30 to 60 days on cancellations, and establish an iron clad 
rule that in case of any merchandise returned inside of 
that time the salesman’s commission is forfeited, and we 
incorporate this rule into our compensation arrangement. 

It is possible, but dangerous, to start out with a group 
of men rather than one. Since we are starting from 
scratch and do not know exactly what complications will 
arise, it seems more practical for us to feel our way 
along with one man. If he is successful, and we have 
ironed out the major difficulties of performance in our 
locality, we hire additional men pointing to our estab- 
lished success as an example of what they may expect. 
We offer our key man or crew manager a 2 per cent over- 
write on the sales of new men and expect him to bear the 
major part of the management and training burden. 

This record sheet offers a source of information on 
each salesman, his commissions, his orders, and expenses, 
therefore making it very easy to check back on any item 
of compensation which might be questioned. It is a good 
idea to go over these records with the salesman periodical- 
ly for a checkup. 

Just as we keep a record of each salesman’s expenses, 
we keep a check on the progress of our direct selling 
activity through a profit and loss sheet which lists all 
sources of expense and income for quick analysis. Some 
of the items listed here will be discussed in more detail 
later. These items as illustrated are self-explanatory for 
the most part, but the grouping and results may seem 
complicated. 

Group 1: Demonstrations and sales; number of men; 
number of demonstrations; total sales for the week. 

Group 2: Gift item expense: Cost of all door openers 
is listed here, also cost of bonus leads. 

Group 3: Manpower cost; Listed in two parts to 
convey salary advance (a comparatively constant figure) 
in one column, and commission (a variable figure) in the 
other. This covers all taxable income to salesmen. Com- 
missions are calculated by multiplying the total sales by 
the standard rate of commission. 

Group 4: Man power credit; listed in two parts, (1) 
(Please turn to page 123) 
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New Record for Silver Production 


= A 
new record for world 














na 
ig production of silver was made last year, the 22nd annual 
review of the silver market by Handy & Harman, New 
d to York, said last month, reporting 276,000,000 ounces 
start. against the former peak of 261,000,000 ounces established 
rafts §- in 1929. For the first year since 1933, the amount of 
man newly-mined metal has exceeded the total of market 
offerings from other sources such as demonetized coin- 
high age, government stocks and treasure from the Orient. 
sure The estimate of world production is apportioned as 
high follows: United States, 68,400,000 ounces; Mexico, 
ata 88,000,000 ounces; Canada, 24,300,000 ounces; South 
Too America, 32,300,000 ounces; all other countries, 63,000,- 
a 000 ounces. . ae 
ra The bullion dealers estimated that 31,500,000 ounces Philip D. Gendreau 
ws of silver were used during 1937 by the arts and indus- om comans copia, Sane Sim p onus tae Sag or 
oni tries of the United States and Canada, an increase of wor = eed _ ont pare He 174,300,000 rane 
clad 20 per cent over the preceding year, in spite of the de- 
td cline in business during the fourth quarter. Among the a consumption of 4,000,000 ounces, an increase of about 
we more important classifications from the consumption 35 per cent over the 1936 figure. 
ent. standpoint, the percentage increases were as follows: As in 1936, the silver market in 1937 was for the 
oup Sterling silverware, 25 per cent; silver-plated ware, 20 most part a colorless affair, says the review. “Price 
ror per cent, and motion pictures, 10 per cent. Brazing fluctuations in New York were the narrowest on record, 
will alloys and silver powders, sintered products, and silver- the spread between the high and low official quotations 
way clad metals, in the purely industrial field, accounted for having been only 2c. compared with 5c. in 1936; and if 
ave | 
our 
‘ab- 
ect. 
er- o 
he AFTER—33 years at our former location 
on 


:| | NOW. J. SCHMUKLER & SON 


are ready to serve you in their new home at 


f 630 FIFTH AVENUE 


INTERNATIONAL BUILDING 


; Rockefeller Center. . . New York, N. Y. 




















m 
——@ 
i; DISTRIBUTORS FOR: 
s Watches Clocks Jewelry Silverware 
Elgin Seth —— Simmons herman or ‘ 
¥ General Electric nternational Silver Co. 
ates Westclox ma in Plated Flatware 
. Ingersoll and Hollowware 
— 
, Also featuring a fine line of Diamond Watches and Diamond Jewelry 
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NOW! — 
GEMOLOGY !! 


While enrollments in the gemo- 
logical courses are still being ac- 
cepted, the necessity of a waiting 
list is imminent. 





























Whether proprietor or em- 
ployee — when you need this ac- 
curate knowledge to meet the 
increasing competition of Certi- 
fied Gemologists and Registered 
Jewelers it may not be immedi- 
ately available. 
































Enroll or investigate now. Learn 
how valuable these courses can be 
to you in increased sales. 














The mail course in Fundamentals 
of Gemology can be completed 
before your fall rush begins. 


Write today to 


AMERICAN GEM SOCIETY 
555 S. Alexandria Los Angeles, Cal. 
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the ‘industrial base price,’ which will be explained later 
be used for comparison, the spread in the local market 
for 1937 still amounted to only 434c. In London the 
range of the spot price for the years in question was 
reduced from 3 15/14d. to 3 5/16d.” 

Explaining the drop of 1d. for spot and 1d. for for. 
ward which occurred in London on Dec. 6 last, Handy 
& Harman’s review says: “Although it was a matter of 
record that the eight-nation silver agreement would ey. 
pire on Dec. 31, and that premium payments for silver 
of American origin mined after the same date would 
automatically cease unless President Roosevelt issued , 
new proclamation, nevertheless no apparent attention had 
been paid to these facts until it was recognized that the 
silver agreement would not be renewed, and that the 
future policy regarding domestic silver might affect the 
Treasury’s foreign silver-buying program under the Sj). 
ver Purchase Act. The realization of the uncertainties 
involved in this situation, together with the fear that 
the Chinese Government might depress the market by 
selling the silver shipped to London for its account, 
caused heavy offerings from India which, because of 
meager support, accounted for the extent and sudden- 
ness of the decline. 

“During the succeeding three weeks the market was 
afforded only slight encouragement by the statement that 
a Presidential announcement regarding silver would be 
forthcoming at the end of the month, and by the United 
States’ subsequent procedure of accepting silver only on 
the basis of offers submitted after the London quotation 
had been established without Treasury support. Under 
such circumstances it is but natural that the lows for the 
year were established during this period, the rates being 
18 1/6d. for forward on Dec. 16, and 18 3/16d. for 
spot on Dec. 28. 

“On the latter date it was made known that the 
United States Treasury would continue to buy Mexican 
silver during January on the same basis as before, and 
two days afterwards Secretary Morgenthau stated that 
a similar arrangement with Canada had been concluded 
and that the Chinese silver-gold agreement had been 
extended to July 1, 1938. London interpreted this news 
as bullish, with the result that premiums were paid after 
each day’s “fixing,” and quotations advanced to close 
the year at 19 1/16d. for spot and 18%d. for forward, 
the highest rates since the break of Dec. 6. Exceptionally 
small stocks on hand facilitated the rise.” 

“President Roosevelt’s long-awaited announcement on 
silver was issued on the evening of Dec. 31, and ap- 
peared in the form of a proclamation, which extended 
until Dec. 31, 1938, his proclamation of Dec. 21, 1933, 
and amended it to the effect that silver mined during the 
year 1938 from natural deposits in the United States 
or any place subject to its jurisdiction should, subject to 
further amendment, command a price of 64.64c. per 
ounce 1000 fine when delivered to the United States 
Mints. This order reduced the Government buying rate 
for silver of domestic origin from the price of 77.57c., 
which had prevailed since April 25, 1935, and re-estab- 
lished the. figure set by the original proclamation. By 
not so much as a word did the President elaborate upon 
his action, or allude to the international aspects of the 
(Please turn to page 82) 
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Old Plate Tells 
CGotham’s Past 


The story of two centuries of silver-working by 
New York’s early craftsmen graphically told in 
recent exhibition at the Museum of The City of 
New York. The show was undoubtedly the most 
extensive display of Manhattan plate. 






@ Sugar bowl by Myer Myers, working in 
1745. Tankard made by Bartholomew 
Schaats, working 1708. 











he “ 

an @ Set of casters made by Adrian Bancker, working 1731. 

nd 

. By V. Isabelle Miller 

en Curator of Silver 

vs Museum of the City of New York . 

er 

se Eun though every piece On tracing the maker’s marks, one finds many an early 

d, of old hand-wrought silver has an individuality there yet Dutch silversmith’s name. Among these are Jacob 

ly remains characteristic details, which upon study appear Boelen, Gerrit Onkelbag, Jacobus Vanderspiegel, Kon- 
again and again, enabling one to recognize the general raet Ten Eyck, and others, all names which testify to 

n locality from which a piece comes. Dutch heritage. 

)- Silver objects remaining from the late 17th century Another outstanding group of silversmiths are the 

d are naturally rare, but those shown in the Museum show French Hugenots who came to join these men of Dutch 

, possessed unusual interest, not only because of their rarity, ancestory, among whom were many clever craftsmen, 

e but also because of the quality of their design and work- such as Bartholomew and Charles Le Roux (the latter 

5 manship. Here could be traced the characteristic details at one time official silversmith to the city), Thauvet 

. of the New York style, so that one could distinguish the Besley, Simeon Soumain and John Hastier. English names 

F work of a Gotham smith from that of New England among the silversmiths of this early period were likewise 

. origin. A New York tankard, as an example, can be not lacking and one of these was William Anderson who 

identified by its corkscrew thumbpiece and the type of its learned his trade under Simeon Soumain in the early 18th 
ornamental applied band at the base. century. The English style became increasingly predomi- 

Old silver is of general interest, too, because of the nant during this century and up to the Revolution the 

historical associations attached to it. Often a piece can English taste was preferred. 

| be traced, not only by its maker’s mark, but also by the In the early days of America there were no powerful 
initials of its original owner, sometimes crudely trade guilds such as existed in Europe, and only the 

scratched upon the base or perhaps upon the handle. simplest system of marking silver was used. Many of 
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WESTERMAN MFG. CO., 335140.W, 21st st. 


A Corner of our Sweeps Burning and Grinding Department 


All lots of Sweepings, etc., are burned, ground and assayed separately 


with great care and precision. 
We earnestly solicit your patronage. 


L. LELONG & BrRo., INC. 


GOLD, SILVER and PLATINUM 


Refiners, Assayers, Smelters and 
Bullion Dealers 


345-7 Halsey St., Newark, N. J. 


81 Years Serving the Trade 
Nationally Known Since 1858 
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WestTco QUALITY LEATHER STRAPS 


Always dependable. Always priced right. 
Always a large selection. 


See our new numbers priced to meet your every demand at 
a profit to you. 





OK | 
e-.Je vel 


This little oxy-gas torch solders gold, plati- 
num or silver; it welds platinum and can even 
Bing for small melts. Sensitive finger tip 
control. 


Ask for circular J-72. 


: (Zs 22 FitthAvenue 
~Hokle ne ents: 








these pieces bear the maker’s mark, often a simple stamp 
of his initials. As pure silver is too soft for practical use 
it is accordingly alloyed with some other metal, chiefly 
copper. Therefore it is clearly evident that here where 
there was no official stamping, the maker’s name was the 
only assurance that the silver used was of the copper qual. 
ity. In England and on the Continent it was natural that 
elaborate systems of marking and registering plate should 
have been evolved to prevent counterfeiting and to keep 
up the standard. 

The training of craftsmen in the art of silversmithing 
shows a well-regulated apprenticeship system in New York. 
No casual visitor to the colony was permitted to engage 
in the trade. This was an order of the Common Council 
as early as 1683. Any boy desiring to learn the trade was 
bound as apprentice to a master, usually for a term of seven 
years. This contract binding master and apprentice was 
duly recorded by the town. Such long and careful train- 
ing insured the development of able craftsmen. Upon the 
satisfactory completion of his training, the apprentice 
became a freeman of the town and was permitted to prac- 
tise his trade under his own name. 

The early silversmiths were men of honor and integrity, 
and many of them held positions of great responsibility 
in the city. It was to such men of untarnished reputation 
and honesty that people brought their savings to be fash- 
ioned into tankards and candlesticks, things which were 
useful as well as ornamental. The scarcity of banks in 
the early days induced people to put their coins into 
articles for their homes which they could use and admire. 
This was of more value to them than a bag of hoarded 
coins, and more easily identified in case of theft. Then,. 
too, it could be reconverted into money, if necessary. 

The scarcity of silver coins in the early days of the 
Dutch settlement may account for the fact that no silver 
objects made in New York have turned up which were 
made previous to the third quarter of the 17th century. 
The last few decades of this century brought in con- 
tinuing prosperity, not only through the fur trade but 
also through the increasing development of the flour and 
bread industry. The town became a growing center for 
the exportation of flour, and though its fortunes waned 
at intervals, on the whole the citizens began to luxuriate 
in their wealth by enriching their homes to conform to 
the styles set in Holland and in England. 

Privateering was indulged in, and grew to be quite 
common. The English in command of the city could not 
give such a proceeding official recognition but they could 
let it go unhindered, for the benefit of some of their 
friends and, incidentally, their own pockets. Many of 
these old tankards and caudle cups may have been made 
from “private hoards” and “Captain Kidd’s treasure.” 
The quantity of silver mentioned in wills and inventories 
from 1680 on, gives evidence of this taste for articles of 
silver for daily use and for embellishment of the home. 
Of outstanding interest is the mention in many wills of 
large numbers of silver toys, none of which seem to exist 
now. Were they put to such hard usage that they could 
not withstand the ravages of time? 

Many social customs were illustrated by the various 
objects on display. The large number of tankards that 
have come down from the 17th and early 18th centuries 
indicate the widespread custom not only to use them in 
the privacy of homes, but also to celebrate with brimming 
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cup such joyful events as births, christenings and mar- 


riages and it is said that similar customs were observed 
, } 


at funerals as well. 


At one time it was the custom at funerals to hand out 


memorial tokens to intimate friends of the deceased, and 
, number of rings with mourning bands bearing the 
name and date of the lost one have been handed down 
and were to be seen in the exhibition. 

Porringers are interesting objects because of the design 
of their handles. They used to hang in a glittering row 
along the chimney shelf to be ready for use at mealtime 
by the various members of the family, both young and 


old. 


Tea drinking in the early days was quite a ceremony. 


Tea was a beverage of great luxury and was served in | 


small quantities. Therefore, early teapots were exceed- 


ingly small and tea caddies were often provided with a | 


lock and key. 


It was not until the middle of the 18th | 


century that the teapot was accompanied by a sugar bow! | 


and creamer of the same design, and the earliest known 
teaset was shown in the exhibition. It is a handsomely 
embossed, inverted pear-shaped teapot with matching 
sugar bowl and cream pitcher all made by Peter de 
Riemer around 1750. It bears the Van Rensselaer crest 
and from its initials it is known to have belonged to 
Peter Schuyler Van Rensselaer. 

Another piece of unusual interest in the show was the 
large caudle cup, now minus a cover, also made by Gerrit 
Onkelbag. This piece is unique in that before its dis- 


covery it was thought that the Dutch families did not | 
drink caudle, which was popular both in England and the | 


Massachusetts Bay Colony. Many such pieces have 
turned up in New England fashioned by the smiths in 
that locality. Onkelbag was also capable of making 
beautiful tankards, such as the one in the exhibition now 
bearing the coat-of-arms of the Roosevelt family. These 
arms were added at a slightly later date, as the original 
owner’s initials, H B conjoined over I S, would seem to 
stand for Johannes Hardenbroeck and his wife Sara Van 
Laer, married in 1686, whose daughter Catherina mar- 
ried Jacobus Roosevelt in 1713. 

There were many other examples of outstanding his- 
torical interest in the exhibition, but space will not permit 
the enumeration of them. It is enough to show that 
these pieces of silver form valuable historical documents 
which, if carefully handled, time will not destroy. 





The quantity of silver produced in New York without | 
any apparent let-up is attested to by this exhibition which | 
illustrates the tastes of the various periods throughout | 
two centuries. There were so many silversmiths work- | 


ing in this locality in the early part of the 19th century, 


that it is safe to conclude that this was a profitable trade. | 


(Reprinted by permission from Vol. 1, No. 1, of the 
Bulletin, Museum of the City of New York). 





Wasuincton, D. C.—A preliminary report from the 
Commissioner of Labor Statistics for December, 1937, 
shows that there were 7,416,200 manufacturing wage 
earners in that month as compared with 5,057,300 wage 
earners in July, 1932, the low point in the number of 
such workers. Comparative weekly wages were: Dec., 


1937, $164,427,000, and July, 1932, $81,700,000. The 


low point in week wages was in March, 1933, when they | 


amounted to only $77,083,000. 
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FIND PROFIT-PLUS-PRESTIGE IN THE 
Westinghouse 


“Line of Least Resistance” 


The Westinghouse De luxe 
Adjust-o-matic, largest 
selling electric roaster in 
the field. 


The Westinghouse Stream- 
line Adjust-o-matic iron, 
largest selling lightweight 
automatic iron on the 
market. 


Looking for a supplementary 
line that has wide appeal, up- 
holds your standards of quality, 
builds profitable p/us-business? 
Then it’s time to consider the electrical appliance “Line 
of Least Resistance” . . . Westinghouse. With the fastest- 
growing line in the field, Westinghouse gives you the two 
outstanding, profitable traffic-builders above... plus a 
complete line of high quality “traffic appliances,” backed 
by powerful localized advertising covering your com- 
munity. For name of your Westinghouse representative, 
write to Westinghouse Electric and Manufacturing Co., 
Dept. 8172, Merchandising Division, Mansfield, Ohio. 


evese Westinghouse 


NEEDS THE LINE OF LEAST RESISTANCE 

















HONESTY is not a virtue 


... # is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plati- 
num, and Gold obtainable. 


FOR OVER 40 YEARS J. B. COOPER & 
SON has paid the highest prices for Sweeps 
and Scrap Gold. 

COOPER’S POLICY of fairness and ac- 
curacy continues unchanged .. . always 
making new friends. 





INCORPORATED 


JOSEPH B. COOPER & SON 


26 John St., New York 
Factory: Brooklyn, N.Y. 





Our Reputation Is Our Success 


UP TO THE Minute! 


New Self-Starting 

Electrical 

Numeral 
Clock 


for only 


$4.95 


“CHIEFTAIN” gives 
you accurate fast 
reading 














The clock of today for the 
people of today. The 
"CHIEFTAIN", Penn- 
wood's newest low priced 
electrical clock sells on 


Ask your wholesaler to- 
day about the "CHIEF- 
TAIN" and full particu- 
lars about the entire 
PENNWOOD line. He 
will gladly supply you 
with a sample and full 
particulars or write di- 
rect to 


sight. Unusually de- 
pendable and reliable, it 
is the modern accurate 
method of telling time. 
This is your opportunity 
for a quick turnover with 
profit. 


THE PENNWOOD COMPANY 
PITTSBURGH, PA. 


West Coast Branch, Pennwood Company 
E. R. Treiber, 470 Daniels Drive, Beverly Hills, Cal. 
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- than 200,000,000 ounces during the past three and one- 














New Record for Silver Production 
(From page 78) 


silver situation; therefore the mere reduction Of th 
domestic price affords no basis for predicting the Admin, 
istration’s future silver policy. 

“The eight-nation silver control agreement terminate 
with the year 1937, and no effort was made to renew a 
Again, this fact should not be interpreted to mean ; 
change in policy by the United States, because presun. 
ably the need for such an agreement no longer existed 
This pact, which became effective on Jan. 1, 1934, i 
a four-year period, was made for the purpose of stabiliy, 
ing world silver prices by means of absorbing productio, 
and limiting sales of silver through the combined actig, 
of certain governments. Subsequently, the stabilization 
program which this joint accord imposed was complete) 
dwarfed by the magnitude of the purchases already mad 
and still required under the provisions of the Silver Py. 
chase Act, which became law six months later. 

“Such purchases, according to an official statemen 
from the Treasury Department, amounted to 1,22. 
740,100 ounces at Sept. 30, 1937, and do not includ 
172,672,400 ounces of domestic newly-mined silver a. 
quired under the President’s proclamation. The sum of 
these figures, plus an estimate for purchases covering 
the last quarter of the year, when added to Government 
silver stocks previously on hand, produces a total of 
2,176,900,000 ounces, which represents Treasury silver 
holdings at Dec. 31, 1937. Based on year-end gold 
stocks of $12,760,000,000, additional acquisitions of sil- 
ver to the extent of about 1,113,000,000 ounces are stil] 
needed to fulfill the requirements of the Silver Purchase § 
Act. It is also of interest to note that, in spite of thes 
enormous purchases, the goal prescribed for silver in this 
country’s monetary reserve has been approached by les 



































half years. 

“The fact that the United States has participated in 
the market on such a huge scale, and that unfulfilled 
requirements call for further purchases to an almost 
equal extent, is conclusive evidence of its dominant pos: 
tion in silver. Such control, however, eliminates the 
possibility of accurate prediction regarding the world 
price, because this is dependent upon the Treasury’s daily 
buying rate which is admittedly on a twenty-four hour 
basis. We therefore refrain from any attempt to forecast 
the future market level for the white metal. 

“Past events, we believe, have sufficiently demonstrated 
the unfortunate results consequent upon a sharply at- 
vancing or declining price, and this fact has apparently 
been recognized by the Treasury in its buying program 
pursued since January, 1936. Should the reduction in 
the price of domestic silver be the fore-runner of 3 
decline in the foreign price, we earnestly hope that such 
decline will be gradual and orderly. The United States 
Government has the power to control the situation, and, 
we assume, will continue to prevent sudden and wide 
fluctuations in the price of foreign silver. Such silver is 
the sole source of supply for the arts and industries in 
this country, because all newly-mined domestic metal i 
sold to the Treasury at a premium price, and stability of 
the market for foreign silver is unquestionably beneficial 
to the silver trade of the United States.” 
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J. K. Smit & Zonen Report on Diamond Market 


uAUR hope is that a healthy optimism without over- 

speculation and a still closer international organ- 
ization will lead our trade to steadily improving and 
flourishing condition,” concludes the report of the Dia- 
mond Market During 1937 by J. K. Smit & Zonen, 
Amsterdam. 

“One of the drawbacks in the diamond industry has 
been that optimism has often induced over-production, ” 
said the report. ““The best way to deal with the situation 
is the limitation of bank credits and the publication of 
statistics by the organizations. It is a great advantage 
that a powerful international organization has been estab- 
lished to act as leaders in the industry. 

“We can safely say that the United States creates the 
germ which permeates the whole body of the financial 
world, and it is immaterial whether one prefers to call 
this germ pessimism or optimism. 

“The policy of the London Selling Organization has 
been very powerful; the management has been much bet- 
ter during the past years, and the safeguarding of the 
market has been in their hands, when towards the end 
of the year sales diminished and no fresh goods were 
shown. 

“Important sales were made for investment purposes 
and the diamond exhibitions at Amsterdam, Antwerp and 
Paris definitely increased the popularity of diamonds. 
During 1938 another diamond exhibition will be held at 
Amsterdam on the occasion of the celebration of the 40th 
anniversary of the reign of Queen Wilhelmina. 


“An important factor for the improvement was the 
influence of a better organization and cooperation by the 
various institutes in the diamond industry of Belgium. 
The passing of social laws in relation to working hours 
produced favorable results in the market of cut goods. 
A much closer cooperation became evident among the 
following groups: Manufacturers, dealers, the diamond 
exchanges and labour, and this cooperation is to be ex- 
tended as between Belgium and Holland, so that we 
shall no doubt soon be able to overcome the trade stag- 
nation hitherto experienced. 

“Tt goes without saying that the diamond trade has 
also come under the influence of changing conditions. 
It is true that sometimes the diamond market profits by 
financial unrest, because during these times diamonds are 
often bought as an investment and ultimately these dia- 
monds come back on the market, if they have not been 
taken up by the public for private use. Speculation ex- 
presses itself to a large extent in optimism and only in 
a stimulating tendency in a rising market, and cut goods 
of the larger sizes especially take their share in a rising 
market, but as soon as the world news is of a disturbing 
character, trade in these larger sizes is practically brought 
to a standstill. This is not the case with the cheaper 
quality diamonds, as this quality is to a large extent 
bought by the general public out of savings, whilst the 
biggest sizes are mostly bought with easily made money.” 
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Lamps in the Jewelry Store 


LTHOUGH a lamp is made for but one purpose, 

A namely, illumination yet, at the same time, look- 

ing at it from the retail jeweler’s angle, a lamp 

is as good an all-purpose article as may be carried in the 
jeweler’s shop. 

Consider the varied occasions for which you may sell 
a lamp:—For the purchaser’s own use, for a gift to 
almost any type of friend or relative, and as a gift for 
about any occasion, from a surprise party to a wedding. 
Some articles can be sold but once to a customer. That 
is, they would never think of purchasing the same kind 
of article twice, especially gifts. But in the case of lamps, 
they would have no hesitancy about buying another, for 
their own use or for a gift, even though they had only 
lately purchased one. Another good point is that, since 
lamps are a necessity, there is always room for one more. 
It is not like some article of which you buy one or two, 
and that is sufficient. No home ever reaches the “‘satura- 
tion point” on lamps, for houses are constantly being 
renovated or at least the furniture and furnishings 
changed about or changed entirely. Thus there is always 
another place for a new lamp. Did you ever hear anyone 
who had received a lamp as a gift, bemoaning the fact 
that they had no use for it? I think not. It is a pity that 
more lamps are not given as wedding gifts. 

Yes, indeed, the jeweler is apparently “in luck’ all 
around, in regard to this lamp proposition. Not only is 
the demand varied, and unlimited, almost, as I have 
shown above, but, in the first place, when it comes to 
selecting the lamps for the shop, consider the wide variety, 
both as to size, shape, and purpose. Certainly there is no 
monotony nor sameness about the lamps from which a 
selection may be made. In fact, in how many other lines 
can you find such a varied assortment? 

There are a few facts to be kept in mind when buying 
lamps for your shop. In the first place, don’t have certain 
preconceived notions and then try to fit your selection 
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By 
R. H. Leslie 


to them. Instead, start the other way around; first look 
over the lamps, make tentative selections, and then weigh 
each choice somewhat on the following basis: Is the lamp 
actually useful as well as ornamental, or is it a “freak” 
lamp; would it appeal to your customers of varied types, 
will it “go out of style” quickly, is it more or less adapt- 
able to different places about the house? Of course, if 
it were strictly a reading or a boudoir lamp, for instance, 
it couldn’t be expected to be adaptable for other purposes, 
generally. 

The thing to keep constantly in mind is “variety,” 
however small your assortment of lamps is to be; both 
variety as to size, shape and appearance. For remember, 
some customers will want just some kind of lamp, that 
is, whatever they see that suits them best, others will 
want a particular kind of lamp, and still others will 
want a lamp for some special purpose. Thus, although 
your assortment is small, if it is varied, then you can 
most likely suit them all. 

Most lamps now come furnished with harmonizing 
shades and such “ensembles” are generally very effective. 
But you can change about your lamps and your shades 
as you please, when you get them into your shop. Of 
course, you may stock shades as a separate item, but I 
wouldn’t advise it for a time—but more of that later on. 

Now that you have your new lamps all ready to ar- 
range, don’t detract from their appearance, to begin with, 
by setting them all out in rows, or all “bunched” to- 
gether, either. They can do that sort of thing in the 
lamp department of a large store, perhaps, for there it is 
taken for granted that all lamps will be found in the 
same section. But in a jewelry shop the customer expects 
“individuality” in display, and if she comes upon a 
“corner” in lamps, it is really too much of a good thing, 
and dulls the edge of her interest at once. What she 
wants is to come upon a “dream” of a lamp all unex- 

(Please turn to page 82-D) 
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Americas 
MOST 


Comfortable 


WATCH 
BRACELET 


BROUGHT BACK BY 
‘Popular “Demand 


The first announcement of the return of “SUREFIT” 
has brought countless demands for this New Im- 
proved watch bracelet. Re-Styled, brought up to 
date with Genuine Leather strap center 
“SUREFIT” accentuates comfort It's thin, flex- 
ible—expands % inches—has 1% inches adjust- 
ment to fit any wrist correctly. 


1/20 Gold Filled—Finished in any color. 
9/16’’—5/8’’— and 3/4” lugs. 
Leathers—Pig—Black—and Brown. 


Retailers who have not already ordered the NEW 
“SUREFIT” should contact their wholesalers im- 
mediately. 


SUREFIT IS BACK 


BLISS BROS. CO. 


Manufacturing Jewelers since 1875 


ATTLEBORO, MASSACHUSETTS 
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Pats. Pend. 


$5.00 


RETAIL 


Keystone Discount 
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Lamps in the Jewelry Store 


(From page %2-B) 


pectedly, here and there among the numberless gift items 
on display. It thus “intrigues” her interest, I suppose. 
See to it, then, that your lamps are so displayed that 
each one will prove to be something in the nature of a 
discovery to the prospective customer, Of course, if a 
customer is undecided between two lamps and wishes to 
see them side by side, you can readily accommodate her 
as to that. 

Some have the idea that a lamp, in order to be properly 
displayed, should be placed on a table, with all the “fix- 
ings” about it, as some books, ash tray, etc. In fact, it 
has become quite the custom to make that sort of display 
and you also most always find about the same kind of 
articles keeping the lamp company. A lamp on a table 
makes an effective window display, but in the shop itself, 
one lamp on one table, provided there were room for such, 
wouldn’t attract particular attention where there are so 
many other and varied articles all about. But place a 
lamp here and there about the shop, among smaller arti- 
cles, and each lamp so placed will be discovered by some 
delighted customer in due time. Of course, if you feel 
that you must have a display of several lamps together, 
then make it something like this—a number of boudoir 
lamps on a little pastel colored table, or a display of read- 
ing lamps on the proper kind of table. 

Now that your lamps are out on display, it is worth 
while to think and talk lamps for a while. In other 
words, to push the lamps as a sales proposition. If you 
want to go to the expense of getting out a little announce- 
ment in regard to your lamps, also shades, it would be a 
good idea. Also feature them in your newspaper adver- 


‘Testing Precious Metals’ Is Issued in Revised, 
Enlarged Edition 

A revised and enlarged edition of “Testing Precious 
Metals—Identifying, Buying, Selling,” by C. M. Hoke, 
of the well-known Jewelers Technical Advice Co., New 
York, has been published recently by that company and, 
like its predecessors, is receiving wide acceptance through- 
out the trade by all who buy and test gold, silver, pal- 
ladium and platinum and their various alloys. 

The first part details the touchstone, flame, specific 
gravity and other tests for the detection of noble and 
base metals. The second part answers nearly every ques- 
tion of interest to buyers and sellers of old gold, silver 
and platinum, taking up the evolution of this industry 
and its operation, A glossary of trade terms, lists of sup- 
pliers of equipment used in testing precious metals, of 
common alloys and their components, of metals and their 
responses to acid and flame, of buyers of precious metals, 
and instruction in determining specific gravity comprise 
an invaluable appendix. 

For 20 years the author has been concerned with these 
matters, devoting her time to instructing jewelers and 
others in methods of refining, melting, salvaging and fin- 
ishing the precious metals. Her backgound of university 
training in chemistry and biology, as well as experience 
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tising. And above all, mention them to your customers, 
whether they come in looking for lamps, or not. Empha- 
size, in all of your publicity in regard to them that lamps 
are an ever-welcome gift, a gift suitable for any occasion, 
and also stress the “‘buy yourself a new lamp” idea, 
and “there are never too many lamps in the home.” 

Of course, from the first, you want to impress upon 
your customers and others the fact that you not only have 
lamps, but ‘‘distinctively different” lamps. You want to 
present them as something in a class apart, and not to 
be found in the ordinary stores. And that is just the sort 
of lamps that your customers are looking for. 

Fortunately, lamps in themselves, possess strong “sell. 
ing arguments,” for they are something more or less 
staple, and useful as well as ornamental. A customer 
who has lamps in mind, is already half sold on them, 
because of these qualities she already knows they possess, 
So practically all that she has to decide upon then is the 
appearance of the lamp that suits best. Thus lamps are 
not a difficult sales proposition to handle. The main point 
is to have the right lamp for the right person. On some 
gift items one can to some extent anticipate in advance 
the probable demand if one knows the likes and dislikes 
of one’s customers. But with lamps this is not possible, 
for there is no way of knowing what particular type of 
lamp your customer may want at a certain time. Thus 
the best you can do is to have as wide a variety as to size, 
shape and kind, as is possible. And remember, too, that it 
is quality rather than quantity that is to be considered 
in this matter of choosing lamps for your shop. 


in the teaching of chemistry, eminently qualifies her for 
such a manual as this. 

In view of the little that has been published upon the 
subject, especially in recent years, the sections dealing 
with the identification of the platinum metals are par- 
ticularly helpful. 





Letters to the Editor 

Kditor, Jewelers’ Circular-Keystone: 

As it carries with it the implication of a breach of pro- 
fessional ethics, will you kindly correct an impression 
current in some quarters that I am making designs for 
sterling for the Ellmore Silver Company. 

Such is not the case as I am designing silver only for 
Graft, Washbourne & Dunn. 

New York. 





(Signed) Percy Batt. 


Editor, Jewelers’ Circular-Keystone: 

Mr. Percy Ball has phoned us to the effect that there is 
a rumor afloat that he is on our designing staff. We 
most emphatically disclaim this rumor, know nothing 
about it and are entirely in the dark as to its origin. We 
have the kindest sentiment for Mr. Ball and truly regret 
any inconvenience or embarrassment this ungrounded 
rumor may have caused him. 

Meriden, Conn. (Signed) ELLMorE SILVER Co. 
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Minneapolis Awaits ANRJA 


f h 
IS\ 


\ 
HOTEL. |‘ 
NICOLLET. 














@ Jewelers who venture the snappy air 

of the Northwest may witness or par- 

ticipate in the winter sports in which 
the North Star state abounds. 


Winnsapelis, City of Lakes— 


frozen though they be—is prepared to accord a warm 
welcome to the first annual mid-year convention of the 
American National Retail Jewelers Association, which 
will be held in Hotel Nicollet, Monday, Tuesday and 
Wednesday, Feb. 14 to 16. 

Local committees on arrangement, headed by Harold 
G. Kohen, president of the Minnesota Retail Jewelers 
Association, are working with Charles T. Evans, na- 
tional secretary, to provide an entertainment program 
comparable to the excellent schedule of addresses and 
seminars which has been arranged. 

It is expected that every member of the executive com- 
mittee of A.N.R.J.A., including President William D. 
McNeil, who will call the first session to order Mon- 
day, will be on hand to give reports of their activities 
and to greet the members, many of whom have never 
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@ Hotel Nicollet which will be the 
home of ANRJA jewelers during the 
mid-year convention, Feb. 14, 15, 16. 


@ The Minnesota Terrace, of the 
hotel, will be the scene of several 
social events. 








@ Three of the ex- 
cellent speakers 
scheduled are, from 
left to right, Thomas 
Burke, Richard .N. 
Heath and Harvey 
Kruse. 


found it possible to attend the national sessions held in 
New York City each fall during recent years. The ex- 
ecutive committee will make this gathering the occasion 
for a business session. 

Acceptances have been given by some of the outstand- 
ing business leaders both in and out of the jewelry. in- 
dustry, to speak on such subjects as advertising, salesman- 
ship, window display, crime prevention, accounting, 
wholesale-retailing and installment selling. 

This convention has been arranged to meet the de- 
mands of hundreds of jewelers throughout the country 
who, seeking more benefits from national association mem- 
bership, have been urging conventions in other parts of 
the country more accessible to those jewelers who are 
not located conveniently to New York. 

Attendance at the annual conventions held in’ New 

(Please turn to page 92) 














Jewelry Sales 15 Per Cent Higher in 1937 — U. S. Commerce Department 





In a preliminary estimate of 1937 retail 
volume, the Market Data Section, U. S. 
Department of Commerce, last month 
reported jewelry store sales (not includ- 
ing jewelry departments of department 
stores or repair shops) of $324,000,000 as 
compared to $282,000,000 for 1936. 

The percentage increase of 15.0 for 
1937 over 1936 was by far the highest 
among the 14 classifications of retail busi- 
nesses for which estimates were made, 
and compares to such increases as 6 per 
cent for drug stores, 8 per cent for auto- 
mobile sales agencies and 6 per cent for 
department stores. This estimated jew- 
elry sales volume is 60 per cent of the 
1929 level. 

The estimate was based primarily on 
reports received from approximately 500 
identical jewelry stores in 14 states and 
“then adjusted for other information. It 
is considerably higher than the 6 per 
cent median gain for the year reported 
as part of this journal’s smaller survey 
last month. 

December jewelry sales of 709 retail 
jewelers in 25 states declined 4.4 per cent 
from December, 1936, but soared 197.3 
per cent over November, 1937. Three 
hundred and thirty-one of the stores had 








Retail Jewelry Sales Map for January 1, 1938 
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COMPARISON WITH DECEMBER, 1936, is shown in J. C.-K.’s retail jewelry sales map. 

Operations of reporting firms in Nevada, New Mexico, Utah and Wyoming, while not 

shown in the map because of insufficient data, are included in the Mountain regional 
total in the tabulation below. 





a better December business than a year 


ago. In four of the states, Iowa, Okla- 


homa, Texas and Arizona, jewelry sales 
exceeded December, 1936. 





DECEMBER RETAIL JEWELRY SALES TABULATED BY REGIONS AND STATES 








Number of Fir ms Showing Change in Sales 
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Number Percentage Change 3 g £5 8 8 “25 
of Firms From From Thousands of Dollars 2 . Pas) c 4 Pi) 
Report- Dec., Nov., Dec., Dec., Nov., 8 3 Se 5 8 Se 
States or Regions ing 1936 1937 1937 1936 1937 = Q Qe om Q me 
East North Central....... 251 8.5 +195.0 2287.2 2500.8 775.3 107 140 4 240 11 t 
ee es 78 7.1 +186.9 677.0 729.0 236.0 36 40 2 75 3 0 
EE. Gk wah Sisco sice 37 4.7 +208.7 365.8 383.9 118.5 16 19 2 35 2 0 
eee 82 10.2 +201.3 $47.8 1055.9 315.6 34 48 0 719 3 0 
en 54 -10.7 +181.9 296.6 332.0 105.2 21 33 0 51 3 0 
West North Central...... 126 3.4 +175.9 949.2 982.3 344.0 58 66 2 121 4 1 
sadn seer cessues 39 + 8.0 +218.5 135.7 125.6 42.6 27 12 0 35 4 0 
Ee oe ee 34 5.9 + 150.6 142.1 151.0 56.7 10 24 0 33 0 1 
SD 5-5 cbr warennaae « 35 5.2 +178.8 622.2 656.0 223.2 13 21 1 35 0 0 
CER: 5 ish nin kde adh ies 18 - 1.0 + 128.8 49.2 49.7 21.5 8 9 1 18 0 0 
South Eastern ........... 42 3.1 +203.3 456.1 470.9 150.4 16 24 2 39 3 0 
EE as iw 50eS aes 17 4.9 +184.3 127.1 133.7 44.7 5 11 1 16 1 0 
South Carolina ........ 13 4.6 +223.4 107.7 112.9 33.3 5 7 1 13 0 0 
ee 12 1.3 +205.7 221.3 224.3 72.4 6 6 0 10 2 0 
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eee 63 — 0.4 +217.7 480.3 482.0 151.2 21 39 3 63 0 0 
eee ee 6 +12.3 + 287.5 124.4 110.8 32.1 3 3 0 6 0 0 
See 23 82 +179.5 125.2 136.4 44.8 5 17 1 23 i) 0 
en err 9 11.7 +194.7 38.6 43.7 13.1 1 7 1 9 0 0 
PD. © 8 Sues ccwcseede 8 14.9 +213.2 47.3 55.6 15.1 2 6 0 8 0 0 
ree ae 149 3.4 +194.5 1694.5 1754.2 575.4 71 71 2 4 144 
Se eee 99 2.9 + 201.1 1165.2 1200.1 387.0 53 44 2 94 1 
OS errs 18 - 4.9 +189.0 194.2 210.9 67.2 3 14 1 18 0 0 
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_.... eae 709 — 44 +197.3 6683.0 6988.2 2248.0 331 359 19 680 25 { 
Bay State Horologists Plan Show Fagan, A. E. Macuen, Milton Steinert, Irving Sacks Wins Court Appeal in 


of Timepieces for U.H.A.; 
Elect Officers 


Boston—Officers of the Horological As- 
sociation of Massachusetts for 1938 were 
installed Jan. 12, as follows: William H. 
Bright, president; William H. Kenyon, 
vice-president; Louis Schwartz, treasurer; 
William P. Fillebrown, secretary; John 
K. S. Mills, trustee for three years; C. R. 
Peacock, trustee two years; Thomas J. 





H. S. Carlstrom, A. F. Fraser, John Koski, 
Harry Goff, L. F. Marcou and Wilfred 
Breau, executive committee. 

Plans are being made for an extensive 
exhibit of timepieces of various types, 
both old and new, at the national con- 
vention of the United Horological Asso- 
ciation to be held in Boston, May 16, 17 
and 18. Included will be numerous col- 
lections of watches from Europe and the 
British Isles, as well as America. 
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Garnishee Racket Case 


Irving Sacks, operating the Metropoli- 
tan Credit Co., Inc., 100 W. 42nd St., 
New York, recently won an appeal from 
a conviction on charges of violation of 
the state banking laws, conspiracy to 
violate the state banking laws, and usury, 
in connection with investigation of the 
garnishee rackets in New York conducted 
some months ago. 
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FOR THE GREATEST 
NEW YORK GIFT SHOW 
In HISTORY! 


An all star cast for the greatest New York Gift Show ever presented! A show- 


man might describe it as Super-Colossal with Stupendous Added Attractions. 


But, as men of business, we merely call to your attention three facts which 
make this New York Gift Show the most important yet. First: Another Floor of 
Exhibits—four great floors at the Hotel Pennsylvania to give ample exhibit 
room to all the displays. Second: Four Extra Days—nine full business days for 
your greater convenience—no rush and hurry, no crowding. Third: The Finest, 
Most Stimulating Merchandise Ever Shown. Come and see these star lines— 


February 21st to March 2nd (closed Sunday)—at the Hotel Pennsylvania. 
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HOTEL PENNSYLUANIA- FEB. 21°° TO MARCH 2"° 


GEORGE F. LITTLE MANAGEMENT - 220 FIFTH AVENUE - NEW YORK, N. Y. 
SPONSORED BY THE NATIONAL GIFT AND ART ASSOCIATION, INCORPORATED 
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FIRST AID for 


Objects in Nearly Every Substance 
New York Gift Show 








The semi-annual New York Gift Show 
will be held at the Hotel Pennsylvania, 
New York, Feb. 21 to March 2. It is ex. 
el ee pected that this year’s show will be the 

largest one yet held and the fact that addi- 
tional space will be occupied by exhibitors 
promises an excellent opportunity for visit- 
ing buyers to examine many lines of the 
latest. products. 

Just a few items displayed at the show 
where thousands and thousands of out- 
standing articles will be shown by the lead- 
ing manufacturers and importers of the 
world are pictured herewith. 

Although the exhibits, taken collectively, 
will be very colorful, there will be for the 





1. This hand-forged Everlast aluminum bowl with 

graceful lily-pad design has a generous capacity and 

is both practical and attractive. Shown by Janis- 
Tarter, Greeman & Najeeb, Inc. 


2. Waterford type cut crystal table lamp, with white 

candle set in finely cut crystal bobeche and hand- 

sewn drum shade made of silver lame. It is 21 inches 
overall. Shown by Mollie Boynton, Inc. 


3. “Time Secretary” combines a calendar pad divided 

by hours of the business day with a New Haven clock 

to keep appointments straight. Made and shown by 
Park-Sherman Co. 


4. The musician plays softy, the court lady and the 

angel candlestick listen. The highest of these im- 

ported’ Persian pottery pieces is 912 inches tall. 
Shown by Mottahedah & Sons. 





5. A new design in Armour hand-forged aluminum is 
this canape tray with “Classic” decoration. It is 334 
by 634 inches in size. Shown by A. Stanley Brussel. 
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IFT BUYERS 


Used by Man to be Displayed at 
Feb. 21 - March 2 


most part a marked absence of anything 
liketawdriness. Gorgeous Oriental draperies 
and embroideries, endless vistas of colored 
lamps and lamp shades, pictures, exquisite 
leather, pottery and glassware in profusion, 
hand forged aluminum, desk trays, silver- 
ware and pewter, all of which give a more 
artistic effect than formerly. 

Owing to the rapidly increasing number 
who desire space, the management found it 
necessary to take an additional floor and in- 
stead of occupying three floors as hereto- 
fore, the spring show will be larger than 
ever, taking up four entire floors. Natural- 
ly there will be a wider variety of merchan- 
dise on display; many new lines will be 
shown for the first time. 











6. New porcelains imported from the Far East are 
amusingly conceived, colorful and original. Shown by 
A. L. Tuska Son & Co. 


7. Six-piece table setting to hold fresh or artificial 

flowers and four candles. The units can be arranged 

in 12 different settings, one of which is pictured. 
Shown by Ebeling & Reuss, Inc. 


8. Fine silver-plated candlesticks on copper, by a 

well-known English manufacturer, which will ap- 

peal to discriminating home-furnishers. Shown by 
N. Bloom & Son, Ltd. 


9. Waterford hand-cut crystal bowls. The oval shape 

comes in 32, 6, 8, 10 and 12 inch lengths, while the 

round bowls are 8 inches in diameter. Shown by 
W. E. Lindemann. 


10. This table lamp innovation, 20 inches high, is 

equipped with a light for illuminating the base. It 

comes in crystal, green, amber and blue with 14-inch 
silk washable shade. Shown by M. Paul & Co. 


10. 
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: Calendar of Events 


“4 iS FINE ENGLISH DINNERWARE _ FEBRUARY | 
=o tg FOR ALMOST TWO CENTURIES Boston Jewelers Club annual dinner, Copley Plag, 
. Boston, Feb. 5. 

New York Horological Society annual dinner, Hotel 
McAlpin, Feb. 12. 

New York Jewelers Benevolent Association banquet, 
Central Plaza, Feb. 13. 

ANRJA Mid-year convention, Hotel Nicollet, Minne. 
apolis, Minn., Feb. 14-16. 

New England Manufacturing Jewelers and Silver. 
smiths banquet, Providence-Biltmore, Providence, R. I, 
Feb. 19. 

Maiden Lane Outing Club beefsteak dinner, Park 
Central Hotel, New York, Feb. 24. 

New York Gift Show, Hotel Pennsylvania, Feb, 2). 
March 2. 

MARCH 

Boston Gift Show, Hotel Statler, March 7-11. 

Ohio Watchmakers Association, Cleveland, 0,, 
March 13. 

Philadelphia Gift Show, Benj. Franklin Hotel, 
March 21-25. 

Associated Credit Jewelers of N. Y. and N. J. ban- 
quet, Hotel Astor, March 27. 
authentic period designs of Spode. APRIL 


Spode — Gloucester 


Your customers will appreciate the 


Nebraska R. J. A. convention, Lincoln Hotel, Lin- 
coln, April 3, 4. 

Greater New York R. J. A. Executive Board ban- 
quet, Hotel Astor, April 3. 
EVERY SPODE PATTERN IS ALWAYS AVAILABLI Texas R. J. A. convention, San Antonio, April 21-23, 


MAY 


Wisconsin R. J. A. convention (city to be named 


“BR ENILUM” later), May 2, 3 and 4. 
U United Horological Association convention, Boston, 


Mass., May 16-18. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 











Jewelry Crafts Association and Employes 
Negotiate for New Contract 


Metropolitan New York makers of platinum diamond 
jewelry and diamond setters alike were somewhat per- 
turbed late in January when they failed to reach an 
agreement on renewal of contracts between the Jewelry 
Crafts Association and Local No. 1, International 
Jewelry Workers Union, but both parties were hopeful 
of settlement at any early date. 

Negotiations have continued every several days since 
Dec. 2. Henry L. Sperling, secretary to the Crafts, on 
Jan. 26 doubted that contracts could be signed by Feb. 1 
but expressed hope that there would be meeting of the 
minds on the matter before that date so that “the mutual 
benefits of past contracts will not be lost by any unto- 
ward action.” 





Highly polished hand hammered alu- The matter was complicated somewhat by differences 
minum table and service accessories. which developed between Local No. 1, which includes 
By Frederick Buehner. “inside” diamond setters in its membership, and the Dia- 


mond Setters Association, which boast a membership of 


Ulustrated Catalog 213 “outside-setting” shops. When an open forum was 














called for both elements of the setting industry by the 

MARTIN S. BRESLAUER CO. Diamond Setters Association, for Jan. 20, at the Center 

SUITE 800 Hotel, 108 W. 43rd St., it was boycotted by the Jewelry 

225 FIFTH AVENUE NEW YORK CITY Workers Union on the grounds that it had not been 
consulted. 
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Functional Modernism a Dominant Note 
at Pittsburgh Glass, Pottery Show 


By Edward H. Sykes 


HE 58th annual exhibit of the Associated Glass and 

Pottery Manufacturers was held at the William Penn 
Hotel, Pittsburgh, Pa., Jan. 10 to 18, with approximately 
1200 buyers in attendance. More than 100 pottery and 
glass firms participated. Despite the recession comment 
elsewhere, retail stores are not cutting down on orders, 
and buyers and manufacturers alike were enthusiastic, 
buvers because the variety of new shapes and color effects, 
and manufacturers because of the large number of orders 
placed. 

Bright, solid colors and Mexican patterns predom- 
inated in pottery, while cut crystal ware, still exhibiting a 
trend toward elegance, has broken further away from the 
traditional, both in shape and motif. Function traverses 
every range, from kitchenware designed for easy stacking 
and multiple uses, and pottery delicately constructed, 
yet shaped to withstand shock, while providing maximum 
usable surface, to glassware balanced and weighted for 
sure footing, and molded for easy, natural handling. 

In pottery, the Edwin M. Knowles China Co., of 
Newell, W. Va., offered “Deanna,” a new shape with 
more than 35 decorations. A feature of this shape is the 
graceful, sloping line of the plates created by the elim- 
ination of the verge line, also the concentric ridge lines 
on plate rims, and on feet and handles of other pieces. 


The Paden City Pottery Co., Paden City, W. Va., 
offered ‘“‘Shellcrest,” a graceful, modern shape in which 
shell-like flutings lend an ellipse shape to the plates, 
while providing convenient handles for the modern nar- 
row rims. The same motif gives attractive footing for 
the hollow ware pieces. “Shellcrest” is shown with Mex- 
ican Decals and in solid “Caliente” colors featuring a 
new turquoise glaze. 

Frederick H. Rhead, designer for the Homer-Laughlin 
China Co., Newell, W. Va., offered a new, simple 
streamline shape, “Swing.” His decorations range from 
simple line to extremely elaborate decals in both classic 
and ultra modern styles. A striking feature destined to 
become a trend in other ware is the colored handle, shown 
also in gold and silver on thin egg-shell ware. Mr. 
Rhead will be remembered for his “Fiesta” pattern two 
years ago, which was undoubtedly one of the most pop- 
ular introduced up to this time. 

Viktor Schreckengost, designer for Limoges China Co. 
and the Sebring Pottery Co., both of Sebring, Ohio, 
brought out a unique kitchenware design, “Jiffy Ware,” 
and a new dinnerware shape, ‘““Trojan,’”’ on Umbre Tone 
body with peasant flower decorations. 

S. H. Slobodkin of Cavitt-Shaw Potters, subsidiary 
of the W. S. George Co., East Palestine, Ohio, has 
achieved a masterpiece in the expression of our indigenous 
culture through the medium of native dinnerware. His 
“Ranchero” shape, functional in construction, is an inter- 
pretation of American Indian basket shapes, and his pat- 








GAZING 
GLOBE J 


VASES! 
MIRRORED GLASS IN 


BLUE 
SILVER | 
GoLp! 


Reflecting the beauty of the flowers they 
hold, they add brilliance to any setting. 
Positively the most outstanding development 
in flower vases for years. Excellent for either 
artificial or fresh flowers. Note how beauti- 
fully this type of vase lends itself to artistic 
flower arrangement. NEW! SMART! 
DISTINCTIVE! 


six sizes / 


4” diam. Packed 6 silver, 4 blue, 2 gold 
5” diam. Packed 6 silver, 4 blue, 2 gold 
6” diam. Packed 4 blue and 2 gold or 


7” diam. Packed, 1/6 dz. of any color 
8” diam. Packed, 1/6 dz. of any color 











6 liver EBELING & REUSS, 


ORDER NOW! AVE. 


INC. 
10” diam. Packed, 1/6 dz. of any color NEW YORK MAIN OFFICE CHICAGO 
Prices on request 225 5TH 707 CHESTNUT ST. 1557 


-MERCHANDISE 
MART 


PHILADELPHIA 
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ARTHUR ARMOUR 
ALUMINUM 


THE ARISTOCRAT OF THE METAL LINES 


Retail jewelers 
everywhere will be 
delighted with the 
many new numbers 


in this line. 





No. 680—13''x!3"" All Purpose Bowl 


Complete Displays at the 
Chicago—New York—Boston and 
Philadelphia Gift Shows 


And at our Permanent Showrooms 


225 FIFTH AVENUE 


A. STANLEY BRUSSEL 














Large Tea Tray in Toile design $9.25 each 
Large Jewel Box with Nailhead or Toile Design 
$4.75 each 


Other designs available. 
Wide selection of colors. 
Prices net wholesale. 


H. S. BAILEY 
230 FIFTH AVE. NEW YORK CITY 


At Hotel Pennsylvania Gift Show: 
’ ROOMS 469 and 471 
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terns include both modern expressions of Indian design, 
as in the “Wampum” group, and Indianized illustrations 
of American colonial motives, as his “Indian Corn,” and 
“Short Cake.” His most remarkable contribution to pat- 
tern design is the effect of third dimension which gives 
his pieces exceptional depth and plasticity. 

In glassware, the Cambridge Glass Co., Cambridge, 
Ohio, offers a number of new cuttings on two new basic 
shapes, ‘‘Pristine” and “Round.” Outstanding is “Ches- 
terfield,’ a stunning thumb-print design surrounded by 
broad sweeps of mitre cutting, and exhibited on a com- 
bination of the two shapes. Another beautiful display is 
a complete line of excellent reproductions of Early Irish 
Waterford. 

An interesting novelty gift item exhibited in the cur- 
rent show is “Perma Kandle,” the invention of Milton 
Schreyer of Domestic Industries Co., New York. Re- 
tailing at moderate prices, these are glass decorative can- 
dles in a variety of colors, so constructed that, provided 
with wicks soaked in a special fluid, they burn for long 
periods with an intensely realistic effect. 

The company which has produced the greatest number 
of original and striking designs for this year’s show is 
unquestionably the United States Glass Co., of Pitts- 
burgh. Even their special catalog, “How to Give 
Glamour To Your Table,” by Lynn Leslie, has insufi- 
cient space to show the new styles completely. Among 
its striking modern cuttings for formal table settings is 
the popular “Tiffin Spectra” in a complete dinner service. 

Another outstanding item in the U. S. Glass exhibit 
was Tiffin Guild Gossamer Ware, designed by Alexander 
Kostellow, of Pittsburgh. Each piece in this line is blown 
and shaped entirely by hand by the Belgium craftsman, 
Hendryx. Now over 70, Hendryx has been trained in 
glass blowing from the age of eight, and no living blower 
can -reproduce his gossamer ware, which requires six sep- 
arate operations before its intricate lace work of cracks 
and bubbles is achieved. Each piece is signed by the maker 
and bears a serial number. 

A matter of great interest to finer giftware and deco- 
rating departments is this year’s presentation of the Re- 
tail Products Department of the Pittsburgh Plate Glass 
Co. The present exhibit includes etched plate screens, 
unusually designed lazy susans, centerpieces, bookends 
in colored opaque plate, coffee, cocktail and side tables 
in clear, etched and black combinations, wall planks, 
candlesticks, console sets, and plateaux. 


What About Your Glassware? 


EWELERS today are missing big opportunities if they 
do not merchandise more frequently toward gift sales, 
believe important glassware manufacturers who have 
studied this question closely. Jewelers do not realize how 
much glassware is sold as gifts. 

One large glass company has made a study of this 
question and in one of its surveys in china and glassware 
departments of department stores found that 75 per cent 
of the sales of fancy pieces in glass were for gifts and 
from 30 to 40 per cent of the sales of stemware were 
intended for the same purpose. 

Some glassware manufacturers today have instructed 
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their salesmen not to neglect calling on the retail jeweler 
in the towns they visit because they have found the 
jeweler selling quality glassware and regular customers 
that order not in large quantities but constantly from 
month to month, which means a regular flow of business 
from time to time. Of course, glassware makers prefer 
to do business with the china and glassware buyer in a 
department store because they do a consistent, quantity 
business on the numbers they select. 

Despite all these handicaps of the jewelers their gift 
departments have forged ahead because a gift department 
in a jewelry store appeals specifically to the gift cus- 


tomer. They are merchandised directly toward these | 
needs. If china and glass departments with a fairly wide | 


variety of their own items which make good gifts were 
to promote more vigorously along gift lines, they would 
get a much larger share of this business to which they 
are entitled. 

With the repeal of prohibition, colored stemware 
started on a long decline. Of course, color can still 
be used appropriately for certain services, and is, but 
crystal clear stemware has come into its own on dinner 


tables from Park Avenue to Wilshire Boulevard for | 


wines and liqueurs. It has been given us to understand 
by such notables as Julian Street, Emily Post and others 
that the return of wines commands clear stemware to 
permit the connoisseur freedom to observe the color, 
clarity and sparkle of the chosen beverage. And, while 
color invades every other department of table setting— 
stemware and plates should be clear. 

This being so and the modern trend being what it is 
some brand new services to meet the mood and mode are 
now being seen. Tall and graceful as to form, the glass 
itself upholds the traditional craftsmanship of the origi- 
nal Tiffin and adds a new note in design. 

The rays of the spectrum used in odd formation are 
the inspiration for this design, and this service (which 
is complete in every detail, by the way) is aristocratically 
beautiful and most modest as to price. 


Italian Fibre Composition 
By Marjorie M. May 


— are a great many people who should like to 
possess true works of art but who cannot afford them. 
Statuary, for instance, is prohibitive in price to all but a 
very few. Artists, for years, have been experimenting 
with composition in an effort to find a cheaper medium 
than marble or bronze. Today reproductions of such 
artists as Donstello are available to the buying public at 
a very small cost. 

A logical, and often heard question is “just what is 
composition?” Actually it is white clay mixed with a 
substance known only as Italian fibre which is a very 
fine wood pulp, found only in Italy and shipped to this 
country in huge bales. This material added to the clay 
makes the final product very durable. 

The mixture of white clay and Italian fibre is poured 
into molds from which emerge the unfinished shapes. 
The finish most commonly is a soft antique ivory, often 
embellished with 14-k gold. 
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The MEN . . . America’s outstanding 


designers in metal, enamel, brilliants and 
cloisonne. Creating, testing, improving— 
inspired to produce Compacts worthy of 





The GIRL. . ‘ Your - Customer! 


Our inspiration, our jury and our judge! 
She endorses and BUYS 





/ The PRODUCT . | | America’s 
smartest! In a variety of exquisite designs, 
sizes, colors and contents . . . all perfect 
in workmanship! 













That’s why BUYERS “in the know™ 
feature “Compacts by ZELL” that SELL! 











Fitted with loose-powder compart- 
ment and puff, cheek-rouge and 
puff, lip rouge, eye shadow, eyebrow 
pencil, mascara and brush . . and 
a large, clear beveled mirror. 
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Minneapolis Awaits ANRJA 
(From page 83) 


York in late years has proven beyond doubt that Man- 
hattan will draw greater throngs than any other city. 

‘The success of the Milwaukee convention will insure 
mid-year conventions later on in other cities such as At- 
lanta, Salt Lake City, Kansas City, St. Louis, Seattle, 
San Francisco, and Los Angeles,” said Secretary Evans. 
“By these gatherings we want to give every element of 
our membership a chance to meet its officers; learn at 
first hand of the association’s activities; discuss matters 
pertinent to the trade, and hear addresses by eminently 
qualified speakers on subjects which will show the trend 
in development of the jewelry trade and the nation’s 
commerce.” 

The three days of the conclave will be replete with 
social activities, supplementing the more serious aspects 
of the convention. The program will be climaxed with 
a banquet Tuesday evening. H. J. Miller. president of 
the Minneapolis Civic and Commerce Association, will 
be the speaker, having as his subject. ‘““The Platform of 
the American Conference of Industry.” 

Winter sports, for which this region is famous, will 
attract some conventioneers to the invigorating outdoors, 
and attendance at a professional hockey game will be one 
of the entertainment highspots. 

The Gophers, traveling jewelers social organization, 
has planned an entertainment and buffet supper for Tues- 
day noon. Trips are scheduled to the Minneapolis 
Art Institute and to the noted Washburn-Crosby flour 
mill. The women will be entertained at a bridge and 
keno party, Tuesday afternoon. Prizes for this will be 
furnished by the retail and wholesale jewelers of the 
Twin Cities. 

June Hamilton Rhodes, stylist for the Jewelers Pub- 
licity Committee, will stage one of the jewelry style 
shows which have received such wide acclaim wherever 
they have been held. President William D. McNeil, 
who heads the publicity committee, will outline the cam- 
paign for the year at this event Monday night. 

There will be no formal business sessions, although 
matters of current interest will be discussed in forums. 
These sessions will probably be conducted by Henry F. 
Stecher, Central region vice-president, and William G. 
Drosten, Northwestern regional vice-president. 

This convention is intended primarily for the jewelers 
in these two regions, which comprise Illinois, Indiana, 
Iowa, Michigan, Minnesota, Ohio, Wisconsin, North 
Dakota, South Dakota, Nebraska, Kansas and Missouri. 

One of the most promising of the addresses on the 
program is that to be made by Richard N. Heath, vice- 
president of Leo Burnett Co., Inc., Chicago, IIl., adver- 
tising counsels. Mr. Heath will have as his subject “A 
New Yardstick for Jewelry Store Advertising.” 

In preparation for this address Mr. Heath is conduct- 
ing considerable research work among the customers of 
46 representative retail jewelers whose names were fur- 
nished by A.N.R.J.A. with the idea in mind of ascer- 
taining just what has influenced purchasing on the part 
of the consumer. 

Another phase of the question of advertising will be 
discussed by Harvey Kruse, of Addison, Lewis & Asso- 


ciates, Minneapolis, advertising agents, who will have 








as his subject “Cooperative Advertising.” He will alsy 
talk on other phases of store promotional work. Mr. 
Kruse directs the advertising of S. H. Clausin of Min. 
neapolis, and has a close tie-up with the jewelry business, 

Roscoe R. Rau, executive vice-president and secretary 
of the National Retail Furniture Association, Chicago, 
will discuss “Wholesale Retailing” from the viewpoint 
of the furniture dealer, who suffers from this trade eyil 
to the same degree if not more than the jeweler. 

Thomas Burke, chief of the Specialties division of the 
Bureau of Foreign and Domestic Commerce, Depart. 
ment of Commerce, Washington, will tell how the de- 
partment can assist the retail jeweler. 

Paul W. Monohon, who is probably as well known 
and well liked as any man contacting retail jewelers, will 
conduct a clinic each day on the general subject of sales- 
manship. Mr. Monohon, who has been very closely 
acquainted with the problems of silver-selling through 
his connection with The Watson Co., is now taking on 
a new phase of jewelry merchandising as an executive 
of Krementz & Co., Newark, N. J. 

In connection with Mr. Monohon’s talks there will 
be special topics. On Monday, Henry Snyder, of White 
& McNaught, Minneapolis retailers, will talk on “Store 
Program of Sales Events for the Year.” The discussion 
on the special topic, ‘““A Good Store-keeper,” Tuesday 
afternoon, will be by Oscar C. Homann, president of 
C. B. Brown Co., Omaha, Neb. The special topic, 
Wednesday afternoon, will be “Getting Publicity for 
Your Store,” led by Myron Everts, Dallas, Tex., vice- 


president of the southwestern region. 


Kenneth N. Whatmore, general advertising manager 
of the International Silver Co., whose articles on the 
subject of display, recently published by THE JEWELERS’ 
CircULAR-KEYSTONE, evoked favorable comment, has 
been engaged to conduct a clinic each day on “Window 
Display.” 

“Commercial Crime and How to Fight It,” will be 
the subject of Louis Goldman, of the firm of Goldman, 
Allshouse & Healy, of Chcago, III. 

Guy E. Juchem, of the Jewelers Reconstruction Cor- 
poration, Chicago, will discuss accounting. 

The convention sessions will cpen Monday, at 10 a. m., 
with an address of welcome by Mayor George E. Leach. 
The welcome on behalf of the manufacturers and whole- 
salers of Minneapolis will be made by Guy Ennis, pres- 
ident of Barth Co., Inc., Minneapolis, Minn. Harold 
G. Kohen, president of Minnesota R.J.A., will give the 
retailers’ welcome, response to which will be made by 
Myron Everts, Dallas, Tex., southwestern region vice- 
president. President McNeil and Secretary Evans will 
both. speak. 

A. W. Anderson, Neenah, Wis., A.N.R.J.A. treasurer, 
will talk on the subject of insurance. “The Work of the 
Jewelers Vigilance Committee,” will be the topic of 
Wilson A. Streeter, Philadelphia, Pa., northeastern re- 
gional vice-president. Leslie E. Dewey, president of the 
Minnesota-Western Wisconsin Guild of the American 
Gem Society, will speak on “Gems and Gemology.” 

Tinley L. Combs, past president, and chairman of the 
A.N.R.J.A. Committee on Installment Selling, will have 
that subject for a talk. “State Legislation’ will be the 
subject of Arthur H. Dibbern, Glendale, Cal., vice-presi- 

(Please turn to page 123) 
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Additions to the most popular ELGIN 
series—priced and styled to start you 
toward ’38 sales leadership now! 


@ These new models have been added to the 
ELGIN line after study of the watch-buying 
trend exhibited at Christmas. They are watches 
in the price classes, and with the styling ad- 
vances, that your customers want. They give 
you seven outstanding watches to open up 


=F New ELGIN made, 


1938 sales volume during the pre-spring season. 
Each of the new models for men will run 45 


hours on a single winding. Models for both 
men and women have completely interchange- 
able parts. All are star-timed ... created by 
the world’s best-equipped craftsmen working 
in partnership with watchmaking scientists. 


Let your wholesaler have your order for 
these timely new ELGIN sales leaders today! 















2971—LADY ELGIN. 2973—SEMI1-BA- 
19 jewels. 14K natural GUETTE. 17 jewels. 
gold filled. Silk cord. Natural gold filled. Silk 

$47.50 cord. $37.50 






2869—LORD ELGI 
21 jewels. 8/0 size. 14K 
natural gold filled. $50.00 











2877—CRUSADER 

STREAMLINE. 8/0 

size. 17 jewels. Natural 
gold - $37.50 


2871—CRUSADER. 17 
jewels. 8/0 size. Natural 


gold filled. $37.50 











2867—CRUSADER. 17 
jewels. 8/0 size. Natural 


gold filled. $37.50 


-ELGIN - 


SINCE 1865 THE CHOICE OF 
DISTINGUISHED AMERICAN FAMILIES 











2865—CRUSADER 
STREAMLINE. 
8/0 size. 17 jewels. 
Natural filled. 

$35.00 
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Limitation of Sterling Flatware Is Explored 


_ By Manufacturers’ Executives and Retailers 


Conference Refers 
Problems to Joint 
Committee of Six 


One of the most crucial meetings of 
recent years from the basic viewpoint of 
both the retail jewelry trade and the 
silver industry was held Jan. 15, at the 
Waldorf-Astoria Hotel, New York, when 
the: principals of. practically every major 
American sterling flatware manufactur- 
ing ‘concern took counsel with a group 
of leading ‘retail jewelers of the country, 
under the auspices of the ANRJA Silver 
Committee, for a full, free. discussion of 
the perplexing ‘problems involved in 
limitation of sterling flatware patterns. 

After every conceivable approach to 
this question had been examined it was 
agreed to refer the problem, with its 








oS 





many ramifications, to a joint committee 
of manufacturers and retailers for fur- 
ther intensive study. 

The manufacturers appointed a com- 
mittee composed of W. A. Kinsman, 
president and general manager of Towle 
Mfg. Co., Inc.; Craig D. Munson, vice- 
president and general sales manager of 
International Silver Co., and Denham 
Lunt, vice-president of Rogers, Lunt & 
Bowlen Co., and Gen. John W.- Murphy, 
general manager of the Watson Co., to 
meet in the immediate future with the 
executive committee of the ANRJA silver 
committee, which is composed of W. G. 
Thurber, secretary-treasurer of Tilden- 
Thurber Corp., Providence, R. I., chair- 
man; Wilson A. Streeter, president of 
Bailey, Banks & Biddle Co., Philadelphia, 
and William D. McNeil, president of 
ANRJA. 

Chairman Thurber, sounding the key- 
note of the meeting, said: 





Radio Stars “In Person” at Dinner for Bulova President 





Sales Staff Fills Jade Room at 


The entire Philip Morris radio pro- 
gram with an 18-man orchestra provided 
swing and song at a testimonial dinner 
in honor of President John H. Ballard 
given by the sales organization of the 
Bulova Watch Co., Jan. 19, at the Wal- 
dorf-Astoria Hotel, New York. The pro- 
gram went on the ether over WNEW. 

Mr. Ballard, addressing the 150 mem- 
bers of the sales staff who had come 
from the four corners of the United 
States and Canada for the annual sales 
conference, announced “Bulova sales for 
1937 were 60 per cent ahead of 1936, 
ae had been the biggest year we ever 

ad. 

Others who spoke were Ray F. War- 
ren, advertising manager, who revealed 
that the current year’s advertising ap- 





W aldorf 


propriation had been increased 50 per 
cent over the 1937 figure, and that 581 
Bulova radio announcements would be 
made every day over 140 of the largest 
stations of the United States and Canada; 
Arde Bulova, chairman of the board; Ira 
Guilden, vice-president; Hugo Bulowa, 
and Milton Biow, head of the Biow Ad- 
vertising Agency. There were also 
guests from the Providence, R. I., and 
Woodside, N. Y., plants. Samuel P. Ep- 
stein, sales manager,’ served as toast- 
master. 

During the sales conference which 
lasted the full week of Jan. 17, it was 
announced that national trade-in sales 
from mid-February to early March will 
be stressed in all advertising and that 
many retailer helps in this connection will 
be supplied. 
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“This meeting is called as a result of 
a long existing and growing dissatisfac- | 
tion on the part of retailers and manv- 
facturers in regard to the continuing 
number of new sterling flatware patterns, 
The committee has over the past few 
months contacted, by personal visits and 
correspondence, every manufacturer of 
sterling flatware, receiving fine coopera- 
tion, and each of these manufacturers has 
been invited to. the meeting today. 

“The committee also contacted 160 re- 
tailers of sterling all over the country, 
both large and small, and received 118 
replies. Of these letters 114 were highly 
enthusiastic for some strict limitation and 
the other four considered the matter in 
the light of an economic subject that 
should eventually correct itself, but which 
result has not developed. 

“In THE JEWELERS’ CIRCULAR-KEYSTONE 
Sterling Flatware Index, revised in 1937, 
this committee finds 1300 listed as obsolete, 
inactive and active. Of these 346 are 
marked as active; 561 as inactive but 
not obsolete, making 907 patterns avail- 
able today; and in the opinion of the 
committee not over 35 or 40 at the pres- 
ent time can be credited as being really 
successful and profitable. The average 
important retailer of sterling silver re- 
ports that the bulk of his business is done 
on about five or six patterns.” 

Representatives of the manufacturing 
interests in attendance were: Gardner M. 
Corbin, vice-president, Concord Silver- 
smiths Corp., Concord, Mass.; E. C. 
Mayo, president and general manager, 
Henry J. Fuller, chairman of the board, 
and W. F. McChesney, vice-president 
and sales manager of Gorham Mfg. Co., 
Inc., Providence, R. I.; Cleveland A. 
Dunn, vice-president and treasurer, Graff, 
Washbourne & Dunn, Inc., New York 
City; G. H. Niemeyer, president, Handy 
& Harman, Inc., New York; E. C. Stevens, 
president, Craig D. Munson, vice-presi- 
dent and general sales manager, and 
Leslie H. Stoner, director of sales, In- 
ternational Silver Co., Meriden, Conn.; 
M. L. Millspaugh, vice-president, Samuel 
Kirk & Son, Inc., Baltimore, Md.; Sinclair 
Weeks, president, and Col. Arthur A. 
Ashworth, vice-president and _ general 
manager, Reed & Barton Corp., Taun- 
ton, Mass.; Denham Lunt and George H. 
Davis, vice-presidents, Rogers, Lunt & 
Bowlen Co., Inc., Greenfield, Mass.; 
Alexander Vincent, New York, secretary 
of the Sterling Silversmiths Guild; W. A. 
Kinsman, president and general manager, 
and John A. O’Connell, director of ad- 


(Please turn to page 122) 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for February, 1938 















; 
" 


bul 














Wisconsin Board of Examiners 
Asked to Send Representative 
To May Meeting of Institute 


The Horological Institute of America 
should do everything possible, through 
advice and cooperation, to encourage and 
support the watchmakers’ licensing move- 
ment, in which Wisconsin has pioneered, 
President Harrison F. Babcock and Frank 
D. Urie, member of the executive com- 
mittee, reported last month to the entire 
H.I.A. executive committee, following 
their conference with the Wisconsin 
Board of Examiners in Watchmaking at 
Madison, Wis., Nov. 18, last. 

Not only was it recommended that the 
Institute should cooperate and assist in 
establishing examinations for watchmak- 
ers in states where watchmakers’ regis- 
tration and licensing laws may become 
effective, but efforts were advised to 
establish throughout the country uniform 
standards. 

President Babcock and Mr. Urie in- 
vited the Wisconsin Board, which was 
appointed by Gov. LaFollette, May 15, 
last, to send a representative to the annual 
H.1.A. meeting in Washington next May, 
for the further discussion of the licensing 
movement. 

(Wisconsin is the only state which up 
to the present registers and regulates its 
watchmakers, but jewelers are crystaliz- 
ing sentiment for similar laws in a dozen 
or so other states, including New York, 
Massachusetts, California, Connecticut, 
Texas, Maine, North Dakota, Iowa, In- 
diana, Tennessee, and Vermont. Of these 
only the New York and Massachusetts 
legislatures have regular sessions this 
year.) 

“There are many intricate problems 
and questions incident to the presenting 
and passing of these laws,” the Babcock- 
Urie report said, “involving a good many 
local issues, consequently, the members 
of the Legislature are interested in what 
their constituents think and not what a 
national organization thinks. To attempt 
to enter into the formation or passage of 
these laws would have an adverse affect 
rather -than a helpful one; however, the 
Institute should not hesitate to express 
an opinion when called upon to do so. 

“We were informed that there were 28 
other laws of similar character in other 
industries introduced into the Wisconsin 
Legislature last year, but the horological 
bill was the only one passed. 

“In the discussion of the examination 
adopted by the Board, it was the unani- 
mous opinion that the examinations set 
up by the Institute are fully adequate for 
the practical application of these laws, 
no major changes being necessary. The 
Wisconsin examination follows quite gen- 
erally that of our Certified Watchmaker 
with the exception of an oral examination 
which has been added for the purpose of 
determining the moral fitness of the ap- 
plicant to practice watchmaking. 

“It is the belief of the Board that these 
examinations should not be too drastic 
at the present time, for it means depriv- 
ing a man of his livelihood and possibly 
driving him out of the state in which the 
law is being enforced. The maximum 
requirements should be left to the future.” 

A section of the Wisconsin law gives 
the examining board discretionary power 
to recognize the licenses of other states 
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Babcock-Urie Report Urges H.1.A. to Encourage Watchmakers’ Licensing 


“provided the standards in such other 
states are at least as high.” B. W. Heald, 
secretary of the Wisconsin board, whom 
the report praised as father of the Wis- 
consin law, stated that such reciprocal 
relations between the states can and 
should be embodied in each law so that 
a uniform standard: may be established 
throughout the country and such recipro- 
cal relationship should be established to 
the H.I.A. certificate. 


Past and Future of 
Jewelry Publicity 
Subject of Meeting 


Operations of the Jewelry Publicity 
Campaign in the United States and Can- 
ada during the last year were reviewed 
at the annual meeting of the Jewelers 
Publicity Committee in New York City, 
Jan. 15, with 21 members in attendance. 

Clippings from magazines and news- 
papers totaled 27,222 for the last nine 
months—an indication of the widespread 
editorial favor that the publicity releases 
received. More important for subtle ef- 
fectiveness was the display of jewelry, 
watches, gems and silverware in the ad- 
vertisements of 41 nationally advertised 
products, such as cigarettes, cosmetics 
and other merchandise. Thus jewelry 
was prominently exhibited in advertising 
space that cost more than $5,000,000, June 
Hamilton Rhodes, who directs the pub- 
licity, reported. 

The committee furnished about 1100 
photographs used by newspapers, maga- 
zines and miscellaneous agencies; pro- 
vided copy for 18 radio editors in nine 
large cities; conducted a broadcast on 
jewelry and a “Fashon Show of the Air”; 
used jewelry in three Movietone fashion 
shorts; staged fashion shows in New 
York, Los Angeles, and Greensboro, N. C., 
and collaborated in the Velvet Ball held 
recently in Washington, D. C.; issued 
two booklets on sterling silver, the second 








of which treating flatware is now ready, 
and published three numbers of “Fortune 
Follows Fashion,” a series planned to aid 
retail subscribers in buying, displaying, 
promoting and advertising better- mer- 
chandise in better ways. 

Charles T. Evans, treasurer, reported 
cash on hand, April 30, 1937, $5,649, and 
receipts from then to Jan. 13, 1938, of 
$18,529, with disbursements of $20,932 
between May 1, 1937, and Jan. 13, 1938, 
leaving a cash balance of $3,246 and 
$3,059 due from subscribers for the fiscal 
year ending April 30, 1938. Subscrip- 
tions coming due in the year starting 
May 1, 1938, amount to $1,678, and others 
coming due in the year starting May 1, 
1939, total $804. 

Supplementing these figures, William 
D. McNeil, chairman, explained that be- 
cause the last annual report was made in 
January, 1937, and because many sub- 
scriptions are made for the. calendar year 
as well as “annually” and for two and 
three years he would report those re- 
ceived during the last calendar year as 
follows: 

$12,737 from 395 retail sources; $14,- 
968 from 260 manufacturing and whole- 
sale sources, and $1,000 from the Cana- 
dian Jewellers Association. 

Included in these figures are group sub- 
scriptions, in addition in many instances 
to individual subscriptions from members, 
by: A.N.R.J.A., Florida, New Hampshire, 
New York State, Oregon and South Car- 
olina retail jewelers associations, Credit 
Jewelers Association of Chicago, Rolled 
Gold Plate Manufacturers, Sterling Sil- 
versmiths Guild of America, Jewelers 
Association: of New York, Maryland- 
Delaware-District of Columbia Jewelers 
Association, Massachusetts-Rhode Island 
Jewelers Association, Milwaukee and 
Reading, Pa., jewelers’ guilds; and re- 
tail jewelers of Florence, S. C. 


“The present average cost per month,” said 
Chairman McNeil, “is about $2,390, which 
necessitates raising the annual sum of at least 
$28,700. Members of the Publicity Committee 
feel strongly that $50,000° should be raised for 
this work this year, as the present set-up would 
be able to produce far greater results if supplied 
with adequate funds.” 





Murray I. Gurfein Heads Dewey’s “Rackets” Bureau 


Though but 30 years old, Murray I.. 


Gurfein, son of Louis Gurfein and 
brother of Sidney Gurfein, of Louis Gur- 
fein & Son, diamond importers, 608 Fifth 
Ave., New York, is a spearhead of the 
vigorous administration promised by 
Thomas E. Dewey, new district attorney 
of New York City. One of Mr. Dewey’s 
chief assistants in the recent special rack- 
ets investigation, Mr. Gurfein has been 
appointed chief gf the Rackets Bureau 
in Mr. Dewey’s office. 

Summers, during his college and. law 
school. days, Mr. Gurfein engaged in the 
diamond business with his father, and be- 
came familiar with the problems of the 
jewelry industry. Fine stones are still 
his hobby. 

At 18 he was graduated from Columbia 
College, where- he was elected to Phi 
Beta Kappa and won the Chanler prize 
in history. He was graduated from Har- 
vard Law School in 1930 with the degree 
of LLB magna cum laude. He was editor 
of the Harvard Law Review for two 
years. 

In 1930 he became legal secretary to 
United States Circuit Judge Julian W. 
Mack, and in 1931: was appointed Assis- 
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MURRAY I. GURFEIN 


tant U. S. Attorney for the Southern Dis- 
trict of New York, in which capacity he 
served until 1933 when: he went into 
private practice. 






















































































Jewelry Industry’s Most Lavish Event Attracts Largest Crowd Since 1929 











Leading lights in the jewelry and associated fields gathered to the number of 750 in the ballroom of the swank Waldorf-Astoria hotel, New 


York, for the 36th annual banquet of the Jewelers’ Twenty-four Karat Club. 


24-Karat Club Banquet Lives 
Up tolts Finest Traditions of 


Fellowship, Entertainment 


The 36th annual banquet of the 
Jewelers’ 24 Karat Club of New York 
City which was held in the Grand Ball- 
room of the Waldorf-Astoria, on Satur- 
day evening, Jan. 15, was a success from 
every standpoint. The attendance which 
numbered 750 was the largest since 1929 
in the unbroken chain of banquets which 
have been held by this well-known so- 
cial club; the dinner was excellent as 
usual and the show which followed in- 
cluded some of the best talent that New 
York City affords. The souvenir of the 
evening, a Waltham 8-day clock, met 
with general approval and was a fitting 
token of a very pleasant evening. Taken 
as a whole the dinner, both in the num- 
ber in attendance and in the spirit dis- 
played, noted by all who attended, 
marked the event as a pure 24 Karat 
Club affair in every respect. 

The reception from 6:30 p. m. until 
7:00 p. m. gave opportunity for the re- 
newing of old friendships and the form- 
ing of new ones. Promptly at 7 o’clock 
the bugle call summoned the members and 
their guests to their respective tables. 
When the guests of honor of the evening 
had been escorted to their places at the 
head table, every one stood during the 
singing of “America” which was fol- 
lowed by the invocation by the Rev. B. 
Benedict Glaser. 

President Otto D. Wormser then wel- 
comed the members and guests of the 
evening in a short speech in which he 
called attention to the excellent work of 
the banquet committee of which G. H. 
Niemeyer was the chairman. 

He called retiring president, W. Wa- 
ters Schwab, to the head table and pre- 
sented him with a gavel in appreciation 
of his unselfish efforts and successful ad- 
ministration during 1937. He told Mr. 





Schwab that he hoped that the gavel 
would be a pleasant reminder of his days 
as president of the Jewelers’ 24 Karat 
Club. 


Mr. Wormser’s address was as follows: 


Hovored Guests and Members of the 24 Karat 
Club: 


I extend to you a most cordial welcome to this 
our 36th annual banquet. 

No event in the trade is awaited with greater 
interest or higher expectations and I am sure 
that you will not be disappointed tonight. We 
have become rather accustomed to taking the ex- 
cellence of our banquets for granted, but few 
of us realize what an amount of thinking and of 
doing has been necessary to bring it about. For 
this we owe a debt of gratitude to our hard work- 
ing and efficient banquet committee, headed by 
our one and only “Gus”. 

I know that it has not been customary to talk 
shop on these occasions, but with your permission 
I would like to deviate from that for just this 
once, and refer to one item very briefly. 

Those present here who are in the trade know, 
and those not in the trade may be interested to 
know, that our Gold Stamping Law permits a 
slight tolerance in the stamping of articles made 
of gold. For instance if you buy something 
stamped 14 Karat and you have it melted up and 
assayed and find that it is only 13% Karat, that 
is quite all right with the law. 

That law was passed to protect the man who 
inadvertently, quite accidentally, and without 
wanting to cheat, drops just a little too much 
brass into the pot when he is doing his cooking. 

But with us we do things differently. We 





To keep the trade on time for another year— 
the souvenir 
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have stamped this club 24 Karat, and that means 
24 Karat fine. 

That is the way we received it from our 
predecessors, and that is the way we intend to 
hand it down to our successors, 24 Karat plumb, 
24 Karat fine, without any tolerance whatsoever. 

The banquet was then declared of- 
ficially underway and the serving of an 
excellent menu followed. At 9 o'clock 
an intermission was declared and at the 
call of the bugle members and guests re- 
turned to their seats promptly and the 
entertainment of the evening started. 

There were a number of acts of par- 
ticular interest on the program but the 
general opinion seemed to center on the 
act in which two men and their dogs put 
on a very clever performance. The 
Paradise Girls in “On With the Dance,” 
the monologue artists, Sally Rand, the 
fan dancer, and Mitzi Green, with music 
by Joe Moss and his orchestra, made 
things lively and not a dull moment en- 
sued during the post-prandial program. 
With the singing of “Auld Lang Syne” 
the banquet came to an official close. 

Guests of honor at the head table were: 
the Rev. B. Benedict Glaser, Frederick 
A. Ballou, Jr., president, the Jewelers 
Board of Trade; William Gibson, presi- 
dent, the National Association of Credit 
Jewelers; James Kingman, president, 
Boston Jewelers’ Club; J. G. Leiner, 
president, Chicago Jewelers’ Association ; 
Denham C. Lunt, vice-president, Sterling 
Silversmiths Guild of America; William 
D. McNeil, president, American National 
Retail Jewelers’ Association; Willard O. 
Ormsbee, president, New England Manu- 
facturing Jewelers & Silversmiths Asso- 
ciation; A. J. Roden, president, Canadian 
Jewelers’ Association and Meyer D. 
Rothschild, Honorary Member, The 
Jewelers’ 24 Karat Club of New York 
City. 

The banquet committee headed by G. 
H. Niemeyer included the following mem- 
bers of the club: Walter Eitelbach, Wal- 
ter N. Kahn, Julius Kaufman, Albert 
Levy, R. C. Linthicum, Raymond Mehr- 
lust, Reginald Reichman and John A. 
Sommer. 
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Smoothness of Program Speaks 
Well for Labors of Committee 
Directed by H. Paul Juergens 


Cuicaco, ILt.—In the spirit of good- 
fellowship which pervades every gather- 
ing of the Chicago Jewelers Association, 
a vast host of jewelry industry folk from 
Chicago and environs and every jewelry 
center of the Mid-west, took over the 
Hotel Sherman, here, the night of Jan. 
25, for the 62nd anniversary dinner. 

The attendance exceeded the turnout 
of 600 which had crowded the ballroom 
of the Palmer House at last year’s affair. 

The gaiety of the assemblage was mani- 
fested early in the evening as the mem- 
bers gathered with their guests in cliques 
for the exchange of stories and the con- 
sumption of canapes and liquid refresh- 
ments. Discussion of problems of the 
trade was held to a minimum. Enter- 
tainers and waiters wove kaleidoscopic- 
ally through the throng until the dinner 
call was sounded. 

Every wish of the banqueters, even 
to the choice cigars, had been anticipated 
by H. Paul Juergens’ social relations 
committee. The souvenir was an attrac- 
tive flacon of Lucien Lelong perfume. 





The C. J. A. banquet souvenir 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for February, 1938 


in y 4 or <r 


PART OF THE ASSEMBLAGE that filled the Hotel Sherman's big ballroom for the important 








Camaraderie Dominates Chicago Jewelers Association 62nd Banquet 


Association’s members and guests. 





PRESIDENT LEINER 


The jewelers and their guests entered 
the ballroom about 7:30 p. m. and there 
was singing by a quartette. The or- 
chestra under Frankie Masters did not 
arrive until about 8:15 p. m. because 
the members were on the Edgar Guest 
radio program. Until that time the 
routine of opening included a talk by 
John G. Leiner welcoming the guests 
and expressing the wish that they would 
enjoy the program of the evening. 

The entertainment was quite elaborate, 
consisting of the Masters’ orchestra and 
special numbers to which were added 
features from the College Inn show. 


COLUMBUS WATCHMAKERS ELECT 


Cotumsus, O.—The Columbus Watch- 
makers Guild at their annual meetinz 
in Hotel Virginia, Jan. 10, elected D. M. 
Knox, jeweler at 3294 N. High St., as 
president, to succeed L. E. Luce, of M. D. 
Hohenstine Co. Other officers elected are 
Arthur McCabe, of the Morehouse-Mar- 
tens Co., jewelry department, vice-presi- 
dent; Lawrence Allen, of M. D. Hohen- 
stine Co., secretary-treasurer; and George 
Gillivan, C. & E. Marshall Co., Inc., ser- 
geant at arms. Members of the board 
named are Ruey W. Rhodes, jeweler at 
40 N. Third St., Leland M. Swain, of 
Swain Jewelry Co., 1852 N. High St. 
Herbert Gallie, 80 N. High St. R. B. 
Swartzkopf, and J. W. Finley. 
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yearly gathering of the Chicago Jewelers 


Ives L. Lake Honored at 
Birthday Party 
Ives L. Lake was honored at a birthday 
gathering. of friends at his home, 41 W. 
96th St., New York, on Jan. 26, at which 
time he received congratulations on his 
many active years in association with the 
watch trade in Chicago and New York. 
Mr. Lake, who is known to a wide 
circle of friends in New York and other 
cities throughout the country, is a member 





IVES L, LAKE 


of a number of organizations in the 
jewelry trade, among which are the 
Jewelers 24 Karat Club of New York 
City, the Maiden Lane Historical Society, 
the Maiden Lane Outing Club, and the 
Brotherhood of Traveling Jewelers. He 
is also a member of the Chicago Athletic 
Club and the Quinnipec Club of New 
Haven, Conn. He has a _ wide ac- 
quaintance among these members. 

Mr. Lake was for 40 years with the 
Waltham Watch Co. as manager of the 
New York office and was also in charge of 
the Chicago office of that company. He 
retired some years ago but has always 
kept in close touch with the jewelry trade 
and now has office room at 15 Maiden 
Lane, where he is always glad to meet 
his friends. 














Sept. 11 to 15 Are 
Dates of N.A.C.J.’s 


Chicago Convention 


Cuicaco, Itt.—The National Associa- 
tion of Credit Jewelers, at a directors 
meeting, Jan. 25 set the dates of the an- 
nual convention, which will again be held 
in the Sherman Hotel, Chicago, Sept. 11 
to 15, lengthening the program by one- 
half day. 

This additional half-day will permit the 
removal of the convention displays at 
noon on Thursday, Sept. 15, which will 
give additional space for tables at the 
banquet that night, alleviating the crowd- 
ed condition which has prevailed previous 
years when the dinner was held on 
Wednesday nights. 

Those attending the executive com- 
mittee meeting held in the House-on-the 
Roof, Hotel Sherman, were: William Gib- 
son, Chicago, president; J. Frank New- 
man, Chicago, executive secretary; J. L. 
Freund, St. Louis, Mo., E. C. Maxwell, 
St. Joseph, Mo., J. H. Mace, Kansas City, 
Mo., vice-presidents; Saul N. Hershberg, 
Rochester, N. Y., secretary; Lewis Litt, 
Chicago, IIl., treasurer; and directors, 
Charles J. Michaels, Hartford, Conn., Ed- 
ward Dockman, St. Paul, Minn.; W. T. 
White, New Orleans, La., Ralph Roessler, 
Marion, Ind.; William O. Present, Lan- 
sing, Mich.; Simon Burnett, Seattle, 
Wash. and Samuel Gerson, Detroit, Mich. 

The following exhibitors have reserved 
space for the convention: 

Bulova Watch Co., M. A. Reich, Amerith 
Div. of Cell. Corp., Walter Lampl, Warner 
Jewelry Case, Louis Stern Co., Paul Samuels 
Inc., General Electric Co., J. J. White Co., 
Jacques Kreisler, Bock-Lewis, Frank Davis, 
Swift & Anderson, Hamilton Watch, B. & E. J. 
Gross, Parker Watch,: Merit Co., A. Cohen & 
Sons, S. W. Farber, Manheimer Watch, Simons- 
Michelson, Bruner-Ritter, Helbros Watch, J. J. 
Schmukler, Bardach & Gran; Hoffman-Good- 
man. 

Shiman Bros., Wolfsheim. & Sachs, Gruen 
Watch Co:, Untermeyer Robbins, Buffalo Jewel- 
ry Case, Oneida, Ed. Cain, W. Rogers, 
Art Metal Works, Lehman Bros., Silbermann, 
Kohn & Wallenstein; Benrus Watch, Leo Heil- 
brun, Tavannes of America, A. Hirsch & Co., 
Kinsley-Kovsky, Sessions Clock Co., Waltham 
Watch Co., Spelrein Luggage Co., International 
Silver Co., Aristocrat Clock, Electric City Box 
Co., Ollendorff. Watch Co., Buss-Linthicum- 
Thorson. M. A. Mead & Co. and, Elgin Na- 
tional Watch Co. 





Monohon New Sales and Advertising 
Manager of Krementz & Co. and 
Jones & Woodland Co. 


A surprise came to the host of friends 
and business associates of Paul W. Mono- 
hon when Krementz & Co., and Jones & 
Woodland Co., Newark, N. J., man- 





PAUL W. MONOHON 


ufacturing jewelers, announced last 
month that he had been added to both 
executive staffs, to be in charge of adver- 
tising. Mr. Monohon is well known to 
jewelers throughout the United States 
through his travels as sales and adver- 
tising manager of the Watson Co., of 
Attleboro, Mass. 

From 1920 to 1929 Mr. Monohon 
served as manager and treasurer of a 
large New. York concern, and during that 
period was also employed in the person- 
nel and management division of a syndi- 
cate store organization. From the latter 
date until recently when he was identi- 
fied with the sterling silver industry, he 
developed a technique on jewelry mer- 
chandising, advertising and store opera- 
tion, and has been in demand as a 
speaker on such themes at trade associa- 
tion gatherings. ‘ 

Mr. Monohon will have identical re- 
sponsibilities with Jones & Woodland Co., 
well-known manufacturers, and Krementz 
& Co., which for more than 70 years has 
been making platinum, solid and rolled 
gold: plated jewelry. Each: company. re- 
tains its identity. No change is contem- 
plated in the distribution policies of 
either firm. 





First Diamond Corporation 
Eager Applications; 


Lonpon—Sights of the latest rough 
diamond shipments were. given by the 
Diamond Corporation the week of Jan. 
17. Applications, Backes & Strauss says, 
more than covered all the stones for dis- 
posal. Applicants were forewarned not 
to expect any reduction whatever on the 
last raised prices. 

Cutting centers report that the first two 
weeks of January proved among the least 
productive of the past year, but quite 
in accordance with a similar period in 
previous years. The market calls it “sea- 
sonal inactivity.” With the gradual influx 
of diamond buyers from various parts 
of the world now commencing this posi- 
tion is righting itself. World buyers will 
likely find the cutting centers shorter than 
ever of high grade stones. 

The production in Sierra Leone has 
become important enough for diamond 
men to pay increasing attention to this 
source of rough. In a progress report 





‘Sights’ of 1938 Draw 
Diamond Buyers’. Influx Starts 


issued, the other day by the Stationery 
Office, here, it is revealed that the output 
of Sierra Leone diamonds in 1936 was 
more than doubled. The figures given 
for that year are 616,200 carats. 





Waltham Agents and Police Seize 
Fake Dials.at Boston 
BostoN—Two hundred spurious watch 
dials seized in raids on three local jewelry 
houses, Jan. 7, by Waltham Watch Co. 
agents and city detectives are believed 


to have their source in another state. The | 


Waltham Co. has been investigating the 
spurious dial racket for several months. 





To permit a larger attendance than 
that had at the annual banquet at the 
Hotel New Yorker last year, the As- 
sociated Credit Jewelers of New York 
and New Jersey are moving to the Hotel 
Astor, for their dinner-dance, March 27. 
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Jewelers’ Protective Association 
Elects Walter N. Kahn 
New Secretary 


Because of illness which has kept him 
a hospital patient for a number of months 
Arthur D. Lorsch retired as secretary of 
the American Jewelers’ Protective As. 
sociation—a post he held since 1914; two 
years after the organization of the. aggo- 
ciation—and Walter N. Kahn, of L, & M. 
Kahn & Co., 608 Sth Ave., New York 
was named as his successor at the an- 
nual meeting Jan. 26 at New York, 

Meyer D. Rothschild, who was re. 
elected president, in a review of the 
year’s activities, pointed to the smashing 
of an international diamond-smuggling 
ring, told of the need of vigilance to- 
wards the proposed trade pact with 
England, and said that the forthcoming 
World Fair will be an inducement to 
smugglers to increase their efforts, 

Lee Reichman and William E. Marcus 
were advanced to the first and second 
vice-presidents, respectively, and Charles 
W. Sommer was named 3rd _ vice-presi- 
dent. Otto D. Wormser was retained as 
treasurer, and Miss M. L. Ryder as as- 
sistant secretary. 

Daniel Price and Bert F. Young were 
elected to the directorate, other members 
of which are Witherbee B. Black, William 
Hoffman, Mr. Kahn, Julius Kauffman, 
Francis A. Keating, Clifford Lamont, 
Gordon Lang, Mr. Marcus, Jacob Mehr- 
lust, Frank Milhenning, George A. 
Moore, Julius S. Oppenheimer, Mr. 
Reichman, Mr. Rothschild, Mr. Sommer, 
Nathan J. Stern, Emile Tas, and Mr. 
Wormser. 





Pioneer Watch Case Co. Occupies 
New Plant at Mt. Vernon 


A new plant of more than 30,000 sq. 
ft. in Mt. Vernon, N. Y., ideally suited 
to the purpose for which it was designed, 
was occupied Feb. 1 by the Pioneer 
Watch Case Co., which previously has 
had ‘its factory at 305 E. 46th St., New 
York. 

In process. of’ construction since April, 
1937, the new establishment which has no 
less than 3000 windows, modern rest, 
recreation and lunch rooms for the em- 
ployes, is equipped with facilities built to 
specifications to speed Pioneer service. 

The location was chosen as being close 
enough to the source of demand to insure 
rush delivery. The New York sales office, 
for the convenience of ‘trade, will be con- 
tinued ‘at the 46th St. address. 





A compromise court settlement was re- 
cently effected between the Jewelers En- 
forcement Committee, New York, and 
Abraham Levitt, 132 Fulton St., defendant, 
in a suit to recover the amount of $26 paid 
Levitt for three watches with alleged 
spurious dials, which were used as evi- 
dence against him in a second-hand watch 
trial in which he pleaded guilty and paid 
a $50 fine. 





Nat R. Hirschhorn, representing Schein 
& Engel Co., 170 Broadway, New York, 
importers of Banner and Avalon watches, 
is now covering his Middle West ter- 
ritory. 





Schlesinger & Krauss, Inc., manufac- 
turers of earrings and crosses, formerly 
at 172 Fulton St. are now at 11 John St, 
New York. 
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Commander Weems Honored at Longines-Wittnauer Co. Dinner 






MORRIS GUILDEN, vice-president of Longines-Wittnauer Co., paid tribute to Lt. Comm. P. V. H. 
Weems, for both service to the U. S. Navy and to the cause of aviation, at the company’s dinner 
to the aeronautical authority. 


In tribute to his contribution to aero- 
nautics, the first solid gold Weems-Lon- 
gines second-setting watch was presented 
to Lt. Comm. P. V. H. Weems at the 


72nd anniversary dinner of the Longines- , 


Wittnauer Co., Inc., Jan. 24, at the Hotel 
Astor, New York. 

The presentation was made by John 
V. P. Heinmuller, president, who told of 
progress in aviation. Commander Weems 
in addition to designing the watch bear- 
ing his name collaborated with his friend, 
Col. Charles A. Lindbergh, whose navi- 





gation instructor he was, in perfecting the 
Lindbergh-Longines angle hour watch. 
Prof. William H. Barton, Jr., of Hay- 
den Planetarium, acknowledged Com- 
mander Weems’ contribution to. naviga- 
tion and spoke of the courses in naviga- 
tion conducted by the Commander at the 
planetarium. Commander Weems was 
introduced by Morris Guilden, vice-presi- 
dent. M. Fred Cartoun, vice-president, 
and Capt. Robert Catherwood of Station 
WOR also spoke. W. E. Detjen, vice- 
president and secretary, was toastmaster. 





Committees Named 
For Big New York 


Retailers’ Dinner 


Greater New York’s retail jewelers’ 
biggest-ever, best-ever annual dinner— 
one huge feast, entertainment and dance 
instead of a series of individual affairs 
—will draw between 800 and 1000 mem- 
bers and guests of the Brooklyn, Long 
Island, Bronx and Metropolitan retail 
jewelers associations to the Astor Hotel, 
New York, the night of April 3. 

Phineas Peters of M. G. Peters & Bros., 
Brooklyn, head of the latter association 
and president of the Executive Board, is 
general chairman in charge of arrange- 
ments, assisted by the following officers 
and committee chairmen: 

M. J. Schwartz, secretary; I. Hirschorn, 
treasurer; Robert Lipton, vice-chairman, 
for Brooklyn; B. H. Schwartz, vice-chair- 
man, for Long Island; Isidore Geffen, 
vice-chairman for The Bronx; H. Gold- 
schmidt, vice-chairman for the Metropoli- 
tan area; George Korsunsky, journal 
committee; William Schneiderman, ban- 
quet committee; John Schwartz, ticket 
committee; Abe Wolf, prize committee; 
and E, Werner Gross, souvenir committee. 

“It’s an experiment in cooperation that 
we're sure will be successful,” said Mr. 
Peters. “Committees are arranging a 
truly gala affair, which will include be- 
sides the dinner, liquid refreshments, 
cigars, a four-star entertainment program 
and something unusual in souvenirs, a 
rare opportunity for retail, wholesale and 
manufacturing jewelers of the New York 
area to renew friendships.” 





_ The 2725 employes of the Elgin Na- 
tional Watch Co. shared a pre-Christmas 
wage bonus of $97,000. 
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Bay State’s Bill Regulating Ads 
Exempts Credit Jewelers 


BostoN—Massachusuetts shops adver- 
tising merchandise for sale on the install- 
ment plan, except jewelry, would be re- 
quired to advertise the cost, interest and 
carrying charges for such merchandise, 
under the terms of a bill filed in the 
State Legislature by Sen. Walter L. Con- 
sidine, of New Bedford. 





Boston—The Massachusetts legislature, 
which convened here last month has un- 
der consideration a bill that would fix a 
maximum 40-hour work week of five 
8-hour days. Introduced by Sen. Michael 
H. Selzo, Democrat of Worcester, it is 
described as the most drastic labor pro- 
posal offered in the state in recent years. 
Although barely started on its journey 
through the legislature, the proposal is 
receiving close scrutiny by those who 
doubt its. constitutionality. If given seri- 
ous consideration by state lawmakers, 
the measure will probably be referred to 
the state supreme court for a ruling. 





Five More “Registered Jeweler” 
Titles Awarded by A.G.S. 


Los ANGELES—Five Registered Jeweler 
titles were awarded by the American Gem 
Society last month as follows: Walter J. 
Fahey, Smith-Keon, Inc., Willimantic, 
Conn.; Myer J. Kassner, Rennie & Kass- 
ner, Laconia, N. H.; Earle L. Middleton, 
Jewelcraft, Inc., Miami, Fla.; Guy P. 
Newcomb, Shreve, Crump & Low Co., 
Inc., Boston, Mass., and W. C. Stecher, 
Aug. H. Stecher Co., Inc., Milwaukee. 

The St. Louis Study Group met Jan. 6 
at Washington University to discuss re- 
fraction, brilliancy and dispersion of 
gems. Cleavage, fracture and partage 
were studied by a large number of Chi- 
cago group students Jan. 14 at the Pitts- 
field building. 


99 








New Printing, with Revisions 
Just Out! 
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A 
Book for oll who buy, sell, work or 
Admire the Precious Metals 








Figuring Value of Old Golg 


0. 
Solutions. pees 


‘Handling them to Advantage | 







New facts on gold, white gold, palla- 
dium, steels; lists of dealers; tables, 
etc. Meant for the experienced user. 
Get a copy for each employee! 
Send $1.00 and ask for 1937 edition. 


Jewelers Technical Advice Co. 
136 Liberty St. 


New York City 








HNN 


NEW YORK UNIVERSITY 


Division of General Educa- 
tion offers a course in 


PRECIOUS STONES 


Prof. George I. Finlay 


@ The following subjects will be dis- 
cussed: History of Various Precious 
Stones, Geographical Origin of Precious 
Stones, How Precious Stones Occur in 
Nature, Physical and Chemical Tests 
to Distinguish Natural from Synthetic 
Stones, Crystal Forms, Preparation of 
Stones for the Market, Processes Used 
in the Manufacture of Synthetic Stones, 
Methods of Procuring and Distributing 
Stones, Methods of Detecting Flaws, 
and Study of Exhibits of Precious 
Stones. 


Thursday evenings from 8.00 to 9.45 
p.m. for fifteen weeks beginning Feb- 
ruary 10, 1938, at Washington Square. 
Fee: $20.00. Address Prof. H. H. Shel- 
don, 20 Washington Square North, New 
York City. 
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A Short Course in Engraving for 
Jewelers 
By WM. KASSEL 
Price 50¢ 
The Jewelers’ Ciroular-Keystone 


Chestnut & 56th Sts. 239 W. 39th St. 
Philadelphia, Pa. New York, N.Y. 






































‘ 
W. R. COBB CO. «™® 
101 Sabin Street, 
Providence, R. I. 
New York Salesroom: 320 Fifth Avenue 
































PLATINUM 


IRIDIUM, RHODIUM, 
RUTHENIUM, PALLADIUM 


IRIDIUM-PLATINUM 


In all degrees of hardness for the requirements 
of the Jewelry Trade and other Industries 


The Quality of all our Metals and Products 
fully guaranteed 


PLATINUM WEDDING RINGS 
CHANNELLED-PLAIN-ENGRAVED 


RHODIUM PLATING SOLUTIONS 


JOHNSON MATTHEY & CO. 


The oldest established and World-renowned Refiners 


15 WEST 47th STREET NEW YORK CITY 
Telephone: Bryant 9-4645 
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Visits Leipzig Fair 


CHARLES W. RICE 


PLAINEVILLE, Mass.—Making his first 
European voyage as_ representative of 
Whiting & Davis Co., Inc., makers of 
mesh bags and mesh products, Charles 
Whiting Rice will sail from New York 
Feb. 9 to visit W. H. Koehler, the firm’s 


’ London agent, attend the Leipzig Fair in 


March and after further travel return 
here early in May. Mr. Rice, the third 
generation identified with the firm’s man- 
agement, is the grandson of C. A. Whit- 
ing, president, and the son of Sturgis C. 
Rice, vice-president, and has been asso- 
ciated with the company since last fall. 
Koehler Co. will show Whiting & Davis 
products at the fair. 





If You’re Not an Employe, Stay 
Away from Boston Jewelers’ 
Workers’ Dinner Feb. 26 


Boston—The first annual dinner of the 
Boston Retail Jewelers’ Employes Asso- 
ciation will be held in the Hotel West- 
minster, Boston, the night of Feb. 26. 
This unique organization is made up en- 
tirely of employes of the leading retail 
jewelry stores of Boston, who have band- 
ed together to promote good fellowship 
and acquaintance among themselves. The 
association is receiving many expres- 
sions of commendation for starting an 
organization which will improve the re- 
lationship among Boston retailers. The 
committee in charge of arrangements is 
composed of: C. O. Housman, chairman, 
assisted by Edward Howe of Bigelow- 
Kennard Co., Inc., treasurer; Ella J. 
Bird of A. Stowell & Co., Inc., secretary; 
Mary Langan of Thomas Long Co., Inc.; 
Howard Preston of Smith-Paterson Co., 
Inc.; Frank Ames of Shreve, Crump & 
Low Co., Inc.; Ernestine Eaton of E. B. 
Horn Co., Inc., and Thomas Stanton of 
Hodgson, Kennard & Co., Inc. 

Attendance at the banquet is limited to 
members; i. e., no wives, sweethearts or 
husbands permitted, unless they happen 
to be employes. 





WATCH FOR THIS DIAMOND 


The Pinkerton National Detective 
Agency asks readers of this journal to be 
on the look-out for the diamond, stolen 
from a middle-west jewelry store during 
Christmas week, which is described as 
follows: 

Color: Pure white V.V.B.S. (Slight imperfec- 
tion.) 

Weight: 6.41 carats. : 
Dimensions: 11.02 x 9.40 x 5.75 millimeter. 
Cut: Emerald cut, cut corner. 
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The A-B-C’s of 
INSURANCE 


See that you have— 


mple coverage 


[B] est protection available 


(cl ost low 


ecide to carry National 
Jewelers Mutual policies for 
protection against fire and 
windstorm. 


Present dividends on fire policies 


33 1/3% 


“Today’s loss is not covered by 
tomorrow’s policy.” 


yn AT + oe © ee 


EWELGRS 
MU ADAG 


INSURANCE COMPANY 


FIRE 
JEWELERS INSURANCE BUILDING 


Ne en Oe) 




















The Spirit 
of Service 


issincere and spontaneous 
at the Lexington. You'll find 
it a refreshing innovation 
in a large,modern hotel... 
801 comfortable rooms with 
tub and shower bath, and 
radio from $3.50. 


Visit the Famous 


Hsia Loom 


@ On your next trip to New York 
be sure to see Manhattan's most 
unique restaurant. An authentic 
Hawaiian setting, even to a trop- 
ical hurricane. It has “taken the 
town by storm.” Dining and danc- 
ing nightly. 


HOTEL LEXINGTON, 


LEXINGTON AVENUE at 48th STREET 
NEW YORK, N. Y. 


Charles E. Rochester, Managing Director 




















THE JEWELERS’ CIRCULAR-KEYSTONE 
for February, 1938 


| “ - e 
Celebrate Golden Anniversary as” 


“The Tide of Acceptance 


Rolls On" 















HERMAN CERF 





MRS. HANCHEN K. CERF 


PirrsBURGH—Fifty years of 
Cerf, president of M. Bonn Co., Ince., 
Pittsburgh wholesale jewelers, and Mrs. 
Cerf, Jan. 3, at a family dinner of 40 
covers at the Concordia Club. 


happily 
wedded life were celebrated by Herman | 


During | 


the evening they received 116 telegrams 


and many letters of congratulations. 


Among those gathered about the table | 


were their two married daughters, Mrs. 
Max E. Berkowitz of Mt. Vernon, N. Y., 
and Mrs. Edward Huler of Pittsburgh, 
and six grandchildren. 

Mr. Cerf came to Pittsburgh at the 
age of 15, having been born in Saarivel- 
lingren, Germany, August 3, 1860. Here 
he entered the employ of M. Bonn in 
1875. He showed such an aptitude for 
business that Mr. Bonn placed him on 
the sales force, and for many years he 
called upon the jewelry trade in the tri- 
state area, traveling by horse and buggy, 
and sometimes by skiff, delivering mer- 
chandise as he went. In those early days, 
the Bonn store was situated at Fourth 
and Market Sts. In 1884 the firm moved 
to its present large quarters in Penn Ave- 
nue. When Mr. Bonn died about 20 years 
ago, Mr. Cerf was made president of 
the company. Walter M. Bonn, a son 
of Mr. Bonn, is secretary and treasurer 
of the organization. 

Mrs. Cerf was Miss Hanchen Kauf- 
mann, of Viernheim, Germany. 


ROSS QUITS C. J. A. POST 
Toronto—O. M. Ross, who has been 
secretary of the Canadian Jewelers’ As- 
sociation ever since its inception, has 
resigned from that post because of ill 
health. Norman J. Leach has been ap- 
pointed to the post. 
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and Genuine (N) BRAND 


Gold Solder rides the Crest. 
Try it! You will like its Good 
QUALITIES and become a 
constant user. Get a penny- 
weight of () Brand Gold 
Solder now. Your satisfac- 
tion is assured. 


F. H. NOBLE & CO. 


Manufacturers 


535-559 W. 59th St., Chicago 


> < 
, & 
PROFIT MAKING 
SPECIAL 














Special No. 10X—6/0 size, 7 
jewel Elgin or Waltham Man’s 
watch in Star 10K yellow rolled 
plate case, stee] back. Complete 
with leather strap and 
gold filled attachments 


$6.75 


Same with 15}. movement, 
$8.75. 


With leather cord band as il- 
lustrated 75 cents extra 
For many other exceptional 
values in high grade recondi- 
tioned, guaranteed watches, 
send for our sixteen page il- 

lustrated catalogue. 


WEKSLER & GOODMAN, Inc. 


Distributors of Keystone, Star Belove, 
Master and |. D. Watch Cases 


5 SOUTH WABASH AVE., CHICAGO 














SIMONS 
THIMBLES 


Made in Sterling Silver— 
10Kt. and 14Kt. Gold 





2 
" pana A Aaane 
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SIMONS BROS. COQ. 
269 SOUTH 9th STREET 


PHILADELPHIA 
ESTABLISHED 1839 

















STERLING SILVER 
Arts & Crafts Jewelry 
Designed by Hobe 


made in its entirety by hand 


By a Group of Artists 
and Master Craftsmen 





Brooches—Bracelets— 
Rings—Pendants 


In All Antique Silver 


Set with Genuine Onyx, Chrysoprase, 
Swiss Lapis, Carnelian & Amethyst stones. 
Prices ranging from $1.00 to $10.00 each. 


Assortment | — $50.00 
sad 1l— 76.00 
<4 lll — 126.00 
- IV — 150,00 


Delivery within Ten Days 


wo Hobe inns 














Warren R. Larter, President of 
Larter & Sons, Outstanding 
Gemologist, Dies 


Warren R. Larter, who -succeeded to 
the presidency of Larter & Sons, New- 
ark, N. J., manufacturing jewelers, upon 
the death of his brother, Harry C. Larter, 
in 1931, died Jan. 7 at his home, 301 
Grove Road, South Orange, N. J., from 
the effects of a streptococcus infection 
which he acquired last July. 

Mr. Larter had taken an active inter- 
est in several trade activities, including 


| 





that of the Jewelers’ Publicity Committee, | 





WARREN R. LARTER 


of which he was a member. He was a 
member of the American Gem Society 
Certification Board and of the A.G.S. na- 
tional nomenclature committee, and a 
graduate member of the A.G.S. He com- 
pleted the Certified Gemologist course 
more rapidly than anyone else in the 
trade and would have taken the last por- 
tion of his examination if the infection 
had not affected his hands two days be- 
fore the writing of the examination. 

It was as a result of his interest and 
his enrollment of a considerable number. 
in the Gemological Institute that a scroll 
was presented on Dec. 31, 1937, signed 
by George C. Brock, chairman of the 
Board of Governors of the Institute, and 
by Robert M. Shipley, national director 
of the American Gem Society “for the 
most generally constructive services ren- 
dered to the gemological profession dur- 
ing 1936 and 1937.” 

Upon taking employment with Larter 
& Co. in 1913 Mr. Larter took a course 
in minerology at Columbia University. 
In 1920 he became a partner in the firm 
and devoted his time principally to the 
creation of designs and purchasing of 
stones. He assumed the responsibility of 
the manufacturing end of the business 
upon the death of his brother, Halsey M. 
Larter. 

Surviving are his widow, Mrs. Marion 
Merrick Larter; a son, Merrick, and two 
sisters, Mrs. Frederick Rummel, of South 


. Orange, N. J., and Miss Jessie Larter, 


East Orange. 





Miss Henrietta Fischer, sister of Mrs. 
Fred G. Gruen, lectured recently on 
“Madonnas in Art” at the Cincinnati Art 
Museum. Examples of Miss Fischer’s 
fine leatherwork and jewelry, products of 
her creative skill, were included in the 
50th anniversary exhibition of the Art 
Academy of Cincinnati. 
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Dunkirk | 


A POPULAR PRICED 
STERLING LINE 
OF QUALITY 


Send 
Zor Photos 
Of 
Sn 


GOLD RECOVERY & 
REFINING CORPORATION 


53 W. 47th ST., NEW YORK CITY 




















STAMPING OF 
PLATINUM 
WATCH CASES 


ALSO BRACELET ATTACHMENTS, SNAPS, 
SLAVE-LINKS, WATCH ENDS, ETC. 


Up to the minute with the very 
latest models, for all movements. 


NO NEED TO INVEST IN DIES. 
Dies stocked for the exclusive use 


of the manufacturer and his cus- 
tomers. 


All kinds of special tools for the 
Jewelry trade. Steel trade - mark 
stamps made to order. Hard steel 
movement blocks to order. 


Write for catalogue. 


Out of town deliveries in 24 hours 


WILLIAM WISHINSKY 
100 West 21st Street, New York City 


Catering to the needs of 
the Watch Maker since 1920. 
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NEW YORK: 


Harry Smolin, deale: in precious 
stones, has moved from 64 W. 48th St., 
to larger quarters at 10 W. 47th St. 

Frank S$. Blatz, of the International 
Silver Co., Maiden Lane, store staff, had 
his left thumb amputated as a result of 
an infection. 

A. Edward Fisher & Co., Inc., im- 
porters of diamonds, on Jan. 4, moved 
from 2 W. 46th St., to larger quarters at 
580 Fifth Ave. 

Harry Troup has been engaged to 
represent A. Edward Fisher & Co., Inc., 
580 Fifth Ave., in New York State and 
Pennsylvania. 

Isidore Dinstman, president of the I. D. 
Watch Case Co., Inc., 475 Tenth Ave., 
is motoring through the South on vaca- 
tion, stopping at Miami and other cities. 

George A. Ward, who was with the 
late Otto H. Boysen, Flushing, L. I., jew- 
eler, for 29 years, has opened his own 
retail establishment at 36-51 Main St., 
Flushing. 

F. Brooke Farley, formerly of the 
Arthur Rosenberg Advertising Agency, 
has become afhliated with the Longines- 
Wittnauer Co., Inc., as director of ad- 
vertising. 

Elite Watch Case Corp. has been 
chartered with capital stock of 200 shares, 
no par value. Directors: David Suib, 
John Blumenthal and Jacques F. Weis- 
sler, all of 60 E. 42nd St. 

Elite Jewelry Products, Inc., has re- 
duced its capital stock from $65,000, con- 
sisting of 200 shares, no par value, to 
$25,000, shares remaining unchanged, 
according to a notice filed with the Sec- 
retary of State. 

Leon Roth, for the past five years with 
the Raleigh Watch Corp., has become 
affliated with the Munwill Watch Co.., 
with offices in Rockefeller Center and will 
cover Connecticut, New York, New Jer- 
sey, Pennsylvania and Ohio. 

Zimet Watch Co., Inc., has been 
chartered to do a general jewelry busi- 
ness. Directors are: Nettie Zimet, 3140 
30th St., Astoria, L. I.; Frances Abram- 
son, 2412 83d St., Brooklyn, Murray 
Wagner, 1919 Surf Ave., Brooklyn. 

Miss Dorothy M. Krug, who for nine 
years has been in partnership with An- 
drew d’Allesandro as d’Allesandro & 
Krug, jewelry designers, at 74 W. 46th 
St, on Jan. 30 became the bride of H. 
Gehl. in a ceremony performed in Ridge- 
wood, Brooklyn. 

Pierre C. Cartier, of Cartier, Inc., 653 
Fifth Ave., has been awarded a parch- 
ment scroll in appreciation of his services 
as chairman of the jewelry division in 
the recent appeal of the United Hospital 
Fund. More than $2,000,000 was raised 
to provide free care for the needy sick. 

Levv, Hart Co., Inc., Manhattan, has 
been incorporated to conduct ‘a general 
jewelry business. Directors are: Anne 
Swick, Doris Berkman, Sidney J. Guran, 
10 E. 40th St. Capital stock consists of 
550 shares, 400 of which are preferred, 
$100 par value, and 150 common, no par 
value. 

Two courses of interest to. jewelers 
will be given at the Spring sesssion of 
Columbia University Extension, Monday 
nights from Feb. 7 to May 16. Instruc- 
tion in Part 1 of Gems and Precious 
Stones will be given by Dr. Paul F. Kerr, 
and Part 2, a laboratory course to ac- 
company the lectures, will be handled by 
Donald W. Davis. 
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Charles F. Broderick, who for years 
was connected with the New York retail 
trade, died on Dec. 30, at his residence, 
Hollis, L. I. He was stricken with a 
heart attack a week before his demise. 
For the last five months he was connected 
with Bailey’s, Inc., jewelers at 379 Fifth 
Ave. He had been with Lebolt & Co. for 
nearly 15 years and previous to that was 
with Theo. B. Starr & Co. His widow 
and three daughters survive. 

An imposter representing himself as 
Aran Misserlian, who is a retail jeweler 
at 1388 Sixth Ave., is reported to have 
obtained jewelry on consignment from at 
least five metropolitan wholesalers. Mr. 
Misserlian speaks with an accent, is 
stocky, clean shaven and not much above 
five feet tall, in marked contrast to the 
impostor who speaks good English, is of 
slim build, about five feet and seven 
inches tall. He is described as dark 
complexioned and wears a mustache. 

Julius Herzfeld, who covers New York, 
Newark and Boston as head salesman for 
Dreher Bros. & Wider, importers of 
precious and semi-precious stones, 48 W. 
48th St., which recently celebrated its 
25th anniversary, has an unusual employ- 
ment record. Starting as an errand boy 
for Dreher Bros. & Wider within a few 
weeks after the firm organized, he has 
served that company for 25 years. Last 
year he was president of the Jewelers 
Square Club. 

“Everywhere in the East fine stones 
are scarce and high priced,” said Cecil 
A. Allen, zircon importer, who recently 
returned to Cranbury, N. J., from a five 
and a half months’ round the world voy- 
age, during which he visited the gem 
centers of Siam, Ceylon and India. “Such 
stones as star sapphires have risen from 
100 to 150 per cent during the last 15 
months. The world demand for zircons 
has increased, with their popularity gain- 
ing in England and shipments from 
Bangkok to the Continent also mounting.” 

Amber Mines, Inc., importers of amber, 
recently opened a handsome suite of of- 
fices in the 17th floor of 9 Rockefeller 
Plaza, Rockefeller Center. Designed by 
a noted color expert, the rooms are toned 
blue, gray and black, are lighted attrac- 
tively and include display facilities fer 
a wide variety of amber jewelry and 
other articles. The firm now has a perma- 
nent exhibition of amber in the Inter- 


national Building concourse, featured by | 


a huge sterling silver plate in which 
matched amber is mounted in mosaic 
fashion. This unusual object has a re- 
tail value of $3,500. 

President Harry C. Berdan, vice-presi- 
dent Bernard J. Clark and secretary- 
treasurer Knowlton D. Read were re- 
elected at the 48th annual meeting of the 
Brotherhood of Traveling Jewelers, held 
Jan. 8, at the New York Athletic Club, 
with 130 members in attendance. Archer 
L. Chapin was elected a trustee for five 
vears. A vote of thanks was given to 
Irving Royce, retiring trustee, for his 
many years of devotion to Brotherhood 
welfare. G. H. Niemeyer gave an in- 
spirational talk on friendship and Edmund 
Kirby, a member who came from Boston 
to attend, sang and led in singing. 

Charles Williams, who declined the 
nomination for the presidency which he 
has held for the past four terms, was 
succeeded in the office by Theodore 
Deibel, at the annual dinner meeting of 
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Unusual Gems 
Bought and Sold 


STEPHEN VARNI CO. 
580 Fifth Ave. New York, N. Y. 








Coat of Arms Seals 


ENCRUSTER 


BRAUNFELD &@© MEHLMAN 
108 FULTON STREET 
Drilling NEW YORK, N. Y. Gem Cutting 














Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders for Jobbing Stones and a 
Work Carefully and Promptly Fil 








Diamonds 
and 
Diamond Mounted Jewelry 
WHITELAW BROTHERS 


Diamond Importers and Cutters 
48 West 48th St. New York City 











Hundreds of New Model 
Watches Require New 
Model Mainsprings 


We are continually making new 
sizes to supply the demand with 


SANDSTEEL 
CROSSCURVED MAINSPRINGS 
Made in U.S.A. 


WATCH-MOTOR MAINSPRING CO., INC. 


145 Hudson St. New York City 
A Sure Source of Supply 











“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lys (hrislic 4 
A T NEW Y 








CHINESE GEMS CO: 
JADE INC. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 
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RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 

















PATENT YOUR IDEAS 


send a Sketch or Model 
of your invention for 


CONT 
FREE rmerisiay PATENT oheneea| 
. Pat. Off. records searched 
for "ANY Invention or Trade Mark 
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WANT sole representation for the City. 
Watch or Jewelry Manufacturer 
LEO HOFFER 
704 Traction Bldg., Cincinnati, Ohio 


Old established, fine watch repairer, to the 
consumer, in fine building. 














|)E{ RECE—— 


SOLID GOLD CLIP WATCHES 


4 WEST 48TH ST. NEW YORK 








TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 


Write for Price List 
GEDDES & CRAMER 
1118 Chrisler Ave., Schenectady, N. Y 

ervice That Satisfies 








Fine 


WATCH REPAIRING 


Also Watch Movements for 
replacement in odd size cases. 


JOS. HUMAIR 


20 W. 47th St., New York. Tel: BRyant 9-0983 














STOP WATCHES 


Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write for free Catalogue 

No. 


BRENET WATCH CO. 
266 W. 40th St., New York 











DIAL REFINISHING 


WATCH AND CLOCK 


HIGH GRADE EUROPEAN METHOD 
24 Heur Serviee 


Write for Price List 


ROYAL DIAL & REFINISHING CO. | 
116 NASSAU ST. NEW YORK, N. Y. 
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STERLING 





72 K STREET BOSTON. MASS 
























Good fellowship prevailed at the gold- and platinumsmiths’ dinner 


The Associate Jewelers, Inc., of which 
some 110 New York City manufacturers 
of gold and platinum jewelry are mem- 
bers, elected David Schapiro, manufac- 
turer of jewelry findings, 54 W. 21st St., 
New York, president, at the annual din- 
ner, meeting and entertainment, Jan. 6, 
at the Cafe Loyale, Fifth Avenue, New 
York. 

Mr. Schapiro had been secretary for 
the last three years and succeeds Jacques 
Japka, who was introduced by Sydney 
Berman, master of ceremonies. Other 
officers named were: Mr. Berman, first 
vice-president; David Schenker, reelected, 


the Jewelry Designers Guild, Jan. 6, at 
239 W. 48th St. Mr. Williams was 
named _ vice-president. Others elected 
were: William Sherwood, secretary; 
Hugo Frenzke, treasurer, and Harold 
Hanshew and Andrew D’Allesando, trus- 
tees. Business was dispensed with and 
the entire evening was given over to the 
enjoyment of a fine dinner and entertain- 
ment. The next meeting of the guild will 
be held Thursday, Feb. 6, at the Crespi 
Restaurant, W. 48th St. 

Plans for the fifth annual dinner dance 
of the Horological Society of New York 
which will again be held at the Hotel 
McAlpin, Feb. 12, have been completed 
by a committee composed of F. Semon, 
chairman, I. Lemer, M. Aschendorf, B. 
Mellenhof, Henry Morris, Henry Fried, 
A. Lazarus, F. Knoll and J. L. Gruener. 
Many watches and clocks have been do- 
nated as prizes, and as usual favors will 
be given to the ladies. At the regular 
meeting, Jan. 4, John J. Bowman, direc- 
tor of the Bowman ‘Technical School, 
Lancaster, Pa., and vice-president of the 
Horological Institute of America, received 
a certificate of honorary membership and 
explained the methods and program of 
his school. 

Discussion of plans for the four-asso- 
ciation dinner, entertainment and dance, 
April 3, at the Astor Hotel, featured a 
meeting of the Brooklyn Retail Jewelers 
Association, Jan. 19. President Phineas 
Peters suggested an amendment to New 
York’s fair trade law making mandatory 
a differential between the cash and in- 
stallment selling price of retail jewelry, 
through either a carrying charge on the 
latter or a stated discount for cash. Ob- 


jection was made to some_ so-called 
“wholesale” jewelers who have installed 
up-to-date street level fronts, members 


terming this evidence that retail trade is 
being sought by these businesses. Mr. 
Peters commended the vigilance of police 
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second vice-president; Bernard Chalson, 
secretary; Isidore Tenen, reelected, trea. 
surer; Louis Flyer, Harry Herman, Mr. 
Japka, Irving Malden, Theodore Mal- 
kin, Max Miller, Herman Ostrin, Morris 
Rickles, Morris Rubin, Kenneth Schneider 


and Morris Snow, directors, and Tobias 
N. Berger, attorney. 
Mr. Schapiro led a discussion of the 


forthcoming negotiations with the Inter- 
national Jewelry Workers Union over 
renewing the wages and hours contract 
soon to expire. The organization ex. 
pressed approval for the proposed Com- 
mercial Standard governing the marking 
of karat gold articles. 


throughout New York City during the 
Christmas season. The Executive Board 
will cooperate with the Jewelers Vigi- 
lance Committee and the Better Business 
Bureau to control unethical diamond ad- 
vertising during 1938, he said. 

Harry Wittman was elected to succeed 
Louis Cutler as president of the New : 
York Jewelers Benovelent Association, 
Jan. 18, when plans for the 51st anni- 














versary dinner, Feb. 13, at Central Plaza, 
37 MAIDEN LANE 


H. KUR 3 NEW YORK, N. Y. 


BUY DIRECT FROM IMPORTER 


FINISHED BALANCE STAFFS 
for Swiss Watches. Also imitation 
staffs for Elgin, Waltham 
other American watches. 3000 gross 
in stock over 250 different sizes, 
models and lignes. Also STEMS 
for Swiss Watches. 
Per dozen (not less of one kind).. 
Per gross (not less of one kind).. 
ASSORTMENTS of Balance Staffs 
or Stems for either A.S., BULOVA 
or GRUEN Watches, from Baguette 
to 10% ligne. Each assortment con- 
tains 12 different models. 
Assortment * ) eee $1.00 
Aemsrement GF 6 GOGO. 2c ccccccccccccscccces 
CABINET of 144 denen Balance Staffs, 144 
different kinds for Swiss watches or for Swiss 
and American watches, | dozen of cach kind. 
Each size or model in separate, celluloid, 
rust-proof bottles, fitting approximately 200 
DIFFERENT MOVEMENTS. From Baguette 
to 12, 16 size pocket watches. Chart included, 
indicating contents of each bottle. Per as 
ment of {2 gross 
Same assortments, '/2 dozen of each kind...... 
Similar assortments for Swiss watches, ac- 
cording to metric gauge. 144 sizes from 2'/2 
GS EE oa 6i-3ie 05:60 Keo onea ne wee 
HAIRSPRING, assorted from Baguette to 
10% ligne, per doz. 
MAINSPRINGS for Swiss and American 
watches, hand polished, and fully guaranteed. 
For American watches, per dozen............ 
For Swiss watches, per dozen 
COMBINATION No. 381, consisting of 6 
dozen mainsprings for Waltham, Elgin, 
Hamilton, and Illinois watches from Baguette 
to 18 size. 24 different kinds, 3 pieces of 
each. All hand polished, fully guaranteed. 
Assorted strengths from 7 to 21 Jewels, p 
heavy cardboard cabinet. No Job lots. 
Closeouts. Regular Merchandise Only. Refills 
guaranteed at all times $7.20 
Similar assortments put up for Swiss watehes 4.50 


Shipped C.0.D. or against payment in ad- 
vance. Postage Charged. 


$36.00 
20.00 


$20.00 
1.25 
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EACH PIECE A WORK OF ART 
6G. WENZ 


48 West 48th St. New York City 


Antique Rings, Bracelets, Clip and 
Flower Broaches - 
Enamel Work a Specialty 














NAVON & MISRAHI S. A. 
ANTWERP, 26 rue Simons 


Export: Diamonds of all qualities 
Import: Cultured pearls 
Buying Agency at Kobe 
Established in 1911 
Correspondence invited 
References given and required 
Representative for U. S. A. 


SAL GUTWIRTH 


580 FIFTH AVE., NEW YORK 








Irving Munk & Co. 


DIAMOND SETTERS 


WHITE GOLD 
YELLOW GOLD 
anD PLATINUM 


108 Fulton St., N.Y.C. 











Watch and Jewelry Repair Tags, 
Envelopes—with Claim Check and 
others; Ring Size-Cards and In- 


stallment Books 


Printing of all kinds at lowest prices. 
Discount to jobbers. 


SUPREME TAG CO. 


1107 Broadway, 
New York, N. Y. 








We Solve Repair Problems! 
* Jewelers 
* Silversmiths 


Order Work ¢ Platers 


GUARANTEE REPAIR & PLATING SERVICE 


“25 Years’ Practical Experience” 
71 Nassau St. 





Specializing Traveling and Boudoir Clocks 
Also complete Leather Case Service 
110 West 40th St. ae New York 
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Parts Replaced | 


New York City | 


111 Second Ave., were announced by| 
Adolph Pusrin, general chairman. Others} 
named to office were: George J. Knapp. 
vice-president; Max Cutler, treasurer; 
Harry Lewis, financial secretary; Arthur 
Bergman, recording secretary; Eli Isaac-| 
son, sergeant-at-arms; Louis Cutler, hon-| 


orary president; Hyman Dubrowin, Man-| 
hattan and Bronx, and Max Pruzansky,| 
Brooklyn and Queens chairmen of sick! 
and distress; Jesse Rothman, chairman} 
of by-law committee; Adolph Pusrin, en-| 
tertainment chairman; Dave Weinberg, | 
membership chairman, and Joseph Gold- 
man, Max Wolf and Rudolph Belivan.,| 
trustees. | 

Charles Navis, formerly with the Louis| 
Watch Co., is now connected with the} 
Lord Watch Co., 48 West 48th St. 

I. Goldstein of M. & I. Goldstein, dia-| 
mond importers at 48 W. 48th St., sailed | 
Dec. 26, aboard the Normandie, on a} 
purchasing trip to Antwerp and Amster-| 
dam. 

Benjamin M. Rodman, of S. Rodman 
Sons, watch importers at 64 W. 48th St., 
New York, sailed for Switzerland, Jan. 
15, aboard the Ile de France, for a month} 
of business and vacation. | 


Joseph Humair, for 18 years head| 
watchmaker for Henry Freud & Bros., and 
successors, the Paul Vallette Watch Co..,| 
has embarked in business for himself with| 
offices on the 15th floor at 20 W. 47th St.| 


Charles Lasker, manufacturer of plati-| 
num jewelry, has associated with Moe D.| 
Fishman, for six years with the La France 
Jewelry Shop, under the firm name of 
Fishman & Lasker. Platinum rings, watch 
cases and attachments will be manufac-| 
tured on the 13th floor at 106 Fulton St. 

Byron L. Shinn, secretary to the Na- 
tional Jewelers Board of Trade from 1928 
to 1933, has formed a partnership for 
the general practice of law with Vincent 
P. Downey, Aaron Lipper, and Walter J. 
Keeley, operating under the name of 
Downey, Lipper, Shinn & Keeley, with| 
offices at 527 Fifth Ave. 

A. D. Leveridge, diamond importer, | 
who was incapacitated since early De-| 
cember when he suffered a fractured leg, | 
has recovered and is now making a| 
western sales trip. His son, Don R.| 
Leveridge, representing his _ interests| 
abroad writes that fine goods are still 
scarce and demand the same high prices. 

Dave Stocker, of the Jacques Kreisler 
Sales Corp., 136 W. 52nd St., New York, | 
is now covering the nine western states) 
formerly covered by Philip Paul, who 
has been transferred to the Southeast.| 
Leonard Lees is now covering Texas,! 
Oklahoma, Kansas, Colorado and New| 
Mexico. Henry I. Cohen has added) 
Milwaukee to his list and Julius Hoch-| 
man is now visiting eastern Pennsylvania. | 

Roger Cannon, member of the firm of| 
Koke Slaudt & Co., Inc., Los Angeles, 
Cal., which represents the Raymond 
Watch Co. and Raymond Abrams, both! 
of 551 Fifth Ave., on the West Coast, is 
leaving for the West in the next few days 
with the complete new line after spending} 
a couple of weeks here. Meyer Wolf, | 
recently appointed southern representa-| 
tive of these two firms, is now making) 
a business tour. Raymond Abrahams.| 
creators of distinctive platinum diamond | 
jewelry, and The Raymond Watch Co..,} 
are entering the Chicago trade area for| 
the first time, with offices 2t 15111 Mer-| 
chandise Mart. The services of Harry 
A. Neville have been secured to repre- 
sent these firms throughout the entire 
Middle West. 





| 
| 
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PRECIOUS, SYNTHETIC 7 
and Imitation Stones 

Jobbing Stones Our Specialty 

Expert Pearl and Bead Stringing 


LOMO NOVELTY CO. 


Unquestioned Reliability 
10 W. 47th ST. NEW YORK, N. Y. 














"MINERVA" 
STOP WATCHES 


Specialist in Repairs—Timers and 
Complicated 


Sole U. S. Agent 


M. DUCOMMUN 


580 FIFTH AVE., NEW YORK 








GOLD 


SILVER 
PLATING 


Silverwa Repaired 


Equal to NE 
Removing of Engravings 


WM. HERTEL & €0., Inc. 
Silversmiths & Platers 
17 W. 45th S#. 
New York City 
“*18 years at the same 

address” 





(Before) 





(After) 



















An Alloy 
Especially Made for 


PRESSURE & CENTRIFUGAL 
CASTING 
YELLOW GOLD — ALL KARATS 


H. HENRICH, Inc. 


Fine Gold Alioys—Since 1879 
64 FULTON STREET, NEW YORK, N. Y. 























SURE WAY TO INCREASE SALES 
Stock up with imported 


CUCKOO CLOCKS<, 


Mantelpiece, Wall and 
Grandfather Clocks 
Write for New Price List 
FRANK KAUFFMANN 

IMPORTER 2 
1485 Third Ave.,NewYork City 4% 







































BYARD F. BROGAN 


Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 











ORDER YOUR 
TELECHRON and REVERE 


Electric Clocks 
SETH THOMAS CLOCKS 


WESTCLOX PRODUCTS 
MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From authorized Distributors 
JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 42 years) 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


\{ Broad and Somerset Streets 
' PHILADELPHIA, PA. 











ELGIN & CYMA 


WATCHES 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
‘“‘Wholesale Distributors tothe Trade” 














ZIRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 2!4,3,(274.8T: 


PHILADELPHIA 














EMPIRE 


SMELTING & REFINING CO. 


JOIN THE RANKS OF OUR 
SATISFIED CUSTOMERS. IT PAYS. 


COLD — SILVER — PLATINUM 
713 SANSOM ST. 


PHILADELPHIA 








MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 

= Engravers, Jewelers 
Write for free book ‘“‘Your Future and Our School.” 
JOHN J. BOWMAN, Director © 
Bowman Bldg., Lancaster, Pa. 




















PHILADELPHIA: 


Sol Sickles, of M. Sickles & Son, Inc., 
904 Chestnut St., left early in January 
for a Florida vacation. 

Jerome D. Atlas, of D. Atlas & Co., 
721 Sansom St., is now representing the 
Lathan Watch Co. in this territory. 

Benjamin Nemirofsky, of 129 S. 8th 
St., left Jan. 4 from New York for a trip 
to the Antwerp diamond markets. 

Roy S. Humbert, of Alfred Humbert 
& Son, 117 S. 10th St., will leave in Feb- 
ruary for a vacation trip of several weeks 
in Florida. 

Philip Kind, of S. Kind & Son, Inc., 
1110 Chestnut St., returned in January 
after. a 12-day cruise aboard the Borin- 
quen to Puerto Rico and San Domingo. 

Michael Orloff, of the House of Milner, 
Inc., 706 Sansom St., will resume his 
activities as a salesman in the Philadel- 
phia district for his firm during February. 

D. W. Douglass, of Fulmer & Gibbons, 
Inc., 117 S. 10th St., left last month for 
a trip through Florida and the South 
and is expected to return in February. 

Frank Goshen of the adjustment de- 
partment, and Frank Brown, of the regis- 
ter department, of Bailey, Banks & Biddle 
Co., Inc., have been ill at their respective 
homes for the past six weeks. 

Oscar Kind, Jr., Herbert C. Wendler 
and Frank D. Huder, of S. Kind & Son, 
Inc., were among jewelers of this city 
who attended the dinner of the 24 Karat 
Club at the Waldorf-Astoria Hotel, New 
York, Jan. 15. 

L. G. Balfour, president of the L. G. 
Balfour Co., Attleboro, Mass., was sched- 
uled to be among the guests last month at 
a dinner of the University of Pennsyl- 
vania chapter of Sigma Chi, in the Ben- 
jamin Franklin Hotel. 

Plans for moving into their new quar- 
ters on Chestnut Street at Broad on or 
before April 15, instead of May 1, as 
first proposed, were announced by S. Kind 
& Son, Inc. Renovations and alterations, 
begun four months ago, have advanced 
ahead of schedule, it was announced. 

Vincent Hubert, of the Chicago office 
of George H. Fuller Sons & Co., Inc., 
visited several Philadelphia firms on his 
way back from the South this month. 
Among other visitors was William 
Trilsch, of Oscar Trilsch Company, of 
Whitestone, L. I., who stopped in the city 
with his family on returning from Florida. 

Samuel Lesse, head of the firm of S. 
Lesse & Sons, Inc., wholesale jewelers, 
8th and Chestnut Sts., died Jan. 20 after 
several weeks’ illness with a heart ail- 
ment. He is survived by five sons, 
Charles, Israel, Harry and William 
Lesse, who are associated with the firm, 
and Dr. Solomon Lesse; by two daughters, 
Pearl and Ruth Lesse, and by his widow, 
Mrs. Clara Lesse. Funeral services were 
held Jan. 21. 

A display of school and fraternity jew- 
elry has been scheduled by the L. G. Bal- 
four Company at the National Educa- 
tional Association Convention in Atlantic. 
City the latter part of February. Com- 
pany representatives who will have charge 
of the exhibit are to include Walter G. 
Allen, of Philadelphia; Henry A. Nevin, 
vice-president of the company; Allan 
Huber, of New York; Steven O. Ford, of 
Washington, D. C., and Walker Pfarr, of 
New York. 

The January issue of this journal con- 
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tained a note about a young man who wa; 
held without bail for further hearing on 
a charge of being responsible for a serie 
of jewelry thefts. Held with him op , 
charge of receiving stolen goods wa; 
Simha Glusman, a jeweler on Alleghany 
Ave., near Jasper St. At a subsequent 
hearing Mr. Glusman was absolved of 
all charges of receiving stolen goods and 
at the hearing there were no reflections 
made about his honesty or fair dealing. 

W. Merritt Hurlburt, of H. O. Hur. 
burt & Sons, 817 Chestnut St., will sajj 
Feb. 5 from New York aboard the Cont 
di Savoia for a six weeks’ trip through 
Italy, Switzerland, Holland and other 
European countries. R. S. Fragin, of the 
same firm, spent two weeks last month 
in New Orleans, La., and Louis Klink, 
of the same firm, returned last month 
after spending two weeks in Miami, Fla, 
Max Goldstein, also of that firm, will 
sail Jan. 27 from New York on. the 
Washington for a two weeks’ trip to the 
West Indies. 

Three members of the Sansom Street 
Business Men’s Association attended a 
special business meeting of the United 
Business Men’s Association of Philadel- 
phia Jan. 20 and endorsed the plan of 
the latter organization to advocate or- 
ganization of smaller business men 
throughout the country. They also en- 
dorsed the move-to bring the problems 
of the smaller business man to the atten- 
tion of President Roosevelt. The jewelers 
who attended the session were Joseph 
Costello, president; Samuel Lashof, vice- 
president, and Harry Gordon, a director. 

Although she died Jan. 1, 1937, the 
will of Mrs. Louise Kibele, who con- 
ducted a jewelry business for many years 
on Sansom St., was settled only last month 
when Judge Allen M. Stearns of Orphans’ 
Court authorized the executors to comply 
with the unusual terms of her last testa- 
ment. The will specified that $28,000 of 
her $29,000 estate be used to erect a 
mausoleum in her honor in Holy Sepulchre 
Cemetery, Montgomery County. Mrs. 
Kibele was the widow of Camille 
Kibele, who conducted the jewelry firm 
for nearly 40 years and whose father 
was one of the pioneer business men on 
Sansom St.’s “Jewelers’ Row.” 

Members of the staffs of Bailey, Banks 
& Biddle Co., Inc., 1218 Chestnut St. 
and J. E. Caldwell & Co., Inc., Chestnut 
and Juniper Sts., will compete in Feb- 
ruary or March in their annual bowling 
tournament for the Moulton Trophy, of- 
fered by the Gorham Mfg. Co. Bailey, 
Banks & Biddle bowlers won the first 
tournament, held in 1936, while the Cald- 
well store was victorious last year. The 
store winning three of the annual matches 
will become permanent holder of the 
trophy. Arrangements for a total of nine 
games by five-man teams are being com- 
pleted by Albert Harkness for Bailey, 
Banks & Biddle, and by Joseph Rhodes, 
of Caldwell’s. 











NATIONAL WATCH REPAIRING 
COMPANY 


Rendering Prompt and Efficient Service to 
a Discriminating Clientele all over U.S. 


Send for Special Price List 
727 SANSOM ST., PHILADELPHIA, PA 
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PROVIDENCE: 


Cook, Dunbar, Smith Co., Inc., are 
making alteration and improvements at 
their plant, 85 Sprague St. al 

The T. W. Lind Co. of this city an- 
nounces Charles J. Alcan, of §21 W. 
Monroe St., as its representative in Chi- 


0. 
i G. Balfour, of the L. G. Balfour 
Co., Inc. Attleboro, was recently elected 
a director of the First National Bank of 
that city. 

Edward Mason, for many years asso- 
ciated with the jewelry industry in the 
Attleboros, observed his 86th birthday 
Dec. 21. 

While some jewelry manufacturers are 
operating rather quietly at present, most 
report a “satisfactory” business and some 
are exceptionally busy. 

Whittier & Tanner, Inc., retail jewel- 
ers, have removed from 335 Westminster 
St. to the Woolworth Building, 187 West- 
minster St., Room 202. 

At the sixtieth annual meeting of Adel- 
phi Lodge of Masons Jan. 4, Alfred B. 
Lemon, president-treasurer of E. L. Logee 
Co, Inc, and The Trophy Co., was 
elected senior deacon. 

A second story thief invaded the home 
of Bernard Boas, president of James A. 
Foster Co., Inc., 67 Dorrance St., Dec. 28 
and stole jewelry valued at more than 
$2,000 belonging to Mrs. Boas. 

A meeting of manufacturers was held 
in the Providence-Biltmore Hotel Jan. 18 
preliminary to the general conference in 
New York on Jan. 27 to consider the pro- 
posed commercial standard for marking 
karat gold articles. 

Plans are being completed for the an- 
nual dinner of the New England Manu- 
facturing Jewelers’ & Silversmiths’ Asso- 
ciation which will be held at the Provi- 
dence-Biltmore Hotel on Saturday eve- 
ning, Feb. 19. Dr. Glenn Frank has been 
engaged as the principal speaker. 

James W. Shea, for more than 50 years 
an employe of the Gorham Mfg. Co., was 
retired on pension Dec. 31. He was em- 
ployed in the ecclesiastical department, 
making and installing altar rails, pulpits, 
tabernacle doors, tablets and chandeliers 
in many of the largest churches in nearly 
every State in the Union. : 

Many of the jewelry manufacturers in 
Attleboro were active in the promotion 
of a dinner recently held in that city in 
celebration of the 20th annual meeting of 
the Attleboro Chamber of Commerce. 
Gov. Hurley, of Massachusetts, spoke and 
Harold E. Sweet, of R. F. Simmons Co., 
was toastmaster. 

President Frederick A. Ballou, Jr., of 
the Jewelers’ Board of Trade, and Ed- 
ward O. Otis, Jr., executive secretary of 
the New England Manufacturing Jewel- 
ers’ & Silversmiths’ Association, were 
among those from Providence who at- 
tended the luncheon meeting of the Jewel- 
ers’ Publicity Committee in New York 
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Jan. 15. Mr. Otis conveyed the official 
information that the New England Man- 
ufacturing Jewelers’ & Silversmiths’ As- 
sociation would cooperate in the work of 
the Jewelers’ Publicity Committee and 
would raise a proportional amount in this 
locality to further the committee’s work. 
Mr. Ballou is a member of the executive 
committee of the Jewelers’ Publicity Com- 
mittee and is also vice-president of the 
New England Manufacturing Jewelers’ 
& Silversmiths’ Association. 





Pioneer Jewelry Findings Makers 
Enter 80th Anniversary Year 


PawtuckeT, R. I—Geo. H. Fuller & 
Son Co. is celebrating its 80th anniver- 
sary as a manufacturer of jewelry find- 
ings. The first small factory was started 
in 1858 by George H. Fuller, who acted 
in every capacity from worker at the 
bench to manager of the business and 
traveling representative. 

Charles H. Fuller, his son, following 
in his father’s footsteps, was ready to take 


over the business at the latter’s death. He | 


placed men from the factory in respon- 
sible posts, F. L. Jackson becoming super- 
intendent and Charles H. Butts, now 62 
years with the company, becoming a trav- 
eling salesman in the New England ter- 
ritory. 


After enlarging factory facilities sev- | 


eral times, an office was opened in Chi- 
cago in the early 90’s with John H. 
Mathers in charge and C. Arthur Lund- 
quist as assistant. In 1918 Mr. Mathers 
retired and Mr. Lundquist became mana- 
ger, and is now one of the directors of 
the company. 

Forty-five years ago William A. Lamb 
was appointed missionary extraordinary 
and still covers the entire country in that 
capacity. In addition to those named, the 
business is now being successfully offi- 
cered and managed by Frank A. Ward, 
Tr., president and treasurer; William L. 
Little, vice-president and manager of the 
New York office, and Otto C. Hanisch, 
secretary. 


Bigelow-Kennard Co., of Boston, Is 
Successfully Reorganized 


Boston—Men long associated with the 
old-established retail jewelry firm of 
Bigelow-Kennard Co., Inc., 10 West St., 
have become active in its management, 
as the result of a reorganization a short 
time ago. Frank E. Folsom, 47 years with 

» the company, is president; Ira Rowe is 
treasurer and general manager, and Leo 
C. Graham is assistant treasurer. This 
noted firm, re-established in 1830 by John 
Bigelow, has become newly financed, with 
the Bigelow family retaining stock in- 
terest. It is stocked with merchandise of 
the highest order, including besides com- 
plete jewelry lines, lamps from France 
and the Orient. 





WALTHAM, Mass.—A Christmas bonus 
of $73.56 was paid to each of the 2000 
employes of the Waltham Watch Co. who 
had heen with the company for at least 
a year. The total bonus approximated 
$154,000. During 1937 the company dis- 
tributed bonuses totaling $151.92 to each 
of its employes who had at least a year’s 
service. 
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“SUPER-SERVICE” 

ROLLING MILLS 
reduce production costs to meet 
present day competition. 

We manufacture a complete 


line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
















REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping 
A superior polish— made by siiver- 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. S. — 
jeweler receiving full 100% profit. 
REED & BARTON - Taunton, Mass. 








250 Sterling Charms ta Wlustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 











MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 
Fer further information address: 


Administrative Office 
1112 BOYLSTON STREET 


Boston, Massachusetts 











FP 


ANCHESTER 
SILVER COMPANY 


Ri f LAND 
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] WHERE TO BUY 








GRAU & HUBER 


Manufacturing Jewelers 
Diamond Setting 
Special Order Work 
Watch and Jewelry Repairing 
Engraving and Carving 
Of All Kinds 
Founded 1918 


416 CLARK BUILDING 
PITTSBURGH, PA. 
Telephone: ATiantie 1465 











HEEREN & CO. 


SPECIAL ORDER WORK 


GOLD & SILVER 


PLATING 
JEWELRY REPAIRING 


New Location 
603 Manufacturers Bidg. 
530 Duquesne Way, Pittsburgh, Pa. 


| 


| 


| 











FOR DELIVERY IN MARCH 


“TALISMAN” 


A STRIKING NEW PATTERN 
BY WM. ROGERS AND SON 
NEW CHESTS 
NEW SALES IDEAS 
WRITE US 


WE ARE ACCEPTING ORDERS 
FOR EARLY DELIVERY ON 


““SHAVEMASTER ” 


THE ELECTRIC SHAVER BUILT BY 
“SUNBEAM.” NEW IN PRINCIPLE AND 
PERFORMANCE. 


ORDER NOW 


WE DISTRIBUTE 
ELGIN and WALTHAM 
WESTCLOX 
SETH THOMAS 
INGERSOLL 
KADETTE RADIOS 


THE 


SAMUEL WEINHAUS 


COMPANY 


720-722 PENN AVENUE 
PITTSBURGH, PA. 























| Manufacturers Bldg., 
| volume of business during 1937 although 


PITTSBURGH: 


Cc. G. Hall of Hall Bros. Company, 
Clark Bldg., and Mrs. Hall are sojourn- 
ing at Tucson, Ariz. 

George A. Spies of the W. G. Spies 
Company, Steubenville, Ohio, jewelers, is 
vacationing in Florida. 

Wm. L. Rose, wholesale jeweler, Clark 
Bldg., reports a satisfactory holiday trade 
and the outlook as encouraging. 

Carl Proessler, head of C. Proessler & 
Son Co., fixture manufacturers, has re- 
turned from a vacation in Florida. 

Bert Biggard of Biggard & Co., Inc., 
who has been ill with pneumonia, has 
gone to Florida for an extended rest. 

F. A. Huber, of Grau & Huber, manu- 
facturing jewelers, Clark Bldg., reports 
that they were flooded with business 
Christmas week. 

Sneak thieves smashed a display win- 
dow in the jewelry store of L. Schmidt, 
728 Braddock Ave., recently and escaped 
with several watches. 

C. G. Mortimer of Heeren & Coa., 
reports a goodly 


somewhat quiet at present. 

Bauer & Miutschler, manufacturing 
jewelers in the Clark Bldg., report that 
the last eight months of 1937 showed a 
15 to 20 per cent increase. 

Herbert Haase, Clark Bldg., whole- 
saler of diamonds and mountings, reports 
a 30 per cent increase in business during 
1937 over the previous year. 


S. C. Sindell, Pittsburgh manager for | 
the Kirk-Rich Dial Corp. of Chicago, is | 


making an extended business tour through 
the South. He will return about March 1. 

Miss Mary Melinda Roberts, a daugh- 
ter of Mr. and Mrs. J. Loughrey Roberts, 
is. registered at King Smith’s Studio 
School, Washington, D. C., where she is 
taking a special course in’ design. 

-Emanuel De Roy, manager of the 
Johnstown, Pa., store for S. H. De Roy, 
and Mrs. De Roy, were scheduled to sail 
Jan. 21 on the Pilsudsky on a West Indies 
cruise. Enroute they will visit friends 
in Jamaica. 


Among recent out-of-town buyers, call- | 


ing upon local wholesale jewelry houses, 
were noted: R. M. Brown, Morgantown, 
W. Va.; J. H. Luxenberg, Indiana, Pa.; 
Samuel Posin, Wheeling, W. Va., and 
Abe Levinson, Charleroi, Pa. 


Landaw Bros., watch material whole- | 


salers, Clark — Bldg., 
modeling their place of business 
making other improvements. Harry Lan- 


contemplate _ re- 


daw of the firm is confident that busi- | 


ness will improve as the year progresses. 
W. S. Bickart, Pittsburgh district man- 


| ager for the I. Ollendorf Co., Clark Bldg., | 
| suffered two broken legs and a broken | 
nose Christmas eve when he was run | 
down by an automobile near his home. | 
| He is recuperating in the Montefiore Hos- | 
| pital. 


Mrs. Ann Goldsmith, widow of Irving 


| Goldsmith, and Frank Wastek, who have 


been doing business as Goldsmith & 


| Wastek, manufacturing jewelers, in the 
Clark building, have dissolved partner- | 
ship. Mr. Wastek is continuing the busi- | 
| ness in his own name. 
Louis W. Corbin, Henry Brook§ and | 
| Ray Menner of Samuel Weinhaus Co., | 
| Inc., William Grafner and Edward Stein 

| of Grafner Bros., and Martin Schulheer | 
| and L. Thompson of Biggard & Co., Inc., | 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 











WATCH MATERIALS 
JEWELRY SUPPLIES 
* 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


406-7 Clark Building Pittsburgh, Pa. 














C. F. HILLEGAS 


Expert Jewelry Engraving 
Ring Carving and Designing 


418A Clark Bidg., Pittsburgh, Pa. 








and | 








GOLD and SILVER 


Scrap and Wastes 
PUIRCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 
* 


GOLD, SILVER, PLATINUM, altoys 
and KARAT GOLDS, etc., furnished. 

















“VEIRNON-BENSHOFIE CO. 


Clark Building Pittsburgh, Pa. 
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attended the International Silver Co. sales 
conference in Cleveland, Jan. 5. 

Pittsburgh was well represented at the 
annual banquet of the 24 Karat Club in 
New York, Jan. 15. Among those at- 
tending were: Emanuel Grafner, Grafner 
Bros.; Emil Freyer, Samuel Winhaus Co., 
Inc.; Paul S. Hardy, Hardy & Hayes Co., 
Inc.; Gus Bastheim, Henry Wilkens & 
Co., Inc., and D. F. Walton of W. W. 
Wattles & Sons Co., Inc. 

Mark Perelman of the J. F. Perelman 
Co., Youngstown, Ohio, who was married 
last November, has returned from a de- 
layed honeymoon in the East. Mrs. Perel- 
man is a daughter of Joseph Myers, 
Kaufmann Department Store executive, 
and Mr. Perelman is manager of the 
Youngstown store. The Perelman Co. 
also operates stores in Wheeling, W. Va., 
and New Castle, Pa. 

Frederick C. Clayter, instructor in the 
department of painting and design at the 
Carnegie Institute of Technology, Col- 
lege of Fine Arts, recently completed an 
$1,800 intercollegiate loving cup trophy 
which City Council in Pittsburgh awarded 
to the University of Pittsburgh football 
team. Pitt took the trophy by virtue of 
victories over Carnegie Tech and Du- 
quesne University. A jasper football is 
embedded in the handle of the cup’s lid. 

John M. Roberts, III, of John M. 
Roberts & Sons Co., Inc., has been con- 
fined to his home by illness since the 
week before Christmas. Six other asso- 
ciates in the Roberts organization were 
also absent by reason of accidents or 
illness just prior to the final Christmas 
rush. Notwithstanding, J. Loughrey 
Roberts says the firm managed to get 
through in good shape with the help of 
37 additional employees who were 
brought in at the peak of the Christmas 
rush. 

Glenn Keating, a son of Francis A. 
Keating, and secretary of Grogan Co., 
Inc., reports that business during 1937 
was better each month than during the 
corresponding month of the previous year, 
with the exception of December, which 
was off about 20 per cent. The many 
friends of Francis A. Keating, president 
of the company, who has been ill, will be 
interested to learn of his improvement 
and that he may be permitted to return 
to his office for a brief time this month. 





POTTSVILLE FIRM’S 90TH 


POTTSVILLE, PA—The oldest business 
house in Schuylkill County, Robert C. 
Green’s Son, is celebrating its 90th anni- 
versary. The “Green Gift Shop,” a de- 
partment bright with new ideas and 
beauty which was added in 1927, has 
become an important adjunct of the busi- 
ness. Policies of one fair price to all and 
satisfaction to every buyer were an- 
nounced by the founder, Robert C. Green, 
in 1847, and stressed through the years 
by Robert C. Green, II, his successor, and 
the present management of William C. 
Green. 


HAWKES CRYSTAL FOR WHITE HOUSE 


CorninG, N. Y.—T. G. Hawkes & Co. 
has been commissioned to cut and engrave 
table crystal ware for the White House. 
An order has been received for 10 dozen 
each of goblets, tall sherbets, finger bowls 
and other glassware in the Waterford 
pattern. This is the fourth time the com- 
pany has been so chosen; the first time 
was in the administration of Benjamin 
Harrison. 
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JEWELRY REPAIRING 


DIAMOND SETTING @ DESIGNING 
SPECIAL ORDER WORK 


BAUER & MUTSCHLER 


405 Clark Bldg., Pittsburgh, Pa. ATlantic 2836 























DIAMOND SETTING 
JEWELRY REPAIRING 
SPECIAL ORDER WORK 


Prompt service and careful attention given to 
| orders. 


TRIANGLE 


JEWELRY MFG.CO. 
602 Clark Bidg., Pittsburgh, Pa. At. 7723 





LANDAY & FINN 
415 Clark Building 


Pittsburgh, Pa. 
Telephone AT. 1650 


WHOLESALE 
JEWELERS 


Exclusively 
General Line of Jewelry 


Featuring SIMMONS 


Line Extensively 



































TO THE JEWELRY TRADE: 


We're # j 
Lhe SOMY. 
In our advertisement on page 91 of the January 1938 issue of the 
JEWELERS’ CIRCULAR-KEYSTONE, there unintentionally appeared 


an erroneous view of the interior of a jewelry store designated as 
that of the William J. Kappel Co., Federal St., Pittsburgh, Pa. 


The illustration in question was actually “that of Busch’s Chicago 
store, which was installed by the American Store Equipment and 
Construction Co., 30 Rockefeller Plaza, New York, N. Y. 

We are presenting herewith the correct view of the William J. Kappel 
Company store, which was installed by C. Proessler & Son Company, 
and hereby apologize to the American Store Equipment and Con- 
struction Company for our mistake in furnishing the wrong engrav- 
ing for our January advertisement. 


C. PROESSLER & SON COMPANY 
1221-1227 PENNSYLVANIA AVE. 


Manufacturers of Jewelry Store Fixtures for Nearly Three-Quarters 
of a Century 


PITTSBURGH, PA. 
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This exquisite Punch Bowl will add charm and cheer 
to all parties. Its simple design blends well with 
any type decoration. 


Set Illustrated $175.00* 


PUNCH BOWL Height Diameter 
Bee ikabiwvgcau aor 8” 13” $65.00* 
Speman bi,” i” 40.00 
ME “esevessrocest 5 v” 25.00 
TRAY 
BD ssveaxsssanasaeneae 16” 85.00* 
rrr 14” 50.00 
EE sccstsvcieciauseree iz” 30.00 
Betsy Patterson Punch Ladle.................. 25.00* 


If your city has no Stieff agency, write for fur- 
ther details TODAY. 


THE STIEFF COMPANY 
BALTIMORE. MD. 





A STRAIGHT LINE is 
the Shortest 
ca Distance between 
Two Points 


THE NEW 
ENGEL 
LINE IS 
a ‘straight line” that 
points the shortest way 
to greatest profits. 


Our men are now on the 
road with our new 1938 





Spring Line—Sparkling with 
new ideas and new mer- 
chandise. 


It will pay you to wait for 
itt! 








WELPY |. JARLLER 
INC. 
BALTIMORE, MD. 























BALTIMORE 


Norman Seidenberg, of C. E. Tribby 
Jewelry Co., Washington, D. C., is spend- 
ing a vacation in Florida. 

Philip Katz and Melvin Erlanger of 
S. & N. Katz, Inc., 105-107 N. Charles 
St., have returned from Florida. 


Alvin Baum and Philip Tishman, of 
Bam’s, Inc., Richmond, Va., have re- 
turned after a trip to New York. 


James H. Levi, president of Leon Levi 
& Co., 316 Lexington St., has returned 
from a short vacation at Atlantic City. 


Mr. and Mrs. Millard Braun have 
returned from a trip to New York and 
Atlantic City. Mr. Braun is a member 
of Samuel J. Braun & Son, 538 N. Gay St. 


The new store of Kibler Dent, Co- 
lumbia, S. C., was opened Jan. 17. The 
management now has one of the most 
attractive jewelry stores in the state and 
is carrying a complete stock of standard 
merchandise. 


Mr. and Mrs. Gerald C. Heller, of the 
Castelberg Jewelry Corp., Park Ave. & 
Lexington St., sailed from New York, 
Jan. 20, for a cruise to the Mediterranean 
aboard the Vulcania. It is the first ex- 
tended vacation that Mr. Heller has taken 
for several years. He is expected back 
within a month. 


Recent visitors to Baltimore on_ busi- 
ness and pleasure trips included Louis 
Green, of the Jewel Box, Fayetteville, 
N. C., Floyd R. Frazee, of Parkersburg, 
W. Va., Mrs. H. Weiman, of Wilming- 
ton, Del., J. S. Kreiger, of Chestertown, 
Md., Mr. and Mrs. Calvin Lomax of E. D. 
Sturmer, Easton, Md., A. C. Lancaster, of 
the S. T. Little Jewelry Co., Cumberland, 
Md. 


Wilson Brady, 108 N. Eutaw St., has 
taken a lease on the larger property at 
106 N. Eutaw St., just next door to his 
present store. Complete renovations and 
rebuilding are now being made so that 
he will have more than twice the space of 
his old store. The site taken over by 
Mr. Brady many years ago was occupied 
by Joseph Castelberg, for many years 
one of the city’s leading jewelers. New 
fixtures, a new and modernistic store front 
and special lighting fixtures will be in- 
stalled. 


Among Southern jewelers attending the 
banquet of the Twenty-four Karat Club 
at the Waldorf-Astoria, New York, were 
Albert Sigmund, of R. Harris & Co., Inc., 
Washington, D. C.; Sidney Selinger, of 
Washington; Jay G. Engel of J. Engel 
& Co., Inc., Baltimore; Ned Cohen, of 
Greensboro, N. C.; Louis Backer, of 
Winston-Salem, N. C.; Mr. Bernstein, of 
Burlington, N. C.; Arthur J. Sundlun, ‘of 
A. Kahn, Inc.; William Wright, of Galt 
& Bro., Inc.; Mr. and Mrs. A. C. Mayer, 
all of Washington; and Emanuel Kohner, 
of Max Kohner, and Harry Baumohl, of 
the U. S. Jewelry Co., Baltimore. 


Miss Zoe Fitzgerald Carey 
became the 
baum, of the jewelry firm of M. Greene- 
baum & Sons, Inc., with stores on Monu- 
ment St. and Howard St. Mr. Greene- 
baum is the son of Mr. and Mrs. Meyer 
Greenebaum, and is a member of the 
Phoenix and Suburban Clubs of Balti- 
more. Miss Carey made her debut to 
Baltimore society eight years ago. She 
is the daughter of the late Mr. and Mrs. 
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recently 











George G. Carey whose respective famj. 
lies have been prominent in Baltimore 
society for many years. Her brother jg 
George G. Carey, of Baltimore, big game 
hunter who directed expeditions in Africg 
and Alaska. Mr. and Mrs. Greenebaym 
spent their honeymoon on a trip to Hay- 
ana and the West Indies. The marriage 
ceremony was performed at Alexandria, 





Rail Journey to Mexico to Feature 
Texas Jewelers’ Convention at 
San Antonio April 21-23 


SAN ANTONIO, TEx.—With a trip by 
train to Mexico as a feature, the 1938 
convention of the Texas R. J. A. is ex- 
pected to be the greatest in the history of 
the association. Plans for the convention 
to be held here on April 21, 22 and 23 
were made at a meeting of the convention 
committee at the Hotel Gunther, here, 
on Jan. 20. This committee is composed 
of R. D. Armstrong, Waco; Sankey Park, 
Bryan; Myron Everts, Dallas; Sam 
Daiches, Corsicana; Ben Schwartz, San 
Antonio; B. L. Turner, Corpus Christi; 
H. E. Dill, Dallas, and R. J. Slagle, 
Houston, president, ex-officio member. 

The trip to some point in Mexico will 
be made at the close of the sessions, on 
Saturday afternoon, April 23. The com- 
mittee is issuing special invitations to the 
convention to Mexican jewelers. 





Atlanta Guild Names New Officers; 
Goes After Newspaper Publicity 


ATLANTA, GA.—Lawrence Holzman, of 
Holzman’s, Inc., was elected president of 
the Atlanta Jewelers’ Guild at the annual 
meeting, Jan. 18. He succeeds: Henry 
Bookout, of J. J. Bookout. Other officers 
elected were C. R. Campbell, of Camp- 
bell Jewelry Co., vice-president; E. A. 
Morgan, treasurer, and L. L. Austin, 
executive secretary. . 

A committee to secure the cooperation 
of the Atlanta newspapers in the presen- 
tation of jewelry style material from the 
Jewelry Publicity Committee was named 
as follows: Benson Freeman, Jr., of 
Myron E. Freeman & Bro., Inc.; Claude 
S. Bennett and Mr. Holzman. 





Dr. S. S. Van Hoy, who owned a 
jewelry store at Campbellsville, Ky., and 
after that in Shelbyville, Ky., died at the 
latter place recently following an opera- 
tion. For some years he had concen- 
trated on its optometrical division. 








bride of Norman Greene- - 


JEWELERS’ SUPPLIES 
Genuine American Watch Material 
Complete line of all Swiss Material 

B.B. Glasses—Flexo U.B.C. 
Tools and Findings 
Westclox Products 
JOHN A. TSCHANTRE 
25 N. Liberty St. Baltimore, Md. 














fi. G. Schult; Company 


— BETTER STERLING HOLLOWWARE — 
TRADE 


er) 


MARK 
423 E. Lombard St. 





Baltimore, Md. 
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and the SOUTH: 


J. Tom Cook Back in Macon After 
3 Years’ Army Service 


Macon, GA—J. Tom Cook, proprietor 
of the Pekor-Cook Jewelry Co., 603 
Cherry St. has returned here after an 
absence of about three years when he 
was on active duty at Fort Oglethorpe, 
Ga. During his absence the store was 
run under his supervision and under the 
management of Mrs. Mae Rainey. He 
is a past president of the Macon R.J.A. 
and of the Georgia R.J.A., and a past 
regional vice-president of A.N.R.J.A. 
Upon his return he was named a vice- 
president of the local jewelers association. 





WHITE BROS. CO. IN 40TH YEAR 


New ORLEANS, La.—White Bros. Co., 
Inc. W. T. White, president, 624 Canal 
St, is entering its 40th year. Full page 
advertisements in white and green pre- 
sented an attractive array of diamonds, 
watches and fine jewelry before Christ- 
mas. 


VIRGINIA HOROLOGISTS MEET 


RicuMonb, Va.—C. B. Marshall, Jr., 
watchmaker with Smith & Williams, 
Richmond, was elected to membership in 
the Horological Association of Virginia, 
at a supper meeting, at Brown’s restau- 
rant, Norfolk, Va., Jan. 4. 





HEADS CHAMBER OF COMMERCE 


Weirton, W. Va—William J. Schen- 
ley, jeweler of Weirton, W. Va., is presi- 
dent of the Weir-Cove Chamber of Com- 
merce for the third time. He recently 
spent a vacation in Europe. 





Harry Zickerman, of Zickerman Bros., 
Inc., 62 W. 47th St., New York, will visit 
the trade in the South and Southwest dur- 
ing February. 





IMPORTERS 
AND DISTRIBUTORS OF 


EASTON 


FULLY GUARANTEED BY US 
——— 


U. S. JEWELRY CO. 
DIAMONDS : WATCHES : JEWELRY 


BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 





FULL LINE OF 
ELGIN WATCHES 


L—_——SESEEeEeE>E>y> 
FOR PROMPT, EFFICIENT SERVICE 


KAPLAN ENGR. & MFG. CO. 
BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 

MFG. JEWELERS DIAMOND SETTERS 
ENGRAVERS 
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DUVAL JEWELRY CO. GIVES $9,000 TO 
EMPLOYES FOR BONUS 


MIAMI, FLA.—Seventy-five persons em- 
ployed in the several stores of the Duval 
Jewelry Co., Inc., Florida retail chain, 
shared in a bonus of over $9,000 which 
was given before Christmas. The bonus 
was on the basis of length of service 
and yearly salary. 





KANSAS CITY WHOLESALERS MOVE 


Kansas City, Mo.—The Woodstock- 
Hoefer Watch and Jewelry Co., Inc., 
wholesalers, having quarters in the Keith 
& Perry Building, 9th and Walnut, since 
1889, will soon move to the ninth floor 








of the Sharp Bldg. 11th and Walnut | 


Sts. 





STORE WIPED OUT BY FIRE" 


ATLANTA, GA.—An early morning fire 
of unknown origin caused a complete 
loss of the fixtures and stock of the Tucker 
Jewelry Co., 70 Forsyth St., the loss 
amounting to several thousand dollars. 





FLAMES DESTROY ABERDEEN STORE 


ABERDEEN, S. C.—Daniell’s Jewelry 
Shop was one of four business establish- 
ments destroyed on Dec. 29, in the worst 
fire on record for this city. 





William F. Wahle, formerly with Car- 
tier, Inc., in New York, is manager of 
the jewelry store recently opened in 
Richmond, Va., by Thalhimer’s. 


Maiden Lane Outing Club to Hold 
Beefsteak Supper Feb. 24 


With the Coconut Grove show as the 
feature of an entertainment program 
and a pound steak in store for everyone, 
the annual winter outing of the Maiden 
Lane Outing Club, on Thursday night, 
Feb. 24, on the 27th and 28th floors of 
the Park Central Hotel, New York, 
promises to be the best-attended affair of 
this sort ever held by the club. Jerome 
L. Grant, secretary, has had the coopera- 
tion of Al Betz, Charles Parker, Howard 
H. Hetherington, Sam Cohen, Ben Biffar 





-and Robert Quayle, in arranging the 


affair. 





SOFT PLATINUM DOWN TO $36 


Soft platinum dropped two dollars in 
the last month, fromm $38 to $36, where it 
was quoted on Jan. 26. 

Quotations of that date were: 
Stay SAE ea ae ii ant $36.00 





Containing 5% iridium ...........0.. 38.25 
Containing 10% iridium .............. 40.50 
RSME waucatecceece domentureeaiuies 75.00 
WON wudijacewucneuaeeKenvebaane 24.50 
SILVER PRICES 
London New York 
Spot O ficial 

Penne Bo icccaveeweees 19 9/16 44% 
Me ES cavaneranenxne 19 15/16 44% 
PE SP <6 cscs cee eua 20 3/8 44% 
We BP ck catcannaces 20 1/8 44% 





J. Japka, having been relieved of his 
heavy duties as president of the Asso- 
ciated Jewelers will now represent his 
company, the La France Jewelry Shop, 
Inc., platinum jewelry manufacturers, 64 
Fulton St., in New York. 
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Nose 


The Baltimore Rose is 
a true rose design, not 
in name only. Com- 
pare weights, sizes and 
prices. 


We make odd pieces 
and special work 
made to order. 









The 
SCHOFIELD 
COMPANY 


Silversmiths 


Established 
1871 
331 Charles St. 


BALTIMORE 
MARYLAND 





SPECIAL ORDER WORK 
REPAIRING 
GOLD AND RHODIUM 
PLATING 


We specialize in College Jewelry 
—Rings, Pins, Belts and Buckles 


Jenkins 


20 W. REDWOOD STREET 
BALTIMORE, MD. 


Konnmn 
“UNahaalh 


104-106 WEST 

FAYETTE STREET 
BALTIMORE, MD. 

“AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 


ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
®@ JEWELRY ® 
s HOPKINS PLACE, BALTIMORE, MD. 


































































SIMON BROS. 


Watch Repairers for the better 
trade since 1910. 

References from best concerns in 
the trade. 


5 S. WABASH AVE. CHICAGO 








Wren You THINK OF 


FINDINGS 


THINK OF 


FULLER 








ORDER FROM YOUR JOBBER 


Srcomparable 


DINARY WORK 


BECKER-HECKMAN CO. 
29 E. Madison St. CHICAGO, ILL. 


USE 


NEWALL 
“Quality” Findings 


Wholesaler has them. 








Your 








CENTRAL WATCH CO. 


WATCH REPAIRING 
for the Trade 


Best Workmanship at Lowest Prices 
Prompt Service 


5 South Wabash Ave. Chicago, IIl. 











Ez, | SILVERWARE |. 








SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 















GENUINE 
Bohemian Garnet 
Jewelry 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 






















DRESS-UP WINDOWS 

With New Valances, 

Background Drapes 
INEXPENSIVE 


Send sizes with sketch. 
Give Color for samples. 


ESTIMATE, 
NO OBLIGATION 
Camden Artcraft Co. 


160 N. Wells 
CHICAGO 








CHICAGO: 


Arnold Price, credit manager of The 
Ball Co., Inc., transacted business in 
New York last month. 

Al Long, Denver manager for A. C. 
Becken Co., Inc., visited the home office 
and his many friends in Chicago last 
month. 

Roy Lowenthal and George Weidbusch, 
sales representatives for Manheimer 
Watch Co., Inc., vacationed in Florida 
last month. 

Reg. Coulson, Winnipeg, Canada, man- 
ager of the Canadian Ball Watch Co., 
visited the offices of the Ball Co., Inc., in 
Chicago last month. 

H. W. Hall, wholesaler in Sydney, 
New South Wales, visited Chicago last 
month while making a business and plea- 
sure trip in this country. 

Harry E. Stout, of Springfield, IIl., vis- 
ited in Chicago last month as he returned 
home after visiting his son who is attend- 
ing school in Wisconsin. 

Thomas G. McMahon, of Thos. J. Dee 
& Co., Inc., spent most of January in 
California visiting his family who are 
spending the winter there. 

Wm. L. Little, vice-president and man- 
ager of the New York office of Geo. H. 
Fuller & Son Co., Inc., spent several days 
at the Chicago office recently. 

Joe Byrne, of Byrne-Duff Jewelry Co., 
Inc., wholesalers of Omaha, spent several 
days in Chicago during the early part of 
January. He was accompanied by Mrs. 
Byrne. 

William Lambrecht, of Wm. Lambrecht 
& Son, 1958 Milwaukee Ave., spent a few 
weeks vacation following the holidays at 
Hot Springs, Ark., accompanied by his 
family. 

Edward R. Tyler, auctioneer, 6237 
Champlain Ave., returned last month 
from Mansfield, Ohio, where he con- 
ducted a close out sale of the Wm. J. 
Them jewelry store, 18 N. Diamond St. 

Hugo A. Johnson, who came from the 
home office of Lunt Silversmiths to be 
associated with the Chicago office last 
fall, removed his family to this city re- 
cently and will call on the trade in the 
northwest territory. 

George J. Fischer, representing M. 
Fred Hirsch Co., Inc., Jersey City, visited 
the trade and his friends here last month. 
Mr. Fischer says the new retail business 
in which he is interested, Brumer-Fischer 
Co., Clinton, Ia., opened last year has 
been very successful. 

Mrs. Anna Clugston, 74, died on Jan. 
4 at her home, 607 Wrightwood, after 
a long illness. Mrs. Clugston was the 
wife of Alexander R. Clugston, who is 
well known in the trade through associa- 
tion with some of the larger watch com- 
panies and for several years has operated 
a watch repair business at 31 N. State 
St. Beside her husband she is survived 
by two sons, Roy and John. 

James V. Hindmarch, long experienced 
in the watch business, has joined the sales 
force of A. Hirsch Co., Inc., and will call 
on trade in Indiana, Ohio and Michigan. 
A. Hirsch Co., distributors of American 
watches, are celebrating this year the 60th 
anniversary of the successful operation 
of their business under a_ continuous 
family management. The business was 
founded by the father of Herman Hirsch, 
vice-president of the company. W. A. 
Kaufman is president. 
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Believing that his experience gained as 
president of the Church Club of Chicago 
and of Westmoreland Golf Club would 
serve him .well, Maj. John Tull Mont. 
gomery was unanimously elected president 
of the Chicago Jewelers Club at the ap. 
nual dinner and meeting held in the clyb 
rooms the night of Jan. 18. Other of. 
ficers elected to serve during the year 
are: Vice-president, Charles G. Brown: 
treasurer, R. Shell Hulbert; secretary, 
Louis Goldman. During a brief business 
session a resolution was adopted recom. 
mending to the directors that the mem. 
bership be increased from 110 to 125 mem- 
bers. There is a large waiting list at 
this time. ‘The treasurer reported a bal- 
ance of about $2500 on Jan. 1. A hand- 
some desk set was presented to Thomas 
G. McMahon in recognition of his ser- 
vices in the organization of the club and 
his term as president. Many members 
remained until a late hour enjoying the 
entertainment features provided by the 
club. 





Auto Collision Unique in 
Annals of Jewelry Trade 
Is Fatal to G. G. Gubbins 


Cuicaco—George G. Gubbins, 74, who 
a few months ago retired from service 
with the Illinois Watch Case Co., after 
more than 50 years in the trade, died 
Jan. 5, at Augustana Hospital in High- 
land Park from injuries he sustained in 
an automobile collision the night of 
Dec. 28. 

The collision brought sorrow to several 
families widely known in the jewelry in- 
dustry. One car was driven by DeForest 
Hulburt, Jr., son of DeForest Hulburt, 
recently retired president of the Elgin 
National Watch Co. It was his 2ist 
birthday and he was on his way to din- 
ner at the home of his uncle, Taylor 
Strawn, vice-president of the Elgin Na- 
tional Watch Co. 

Lieut. J. W. Gubbins, son of George G. 
Gubbins, drove the car in which the 
latter met his death. The occupants of 
both automobiles were injured and re- 
moved to the hospital, where it developed 
that both Mr. Gubbins and young Mr. 
Hulburt were gravely injured. Though 
he was unconscious several days, physi- 
cians said Mr. Hulburt had an excellent 
chance to recover. 

In the death of Mr. Gubbins, the trade 
has lost an individual of character. No 
man had more friends in the industry 
and, considerate, witty and jovial, he 
was always welcome at every meeting of 
Chicago jewelers, whether for business 
or social purposes. 

Besides his widow, a son, the Rev. 
J. W. Gubbins, serving with the rank of 
lieutenant as an Army chaplain, sur- 
vives. Services were held, Jan. 7, at St. 
Peter’s Episcopal Church, with interment 
at Rosehill. 


REPAIRS 35,000TH WATCH 

Decatur, ILt.—A photograph of A. L. 
Cook repairing his 35,000th watch ap- 
peared recently in a local newspaper, 
together with a human interest story 
about the 65-year-old jewelers’ nearly 40 
years in the trade. Mr. Cook and his 
son, George W., operate a jewelry and 
repair business at 125 N. Main St. 
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Orchids for Chicago Cops: Not One 
Jewelry Holdup During 1937 


Cuicaco—Plaudits of the jewelry trade 

to the stalwarts of the W indy City’s police 
departments were given in a letter from 
John G. Leiner, president of the Chicago 
Jewelers’ Association to Police Commis- 
sioner James P. Allman, on Jan. 12. 
" Mr. Leiner pointed out that whereas 
the jewelry robberies here once approxi- 
mated a million and a half dollars an- 
nually, there were no hold-ups of jewelers 
during 1937. 

“Qur industry for many years was 
singled out as the pet target of notorious 
bandits and crooks,” reads the letter. 
“You and your men took off your coats, 
tackled the job and performed a feat that 
had seemed impossible. We of the jewelry 
industry take off our hats in salute and 
are deeply grateful.” 


JOHN H. DETRICH 


Cuicaco—John H. Detrich, 52, widely 
known distributor of Oneida, Ltd., prod- 
ucts to retail jewelers through the mid- 
west, died Jan. 19 in a Chicago hospital 
where he had been taken a few days 
before for observation. Though he had 
been ill for several months, his condition 
was not considered serious and the an- 
nouncement of his death was a shock to 
his friends and associates. 

Born in Chicago, Mr. Detrich entered 
the jewelry business at an early age when 
he secured employment with A. C. Becken 
Co. It was while he was associated with 
Otto Young & Co. that he conceived a 
sales plan for distributing plated silver- 
ware, resigned his position and then es- 
tablished his own business which now is 
situated at 31 S. Wabash Ave. 

Besides his widow, Laura May, a son, 
John H., Jr., who has been associated in 
the business, and a daughter, Laura Jane, 
survive. 





TOLEDO WATCHMAKERS PLAN 
ACTIVITIES 


Totepo, O.—Technical talks, discus- 
sions, illustrated lectures and social events 
comprise the 1938 program of the Toledo 
Watchmakers’ Guild, as drawn up at the 
annual meeting, Jan. 17, at the Waldorf 
Hotel. Twenty-nine members present 
elected the following officers for the com- 
ing year: E. S. Schirner, 241 Huron St., 
president; Fred Peitsch, of Broer-Free- 
man Co., Inc., vice-president; E. A. Kurtz, 
3618 Upton Ave., secretary-treasurer, and 
Georges Cordes, 3868 Monroe St., and 
Elmer Schneider, 2nd National Bank 
Building, trustees. Elmer B. Schneider, 
Toledo, treasurer of the United Horo- 
logical Association, and W. H. Johnson, 
Toledo, president of the Ohio Watch- 
makers Association, spoke. 
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Paste Liquid 
iL eee ey rere $14.40 $21.00 
Your label $1.00 extra 
Thousands of satisfied users 
Send for Samples 
WILKEY LABORATORIES, INC. 
2750 W. Van Buren St., Chicago, IIlinois 
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500 Dance at Cincinnati to Raise 
Fund for Ohio Watchmakers’ 
Licensing Legislation 


CINCINNATI—So many crowded the 
second annual dance and floor show of 
Cincinnati Guild, Ohio Watchmakers As- 
sociation, at the Sinton Hotel, Jan. 15, 
that it was necessary to take care of the 
overflow in the Crystal room of the hos- 
telry. More than 500 enjoyed the affair. 
which ended a week’s activity in jewelry 
circles. 

The funds realized will be used in 
promoting a watchmakers’ licensing bill 
in the coming session of the state legisla- 
ture. The organized watchmakers guilds 
throughout Ohio are behind the move- 
ment to have a licensing bureau for super- 
vision of the watchmaking profession. 

The entertainment committee which 
had charge of the ball was made up of: 


Frank Foegler, chairman, Rudolph Flax- | 


Richard Aukenthaler, Edward 
Fritz Mende and William Funk. 


meyer. 
Gries, 





Hesse Installed as President at 
Town Criers’ Annual Dinner 


CINCINNATI—The annual dinner of the 
Town Criers at the Cincinnati Club, 
Jan. 14, proved an interesting affair. 
While the attendance did not reach last 
year’s mark, because of the absence of 
visiting guests, the enthusiasm was 
greater and members made optimistic 
statements about the outlook for 1938. A 
major part of the Criers got their lines in 
shape before the banquet in order to make 
a quick departure for their territories 
the following Sunday and Monday. 

Julian Hesse was installed president, 
succeeding Edwin W. Jacocks, who wired 
his congratulations from Florida. There 
will be three vice-presidents this year, 
George E. Brown, L. R. Olsson and 
Harold R. Haerr. J. Charles Hummel. 
who had been nominated for vice-presi- 
dent, withdrew from that position and 
will continue as secretary. Norbert Meck- 
lenborg is treasurer. 








The Criers decided to admit “house- 


men” who sell to the trade, to member- 
ship. They voted down the plan to in- 
crease dues. 





Wholesale and Manufacturing Group 
of Cincinnati to Meet Oftener 


CINCINNATI—John A. Gerwe, head of 
Gerwe-Frohman Co., was installed presi- 
dent of the Cincinnati Wholesale Jewelers 
& Manufacturers Association, succeeding 
Robert W. Stocker, now a member of the 
executive committee. Other officers for 
the year are: Jacob Litwin, vice-presi- 
dent; Arthur Hirschfeld, secretary, and 
Earl Bose, treasurer. 

In taking office at the annual dinner 
arranged by Clarence Loeb, chairman of 
the entertainment committee, Mr. Gerwe 
expressed a desire for more meetings and 
he will endeavor to bring the members 
oftener to discuss problems of the trade 
and for social affairs. Among the guests 
were Fred G. and George J. Gruen, 
chairman and vice-chairman respectively 
of Gruen Watch Co., Inc. 





GLASS-CUTTERS GET $2,000 LOOT 


MINNEAPOLIS, MINN. — Diamonds and 
watches totaling $2,000 in value were 
taken from the window of the Grodnik 
Jewelry Store, 7012 Hennepin Ave., re- 
cently by thieves who cut a corner out 
of the glass. 
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WATCH DIALS 
REFINISHED 


RESTORING 
In? 


Beauly G Efficiency 


ESSENTIAL TO THE MODERN WATCH 
Ss is onsite cimiceiaaiaia = 
_KIRK-RICH DIAL CORP. 
Heyworth Bidg., Chicago, til. 

F==9 315 W. Sth St. 
Los Angeles, Calif. 


Seaboard Bidg. 
Seattle, Wash. 


Allen Bidg. 
Dallas, Texas 
Clark Bidg. 
Pittsburgh, Pa. 














GOLD and SILVER 


PLATERS 
SILVERWARE — REPAIRING 


RELIABLE 
FOR—40—YEARS 


CISKE & DRESCH " i. \engoe%.t"" 








Prompt Service, 


PETER HENRY & SON 
WATCH CASE | REPAIRING 
GOLD AND SILVER REFINING 


Maximum Returns 
610 Glenn Bidg., Sth & Race Sts., Cincinnati, Ohio 
a Give us a trial. 








McRAE & SHAW 
168 N. Michigan Ave. 
CHICAGO, ILL. 


Originators of 
“THE OLD TATTLER" RADIO PROGRAM 
“EXCLUSIVELY FOR JEWELERS” 














cme WATCH CO 


S S.WABASH AVE. 





USED MOVEMENTS 
Running Condition 


Geod Dials 
O-size Elgin, Waltham 
73, $2.25—15), $3.25 
12 or 16 size Hunting 
TJ, $1.75—15J, $2.75 
12 size pen Face 


L. 6), 
153, $1.25 














CHICAGO ILI 


USED WATCH 
MATERIALS 


1\2 


THE PRICE OF 
NEW MATERIALS 


Wheels, pinions, 
pallet forks, etc., 
for all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 
only if satisfactory. 





DOTVLYVD YOs GNIS 
























Where to Buy 
IMPORTED 
China and Glass 


SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


W. E. LINDEMANN 
GLASS 











CANDELABRA CANDLESTICKS 
STEMWARE DECANTERS 
VASES BOWLS 
GIRANDOLES LAMPS 

FROM STOCK 


225 FIFTH AVENUE, N. Y. 





THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
“GENUINE QUIMPERWARE” 
All in New York Stock 
THEODORE HAVILAND & CoO., ime. 
26 W. 23rd St. New York 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 
MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 


CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Ce. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 


ROYAL DOULTON | 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 


The original production 


WM. 8S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Rowe eos, 


Famous the World Over 
Available from New York Stecks 
ROSENTHAL CHINA CORP., 149 Sth Ave. New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


im stock for immediate delivery. Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Inc. 
Importers, 105-107 Fifth Ave., New York 


ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 
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NEW YORK, N. Y. 





In the Field of Advertising 
and Trade Promotion 








A new sales policy for the Conklin 
Pen Co. was announced last month by 
Harris McIntosh, vice-president, who now 
also serves as general sales manager. 
C. H. Scheaffer becomes eastern sales 
manager with headquarters in New York; 
E. J. Bradley, central sales manager with 
headquarters in Chicago, and O. R. 
Pierce, western sales manager with head- 
quarters in San Francisco. All have been 
identified with the company for many 
years. * * @ 

As a result of the enthusiastic response 
accorded the reintroduction of Jules 
Jurgensen watches in 1937, J. Percy 
Wrayton, formerly with Omega watches, 
and Lewis W. Muller, formerly of Patek- 
Phillipe, Inc., have been added to the 
Jules Jurgensen sales organization. Be- 
fore he sailed several weeks ago for 
Europe to visit the company’s Switzerland 
plant, M. R. Sarnoff, Jules Jurgensen 
president, said that plans for 1938 call 
for an increased national advertising 
program in anticipation of increased 
Jurgensen sales. “In view of the interest 
manifested by fine jewelers in our watches 
and our plans for increasing the sales of 
them,” said Mr. Sarnoff, “we are going 
forward during 1938 and anticipate an 
extremely gratifying year.” 

* * * 


Whiting & Davis Co., Plainville, Mass., 
makers of mesh bags and mesh products, 
advertised a selection of fashionable bags 
made in the brilliant colors of gold, sil- 
ver and white pearl in Good Housekeep- 
ing for December and received 30,000 
direct orders for a coin purse, which was 
advertised in a corner coupon. Sending 
the purses to the purchasers, they enclosed 
a booklet illustrating mesh bags, belts, 
cigarette cases, bill-folds and compacts. 
The campaign was handled by Alley & 
Richards Co., Boston. 

* * #, 

Celebrating the successful close of the 
90th year jubilee of 1847 Rogers Bros., 
the makers have announced a_ mer- 
chandise dividend amounting to 10 per 
cent of the first 1938 order for 1847 
Rogers Bros., placed by dealers before 
Feb. 15 for immediate delivery.. “Savings 
are not to be passed on to the consumer, 
as this plan was designed to benefit the 
dealer only,” the manufacturers said. 
“This means that dealers will share in 
the 1937 prosperity which they helped 
create for 1847 Rogers Bros. The tremen- 
dous popularity of ‘First Love’ pattern 
made this dividend possible, and if deal- 


.ers get behind the pattern this year we 


predict additional profits for. them.” 
* * * 

“Finger-tip action” is a sales-building 
feature of the new Gemlock rachet buckle 
with which the new Gemex non-corrosive 
adjustable watch attachments are fitted. 
The Gemex Co. announced last month an 
extended policy of advertising its prod- 
ucts during 1938 to millions of consumers 
through national magazines. 

* * 


The New Haven Clock Co. is introduc- 
ing jeweled wrist watches in the low 
popular price field. Small size and thin 
models characterize this new group and 
some of them have curved backs. Me- 
chanical features include diamond-cut 
escape wheels, sapphire jewels for the 
balance staff bearings, hardened and 
mirror-polished pivots, including the bal- 
ance staff and a compensated, non-mag- 
netic, non-corrosive hairspring. 
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To introduce “Spur,” a new Westel 
alarm with thin case, 30-hour movement 
and tilt base, the makers have arranged 
a display assortment consisting of six 
clocks, four plain dial and two luminous 
dial, with a three-color easel merchandis. 
ing piece for window or counter. 

* * * 

To help jewelers early next month ip. 
troduce to brides-to-be and their gift. 
giving friends Wm. Rogers & Son’s ney 
Talisman pattern, the makers offer q 
52-piece set in a bride’s chest of gold and 
ivory in a 10-piece window unit that jp- 
cludes a huge talisman rose in color and 
figure cutouts of bride, groom and bridal 
party. The smart little figures will afford 
display for related items, gifts from the 
groom to the bride, his ushers and the 
best man, and from the bride to the 
groom and her maids-of-honor. Full. 
page advertisements are scheduled in the 
March, April, May and June issues of 
six large-circylation magazines. A coun- 
ter display will be free with a purchase 
of six serving pieces. 

* * © 

Heart charm bracelets have just been 
introduced by the firm of Walter Lampl, 
manufacturing jewelers, 20 W. 47th St, 
New York. One type is made of imita- 
tion moonstones suspended on a silver or 
gold plated chain; another called “Talis- 
man” carries all sorts of good luck charms 
including a heart with the impression of 
a child’s teeth bites, as well as real coral 
figures, and a third bracelet is antique 
in motif with little hearts copied from 
old-fashioned heart charms. 





Louis L. Grey, president of the Gothic 
Jar-Proof Watch Corp., 10 W. 47th St, 
New York, on Jan. 21 celebrated his 64th 
birthday, and his 50th year in the trade. 


Longines-Wittnauer Co., has added 
four to its sales staff in the persons of 
Hugo Adrian, William Bailey, M. S. 
Taube and Art Towvim, each an ex- 
perienced sales representative. 



















Where to Buy 
DOMESTIC 
China and Glass 
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HAWKES CRYSTAL 
GLASSWARE 


for discriminating 
people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 


CS. 


Potters 
EXCLUSIVE DINNERWARE 
Sets and Open Stock 
KILNS . « East Palestine, Ohie 
New York Office . ° 


cb 


LENOY 
LENOX, INC. 


OLD WATBRIORS 





39-41 West 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Wade in America 
Trenton, N. J. 
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SAMUEL ABELOFF, 67, diemend and 
‘ewelry dealer for 50 years at 41 Maiden 
J New York, died Dec. 26. He was 


Lane, : 
an active member of several Jewish 
His sons, Simon, 


philanthropic societies. | 
who continues the business, and Abram, 
received the greatest share of the net 
estate of $359,979. 


CuarLes ALBERT BAKER, 70, buyer in 
the novelty and leather department of 
Black, Starr & Frost-Gorham, Inc., New 
York, when he retired in 1930 after 25 
years’ service, died Dec. 30, at his home, 
Greenwich, Conn. 


WiuiaM H. BENEDICT, 39, Roselle, N. J., 
a director of H. R. Benedict & Son, Inc., 
New York jewelry firm, died at an Eliza- 
beth hospital, Jan. 2. 

James S. BRENNAN, 70, a member of 
the manufacturing jewelry concern of the 
Jeweled Cross Co., Attleboro, Mass., died 
Jan. 1 after a long illness. Born in Ire- 
land, he came to this country as a child 
and soon was apprenticed to the jewelry 
trade. For many years he was identified 
with factories in the Attleboro, and 15 
years ago, with Frank LeClair, he formed 
the Jeweled Cross Co. 


WitiaM H. Brewer, 48, who had been 
employed for the last 21 years as a sales- 
man for Myron E. Freeman & Bro., At- 
lanta, died of a stroke in that city re- 
cently. Services were held at Spring Hill. 


Frank H. FINwAy, 71, for 45 years as- 
sociated with the Gorham Mfg. Co., 
Providence, died suddenly on Christmas 
morning at his home. He was retired in 
1932, for 11 years previous to which he 
was head of the spinning department. 


CHARLES W. FLAcc, 88, who conducted 
a retail jewelry business at Willimantic, 
Conn., from 1877 to 1880 when he re- 
moved to Woonsocket, R. I., and had a 
retail jewelry store until his retirement 
in 1905, died Dec. 22 in Phoenix, Ariz. 


F. M. Frencu, 85, widely-known Al- 
bany, Ore., jeweler, and one of the oldest 
railroad watch inspectors in point of ser- 
vice in the United States, died suddenly, 
Dec. 19, at the home of a daughter in 
Portland, where he had gone to spend 
the holidays. He became a watchmaker 
at a Fairbault, Minn., shop, where he 
worked on the same bench with D. H. 
Church, who later was master watch- 
maker for the Waltham Watch Co. He 
opened his first jewelry store in Albany 
in 1879 with stock brought by boat from 


California. For more than 40 years he 
was watch inspector for the Southern 
Pacific. 


Henry Go.psMiTH, 70, who was con- 
nected with Bowman, Foster & Wurz- 
burger, Inc., 373 Fifth Ave., New York, 
died Jan. 20 in an Atlantic City hotel, 
where he had gone for a rest. His home 
was in Orange, N. J. 


Lizut.-Cot. J. F. HAtrorp-WaArKINs, 
V.D., director of the Burma Ruby Mines, 
Ltd., Mogok, Upper Burma, died Nov. 9 
in Mogok. Well known to gem dealers 
and gemologists all over the world, he 
was a member of the Gemological Insti- 
tute of America and also of the students’ 
advisory board of that Institute. He was 
responsible for the addition of much in- 
formation to the American gemological 
courses. 


Cuaries F. HAWKINS, 67, for 52 years 
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in the employ of the R. F. Simmons Co., 
Attleboro, Mass., died Jan. 13 in the 
Sturdy Memorial Hospital. He began 
work with the Simmons Co. at the age of 
15 years, for the past ten years had been 
foreman of the power press department. 


Davip HERMAN, 69, Holyoke, Mass., 
died Jan. 14 after a short illness in the 
Holyoke Hospital. He conducted a 
jewelry store on Main St. for 15 years, 
later removing his business to 308 High 
St. 


MaA.iacH HorFrMAN, 78, head of the 
firm of M. Hoffman & Sons, Bronx re- 
tailers, died of a heart attack, Jan. 5, at 
his home, 1930 Anthony Ave., The Bronx. 
He was born in Rumania and opened the 
first of his stores 30 years ago. His sons 
Joseph, Samuel, Benjamin and Max were 
associated with him. 


JoHN G. HUEBNER, 77, president of E. 
Huebner & Sons, pearl goods and novelty 
manufacturers at 123 Van Buren Street, 
Newark, N. J., died recently from a heart 
attack in front of his home. 


O. H. Josten, 72, who in 1893 founded 
the Josten Mfg. Co., Owatonna, Minn., 
makers of school and college jewelry, 
trophies, pins, emblems and rings, and 
remained as its president until 1935, died 
at his home there Dec. 22. Before found- 
ing the company, he engaged in the re- 
tail business in Northfield, Minn., Clar- 
inda and Iowa City, Ia., and Owatonna. 
Mr. Josten was active in the manage- 
ment of the company until 1930, and was 
a director of it until his death. In June, 
1936, he was guest of honor at a testi- 
monial dinner given by the 400 Josten 
Mfg. Co. employees. 


Louis S. Kanes, 68, former president of 
the Kades Jewelry Co., Newburgh, N. Y., 
died recently in Miami Beach, Fla. Mr. 
Kades lived in Atlantic City, N. J. 


Jos—EpH KLEIN, 64, optometrist at 411 
Vine St., Cincinnati, for 33 years, died 
recently after a brief illness. For years 
he provided hourly temperature readings 
for newspapers from a_ special ther- 
mometer in front of his office and these 
were regarded as official in downtown 
Cincinnati. 


CHARLES S. KINGMAN, 81, who died at 
Madbury, N. H., Jan. 8, had twice repre- 
sented his town in the state Legislature. 
Until his retirement a few years ago he 
was proprietor of a jewelry store in 
Dover, N. H. He had conducted a large 
farm which had been in the possession 
of his family for more than 200 years, 
up to the time of his death. 


JosepH H. Kocu, 86, Savannah, Ga.’s, 
oldest jeweler, died at his home Jan. 14 
after a short illness. He entered the 
jewelry business in 1873, five years later 
taking over the store in which he was 
employed. In recent years the Koch 
jewelry store, 35 Whitaker St., has been 
managed by a son, John H. Koch. Mr. 
Koch was renowned as a ‘fisherman and 
was the inventor of a cuttyhank fishing 
line. 


Sreven E. Laszxo, 54, proprietor of the 
Little Jewelry Store, 119%4 E. Jefferson 
Blvd., South Bend, Ind., died Jan. 10 at 
the home of his mother-in-law, in Miami, 
Fla., where he had gone a month before 
because of illness. For 16 years he was 
employed by the Dueber Hampden Watch 
Co.. Canton, Ohio; later by the South 
Bend Watch Co., and ten years ago he 
started his own business. 


Francis E. MAsseLin, 72, formerly a 
metal arts designer at the Rhode Island 
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School of Design, Providence, died Jan. 22 
at his home in that city. He had been 
associated with the Cathedral Art Metal 
Co., Providence, as designer of ecclesi- 
astical art products. 


Witsur F. MeEIsKeEy, 52, manufactur- 
ing jeweler, died Jan. 6 in St. Joseph’s 
Hospital, Lancaster, Pa., from pneumonia, 
after an illness of three days. 


GERTRUDE A. PRATT, wife of Lester B. 
Pratt, jeweler at 306 Masonic Bldg., Lima, 
Ohio, died Nov. 36 in her home city of 
Newark, N. J., as a result of a fall suf- 
fered ten days before when she broke a 
hip. 

ALBERT RONECKER, who for many years 
engaged in the jewelry industry, with his 
own business and for the last two years 
with the Barry Mfg. Co., Newark, N. J., 
died suddenly on Jan. 9 at his home, 398 
Clinton Ave., Newark. 


AvrrepD J. Rose, 59, for the past 30 
years dealer in jewelry and novelties, 
at Providence, died Jan. 19 at St. Peters- 
burg, Fla., from a heart attack. 


James Rowe, 78, a retired employe of 
the bronze department, Gorham Mfg. 
Co., Providence, died Jan. 9 at the Rhode 
Island Hospital, Providence. Last March,” 
with his wife, he celebrated the 55th an- 
niversary of their marriage. Having 
been born on Feb. 29, Mr. Rowe had only 
observed 19 birthdays in the course of his 
life. 


Ernest Rowney, 71, employed for 26 
years as a silversmith by the Gorham 
Mfg. Co., Providence, died at his home 
at Graniteville, R. I., Jan. 11 after a 
short illness. 


EuGENE T. THOMPSON, 86, who had 
been a jeweler in Republic, Sandusky and 
Tiffin, Ohio, before he came to Fremont, 
12 years ago, died at the latter city, Dec. 
30. 


AprRIAN D. TICHENOR, 65, a partner in 
Tichenor & Farnow, manufacturing 
jewelers, East Orange, N. J., before his 
retirement about two years ago, died at 
the Newark Presbyterian Hospital, Dec. 
23. 


CHARLES B. Tostn, 45, Seattle, Wash., 
jeweler, died at his home, Dec. 28. He 
was a member of Jewelers’ Union, local 
No. 30. 


WiiaM J. Toppan, 65, for 37 years 
with Shreve, Crump & Low Co., Inc., 
Boston, Mass., died suddenly Dec. 17 at 
his home, 12 Commonwealth Ave., Boston. 
He was a descendant of one of Massa- 
chusetts earliest families, and one of his 
ancestors was Bishop Bass, first Episcopal 
Bishop of Massachusetts. 


ALBERT WENDEL, 70, Lancaster, Ohio, 
retailer, died early in December after an 
illness of three years. He came to this 
country from Germany at 19 and was 
associated with an uncle in the jewelry 
business in Piqua, Ohio, until 1906 when 
he opened his own store. 


Istpor SEecTToR, 48, president of the Leo 
Krauss Jewelry Co., Indianapolis, Ind., 
died Jan. 14. 


Mrs. FRANK E. WHITING, 66, whose 
husband represented Whiting & Davis 
Co. for many years in Chicago and 
whose son, Clifford C. Whiting, at present 
represents the firm there, died Jan. 11 at 
Sturdy Memorial Hospital, North Attle- 
boro, Mass., after a heart attack. Since 
leaving Chicago, Mr. and Mrs. Whiting 
had spent their winters at North Attle- 
boro and summers at Cape Cod. 
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Price $1.50 Postage Paid 
This new book of all gems gives complete definitions of 
every stone used by jewelers from Achates (ancient name 
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Cloth bound, 58 pages, 7 x 5% inches. 


The Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 239 West 39th Street 
Philadelphia, Pa. New York City 





THE JEWELERS’ CIRCULAR-KEYSTONE 
for February, 1938 














IN ' 


Steel and Its Use in Watchmaking 


anc Repairing 





By JOHN J. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 





(Continued from the December issue) makers of good character are singled out by society for 
patronage and personal success ? 

While this will deal with using a rotary lap for grind- 
ing, in doing lathe work, the reader will see in it, as he 
goes along, some ideas that apply also to using hand-laps, 
which was discussed in the article in our November issue. 
To gain all that is possible from these studies, it is well 


HAT is it that enables some watchmakers to repair 

and adjust high-grade watches, to keep time as 
accurately as when these fine timepieces left the factory? 
And, why do others fail in this? 

It hardly satisfies to say that “one has ability, and the 
other hasn’t.” A more practical answer must explain 
definitely what this ability is—of what it consists. 

It is clear that the able workman must have, first of 
all, an understanding of the mechanism of watches. He 
must know how this should be. But this knowledge is 
not enough. Knowing what to do, but without full abil- 
ity to do it, gets a man practically nowhere. 

The ability to do the work, amounts largely to having 
skill with the tools of our craft. More watchmakers fail 
by lacking skill with tools than for want of knowledge 
of what should be done with the tools. 

It is as a guide toward improving watchmakers’ skill 
with their tools, that this series of articles is being pre- 
sented. There are good books that one can buy and 
study, to learn to understand the construction and action 
of watch mechanism, and the principles of repairing and 
adjusting it. But on the other subject—watchmakers’ GRINDING STRAIGHT PLAIN SURFACES 
tools and how to use them—most of the books do not go 
, enough into detail to be practically useful. So we feel 
that these articles, on tools and materials and how to use 
them, are adding to the literature of horology so as to 
strengthen it at its weakest place. 

Examination of a fine watch when new, shows how 


its parts are formed, finished, and fitted to each other. 
ve 


Fig. 2 





at times to go back and review parts of previous articles, 
to build up a more thorough understanding of the whole 
subject of the skillful use of tools. 

The simplest clasification of the kinds of work that 
can be done with rotary laps is shown in Fig. 1. 


At A, Fig. 1, will be seen what typifies a job in which 
the corner of a lap has no work to do, like on the body 
of a balance staff. This is the easiest of all jobs to do. 
The side of the lap is simply brought against the work; 


When a part needs replacing, in repair work, unless the 





























.. 4 
J I 
A B A 
Fig. 1 Fig. 3 
f 
new part is made or altered to be of the same form, fin- and, as the two rotate, the spindle is given a slight to-and- 
ish and fit as the original one was, the watch Joses its fro motion lengthwise, to keep the abrasive distributed, 
; original timekeeping accuracy; the watch for which the and to really reproduce on the work the “straightness” 
owner paid fifty dollars, may become no better than a of the spindle of the tool. 
dollar watch! Is it any wonder that unskilled workmen, Before putting abrasive on the lap, bring it against 
who destroy values like this, get nowhere financially? the work; with a piece of white paper or cardboard lying 
Each one of them does his share in causing a loss that, na- on the lathe bed, to form a well-lighted background, 
tionally, probably totals millions of dollars! look sharply, with a magnifying loupe, between the work 
= And then, is it any wonder that really skillful watch- (Please turn to page 119) 
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REGULATION 


Careful regulation of refining processes is as im- 
portant to the workability of precious metals as is 
the regulation of a watch to its timekeeping ability. 


Our Thirty-Nine Years of Refining Service 
have proved this to us and to our customers. That's why every 
step in our refining is carefully regulated by experienced 
metallurgists. The benefit of this care and experience is yours 
as a customer of 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 
Refiners Assayers 


709 Sansom Street, Philadelphia, Pa. 
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Steel and Its Use 
(From page 117) 


and the lap, and adjust the base of the tool until the two 
meet for their entire lengths. Then you are ready to 
apply abrasive to the lap and to begin grinding, which 
ill be considered more fully later. 

At B, Fig. 1, is indicated a “conical” pivot; to grind 
this is not as simple as the job just mentioned. This 
form of pivot includes two separate parts: a, of curved 
contour; and b, which must be an absolutely true cylin- 
der, without the least fraction of taper. Any taper on 
this part would create serious timekeeping errors in the 
watch. The same is so of any lack of trueness in the 
round. So the lap must be applied to the work in such 
a way that a perfectly true cylinder is produced at b. 
This requires the spindle of the tool to be set at an exact 
right-angle to the spindle of the lathe. Then, the grind- 
ing will be done, on b, by the flat front-end of the round- 
cornered lap (see Fig. 2). A slight vibratory movement 
of the spindle, as indicated by the arrows, will keep the 
abrasive working properly, and help transfer the straight- 
ness of the lap-front to the cylindrical part of the pivot. 
At the same time, this motion will allow the rounded cor- 
ner of the lap to travel over the curve, a, and follow it; 
so that whatever the radius of the curve is on the lap cor- 
ner, it will produce any required variety of curves on 
various pivots. This avoids any need to have separate 
laps for different curves. 


Ww 


GRINDING SQUARE SHOULDERS AND Pivots 


Now we come to the most difficult operation of all: 
the grinding of square shoulders, as at C, Fig. 1. These 
are required not only for pivots that run in bearings 
without endstones, but also for balance shoulders and 
roller shoulders on staffs, and in some other watchwork. 

The difficulty is to avoid making an ugly round corner, 
instead of a clean, beautiful sharply square one. See. Fig. 
3, in which at A (a) is shown what is to be avoided. 
This rounded corner is not only the contrary of square, 
but if of sufficient size, it will prevent a part that is to 
rest truly against the shoulder from fully doing so; 
and may result in breaking, bending or straining the part 
when the latter is driven on. “Square” shoulders that 
are not square, are eyesores; in other words, they lack 
beauty. About this, of course, the botch workman asks: 
“Of what practical use is beauty?” The answer is, that 
in any practical art, whatever is generally accepted as 
beauty, is that which makes a thing best for its particular 
use; and in this case, we have already explained why an 
exactly square shoulder is “practically” better than one 
that is supposed to be square, but isn’t. 

The heart of the matter is how to avoid producing 
round corners in the shoulder-angle. These will be 
formed, even by a square-cornered lap, unless in turn- 
ing the work, prior to grinding, a special preparation of 
the corner is made. This consists in making a fine cut 
in the corner with a sharp lozenge-shaped graver, as indi- 
cated at B (b) in Fig. 3. In this, the outer lines indi- 
cate the size to which the work has been turned; this must 
be oversize, to allow for material to be removed in grind- 
ing to the final exact size to fit the other part. The 
dotted inner lines indicate the finished size. The distances 
between these and the outer lines have been exaggerated, 
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to make the idea clear. In practice, the difference need 
not be as great, and should not be, in order to avoid 
unnecessary grinding. ; 

What this slight undercut does, is to prevent the sharp 
corner of the lap from being rounded off by the work, 
as it would be by an unrelieved corner in the latter. ‘The 
rounded-off lap-corner naturally could not grind a square 
corner. The grinding should just remove the undercut, 
the sharp lap-corner hardly more than reaching the point 
of the undercut angle. 


Use OF THE ADJUSTABLE Stops THAT CONTROL 
DEPTH OF GRINDING 


When placing a lap on the spindle, see to it that the 
taper on the spindle, and the inside of the socket of the 
lap, are perfectly clean; a bit of dirt on either, would 
make the lap run untrue. Press the lap firmly. 

On page 100 of THE JEWELERS’ CiRCULAR-KEYSTONE 
for December, at Fig. 1, note that there are two adjust- 
able stops, operated by screws, on the pivot polisher 
shown. One of these, on the spindle near the finger-knob, 
can be used to limit the motion of the spindle lengthwise 
in its bearings. The other controls the amount of swing- 
ing motion of the yoke that contains the spindle bearings. 
The use of these stops is very important. All pivot pol- 
ishers have at least the adjustment on the yoke. If there 
is not one on the spindle, one should be put on, either by 
the toolmaker, or it is not difficult to make a steel or 
brass “collar” for this, with a set-screw to fasten it in 
place. A more convenient micrometer screw adjustment 
could be bought of some toolmakers, or even made by a 
watchmaker who has sufficient tool-making equipment. 

Set the adjustments on the tool, so that the lap bears 
against the work, but not much more; when necessary 
during grinding, the adjustments may be re-set to allow 
the lap to grind a little more deeply toward the final 
fitting-diameters. The point in this is, not to have the 
rotating lap advance very far at a time into the work, 
without coming to a dead stop against the adjustments; 
and then it should grind until it will not grind any more. 
This insures trueness of work “in the round.” If the lap 
were supported at all times against the work, and not 
at times against the stops, the tendency would be to grind 
the work more or less eccentric. It is well generally to 
let the final diameter be ground with the lap held in 
position by the stops. 

With the work turned to its form, and a little larger 
than its finished dimensions, and the rotary tool set to 
start grinding, charge the lap with oilstone powder mixed 
with enough lathe oil to make a rather stiff paste. A 
thin film of this on the lap is right; any surplus is un- 
necessary and “messy,” and would hide the work that is 
to be done. While grinding, frequent measurements 
should be taken, to avoid over-reducing the diameter. 

Before each measuring, clean all abrasive off of the 
work with a piece of pith dipped in gasoline. Usually, 
the part that is being fitted may be used as the gauge— 
the hole in a balance, or in a roller, or in a jewel. But 
judgment must be used to allow a little diameter to re- 
main, to be removed later when polishing, so that when 
the polishing is finished, the fit will be just right. This 
of course applies only to pivots, or to the roller-shoulder 
of a staff that is to be fully polished, for a high-grade 
watch. In other cases, the work is ground to its final size. 
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OIRIKSIEOIP WCOITES ¢- QUIETRITIES 


ECON DS-HAN D—We have an inquiry from a local 
doctor as to when the seconds-hand was first used on 
watches. He would like to know particularly when doc- 
tors first used seconds-hands on watches, for taking pa- 


tients’ pulses? (Question No. 5108). L. L. G. 


Answer—It will no doubt be interesting to the doctor 
to learn that the very first watch with a seconds-hand was 
made for a noted physician, Sir John Floyer, of Lich- 
field, Staffordshire, England. Dr. Floyer was born in 
1649; died in 1734. He was an eminent writer on his- 
torical as well as medical subjects. He told his idea of 
a seconds-reading watch to Abraham Fromanteel, an emi- 
nent watchmaker of London, who made the watch about 
in the year 1690. This watch appears to have had only 
a dial for reading seconds—without hour and minute 
hands. Shortly afterward, a watch was made that had 
hour and minute hands on the regular dial, and a sepa- 
rate dial and hand for seconds, located on the upper plate 
of the watch movement—that is, at the side opposite the 
regular dial. Then in 1700 Fromanteel produced a watch 
with hour, minute and second dials and hands all at the 
front of the watch, as we have them today. 

Sir John Floyer not only introduced the watch for 
timing pulses, but exerted himself to urge other physi- 
cians to adopt it. He published a booklet, ‘“The Physi- 
cian’s Pulse Watch,” in 1707, which had a second ‘edi- 
tion in 1710. It may be of interest. to your inquiring 
doctor also that it was Dr. Floyer who advised the parents 
of the great Dr. Samuel Johnson, to take him in infancy 
to be “touched” by Queen Anne to cure him of scrofula, 
then called “King’s evil.” 


EMENT—We have considérable trouble in re-ce- 
menting hollow-handle knives and forks, the blades 
working loose from handles after they are in use for some 
time. We have used various cements that are heated in ap- 
plying them; this not only does not assure holding, but on 
handles not of metal, the latter cannot safely be heated 
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when applying cement. What do you advise? (Question 
No. 5109). G. L. 

Answer—lIn using any cement, one important thing 
is to remove all old cement before applying new cement. 
If this is not done, you will have a mixture of old cement, 
greasy matter, etc., with the new cement; and then no 
matter how good the new cement is, the mixture is not 
apt to be satisfactory. What you say about handles not 
made of metal—probably what you refer to is pyralin, 
bakelite, bone, etc.— indicates that a cement not requiring 
heat would be advisable. Such cement can be made as 
follows: Boil well together three parts rosin, one part 
caustic soda and five parts water. Then add half the 
total weight of these ingredients in plaster of Paris, stir- 
ring to mix thoroughly. This cement will set firmly in 
about an hour or less. 


OLDERING—Please advise whether it is possible to 

solder stainless steel; and whether there is a ready- 
made solder and flux that may be purchased? (Question 
No. 5109.) E. E. 

Answer—Soldering stainless steel goods has been con- 
sidered difficult; but to answer the demand for method 
and material for doing this work in repair shops, The 
Hadley Co., Providence, R. I., has placed on the market 
a special solder, which may be obtained from that firm 
directly if your supply dealer does not sell it. With this 
solder, the work is done as usual, but with zinc chloride 
flux instead of borax. After soldering, the work must be 
dipped into a pickle made of 2 quarts of water, 442 ounces 
of nitric acid, and 34 ounce of hydrofluoric acid. Hydro- 
fluoric acid is dangerous; it can eat through almost any- 
thing. An earthenware vessel must be used; and avoid 
breathing the vapors, or allowing them or drops of the 
acid to come in contact with the skin; both are poisonous. 
We certainly advise having this solution made up by a 
druggist or chemist; lack of experience in practical chem- 
istry may make it dangerous to attempt making this 
solution yourself. 







































































Fairchild Prepares 
Commercial Standard 
Governing Platinum 


WaASsHINGTON—I. J. Fairchild, chief of 
the Division of Trade Standards, U. S. 
Department of Commerce, announced late 
last month that within the next few weeks 
he will ask manufacturers of articles 
made wholly or in part of platinum to 
accept a new Commercial Standard for 
such articles, based upon the identical 
platinum-stamping laws of New York, 
New Jersey and Illinois. 

When the standard is accepted by 65 
per cent of the industry as represented 
by volume of production, makers will be 
granted a half year in which to comply 
and retailers will be given a year to 
dispose of merchandise not conforming to 
the standard’s provisions. 

No general conference of trade inter- 
ests will be needed before circularizing 
manufacturers for pledges of compliance 
with the platinum Commercial Standard, 
Mr. Fairchild said, because some 30 as- 
sociations and groups in the manufactur- 
ing, wholesale, retail and bullion fields, 
contacted by the Division of Trade Stand- 
ards, replied in favor of a standard sim- 
ilar to the three states’ laws or voiced 
no objection to them. 

“Though the need for a national plati- 
num stamping law is great, its enactment 
would be so difficult that it was deemed 
advisable by Mr. Ogush, on behalf of 
the Jewelry Crafts Association, to sponsor 
the standard,” said Henry L. Sperling, 
secretary of the Jewelry Crafts Associa- 
tion, of which William B. Ogush is 
president. 

“Mr. Ogush took this matter up with 
Chief Fairchild while on one of his vis- 
its in the Washington office, and after 
obtaining approval from the interested 
bodies, the Division of Trade Standards 
is now preparing to circulate such stand- 
ard for the general acceptance of the 
trade. 

“The success of the standard depends 
in large measure upon retail jewelers and 
the buying public becoming conscious of 
the importance of the tag which will be 
used by manufacturers to identify articles 
made in compliance with the standard.” 





Ronson Sales Conference 

Preparing to visit their accounts in 
their respective territories with an ex- 
tended line of Ronson accessories for 
smart smoking, sales representatives of 
Art Metal Works, Inc., held a series of 
meetings at the general offices and fac- 
tory in Newark, N. J. The many adver- 
tising, merchandising and selling aids 
that belong to the company’s promotion 
program were set forth in the daily ses- 
sions by Alexander Harris, secretary- 
treasurer, who reviewed last year’s suc- 
cessful business and announced further 
increases in advertising plans; F. W. Os- 
good, sales manager, who submitted new 
lines consisting not only of lighters and 
lighter cases but also a great variety of 
related smoking accessories for both men 
and women; Alexander H. Aronson, vice- 
president, who discussed new Ronson 
giftwares comprising such products as 
book ends, art lamps, curios and smoking 
sets, and Alfred R. Nathan, director of 
advertising, who reviewed the company’s 
extensive advertising campaign through 
national magazines and_ rotogravure 
newspapers and touched on all types of 
trade helps. Louis V. Aronson, president, 
cabled greetings from Honolulu. 





BUGBEE & NILES CO. PERSONNEL 
CHANGES 


NortH ATTLEBORO, Mass.—Alpin Chis- 
holm, Jr., son of Alpin Chisholm, who 
directed the Bugbee & Niles Co. business 





ALPIN CHISHOLM, JR. 


for many years prior to 1919, on Jan. 1 
became treasurer of the firm, succeeding 
Howard A. Gardner, his uncle, who re- 
mains a director. For some time Mr. 
Gardner had desired to retire. Besides 
long-established lines of watch attach- 
ments, the company is adding a line of 
gold jewelry and now is _ featuring 
crosses and lockets. 





Silver Limitation Conference 
(From page 94) 


vertising and sales, Towle Mfg. Co., 
Inc., Newburyport, Mass.; Charles D. 
Morris, president, R. Wallace & Sons 
Mfg. Co., Inc., Wallingford, Conn.; and 
Grover C. Richards, president, and Gen. 
John W. Murphy, general manager, Wat- 
son Co., Inc., Attleboro, Mass. 

The retail jewelry trade was repre- 
sented by the following:’ 

W. G. Thurber, Tilden-Thurber Corp., 
Providence, R. I.; W. H. Broer, Broer- 
Freeman Co., Inc., Toledo, O.; Paul 
Hardy, Hardy & Hayes Co., Inc., Pitts- 


burgh, Pa.; C. I. Josephson, Jr., of C. I. 


Josephson, Moline, Ill.; James Kingman, 
Smith-Patterson Co., Inc., Boston, Mass. ; 
Albert Kohn, Henry Kohn & Sons, Inc., 
Hartford, Conn.; Edward Krehbiel, 
Black, Starr & Frost-Gorham, Inc., New 
York; Percy K. Loud, Wright, Kay & 
Co., Inc., Detroit, Mich.; Prentice Luckey, 
Brand-Chatillon Corp., New York; Wil- 
son A. Streeter, Bailey, Banks & Biddle 
Co., Philadelphia, Pa.; A. L. Terwilliger, 
Philip H. Stevens Co., Inc., Hartford, 
Conn.; Matson Tinker, Carter Bros. Co., 
Inc., Portland, Me.; William H. Wright, 
Galt & Bro., Inc., Washington, D. C.; 
and William D. MeNeil, president, 
Charles T. Evans, secretary, and Boyd 
Evans, assistant secretary of ANRJA. 
The limitation of sterling patterns for 
years had been a chestnut too hot to 
handle, until the concerted efforts of 
manufacturing and retailing elements re- 
sulted in an agreement effective Jan. 1, 
1926, by the terms of which a group of 
leading manufacturers agreed to market 
only one new pattern every two years. 
The plan showed promise for a year 
or two until certain concerns which had 
not been parties to the agreement began 
to entice retailers with sales arguments 
of fancv discounts and “new” and “ex- 
clusive” patterns which would give them 
advantages over their competitors. 
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This competition broke the new dik 
and quickly followed a fresh flood of — 
patterns. The manufacturers involved 
in the pact to control the production of 
new patterns argued that they were los- 
ing ground to the non-agreement many- 
facturers. 

Nine firms were signatory to the Ac. 
ceptance of Simplified Practice Recom- 
mendation, which took effect on Jan, 1 
1926. These firms, which at the time 
represented 90 per cent of the sterlin 
Hatware manufacturing capacity of the 
United States, were: Alvin Silver (Co 
Dominick & Haff, Gorham Mfg. Co, In. 
ternational Silver Co., Reed & Barton 
Rogers, Lunt & Bowlen Co., Frank W. 
Smith Co., Towle Mfg. Co. and R. Wal- 
lace & Sons Mfg. Co. Dominick & Hag 
was subsequently absorbed by Reed & 
Barton Corp. 

The provisions of this recommendation 
in part read: “Beginning Jan. 1, 1926, 
manufacturers will not market more than 
one new pattern every two years. Ip 
each case the two-year period will run 
from the date of the announcement of 
said new pattern, but in no instance shall 
an announcement be made more than 
three months in advance of the date set 
for anticipated delivery. For,the purpose 
of this resolution ‘new pattern’ is under- 
stood to include any line requiring for its 
manufacture a set of front dies or the 
use of tools which change the character 
of an already existing pattern,” and “after 
a pattern has been officially listed ‘dis- 
continued’ for a period of five years it 
will no longer be supplied.” 

At the time this program was instituted 
it was expected to eliminate excess 
weights, styles and patterns of sterling 
silverware to the extent of nearly 50 per 
cent and was estimated to effect a po- 
tential savings of $5,780,000 to the manu- 
facturers and distributors. 





Heads Jewelers Square Club 





MAURICE Y. NATHAN 


Maurice Y. Nathan, member of the 
firm of S. Nathan & Co., Inc., 71 Nassau 
St.. New York, was elected president of 
the Jewelers Square Club, at a supper 
meeting at Schwartz’s restaurant, 183 
Broadway, Monday evening, Jan. 10. 

Others elected and installed were: Ed- 
ward Lembeck, vice-president; Moe 
Rooder, secretary-treasurer; Harry Smol- 
in, sergeant-at-arms, and executive com- 
mittee, Julius Herzfeld, Louis I. Baltes, 
Paul Levi, Manny Goldman, Benjamin 
L. Biffar, Emil Sundheimer, Isidore Stern 
and Joe Goodman. Mr. Herzfeld is the 
retiring president. 
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Direct Selling for Jewelers? 
(From page 76) 


total commission made by salesmen to store, payment to 
cover drawing account advances; (2) credit adjustment 
for crew Managers who fail to make minimum figure and 
have a reduced commission. 

Group 5: Net man power cost; as calculated by sub- 
tracting sum of group 4 from sum of group 3. 

Group 6: Automobile expense, if allowed. 

Group 7: Miscellaneous expense ; includes all overhead 
other than listed. 

Group 8: Total expense ; calculated by adding groups 
1, 5, 6 and 7. 

Group 9: Profit and loss; first column is gross credit 
to activity calculated by substracting cost price of mer- 
chandise sold from retail price . . . second column repre- 
sents the difference between gross credit and group 8, and 
therefore the profit or loss of the activity for that period. 

These two sheets seem complicated, but actually they 
are easy to maintain once a few entries have been made. 
It is most necessary to keep these sheets lest we find our 
losses rather than our profits increasing with our sales. 
If any cost item is out of line, it shows up immediately on 
the analysis sheet. If there is any question concerning a 
payment to a salesman, it is easy to check the salesman’s 
record sheet. 

Two points are to be remembered in setting up these 
records. The activity should not be saddled with full 
store overhead, but only that part which directly con- 
cerns it. If any of the salaried men spend selling time in 
the store, their salary should be divided proportionately, 
charged to direct selling and store overhead. Thus we 
get a true picture of direct selling cost and profit before 
turning the profits into the general store account. 

If we are forced to start with men inexperienced in the 
jewelry business and direct selling as well, we must devote 
considerable time to educational work. If our recruit is 
fresh from active direct selling in another field, we have 
but to give him essential information concerning his stock 


Minneapolis Awaits A.N.R.J.A. 


(From page 92) 


dent for the Pacific region, and executive secretary of the 
California R.J.A. 

“What’s Ahead for Business” is the provocative topic 
of the talk to be given by William E. Hammond, Minne- 
apolis, manager of the northwestern region of the Cham- 
ber of Commerce of the United States. A question box 
session will be conducted by Erwin R. Fuchs, Milwaukee, 
president of the Wisconsin R.J.A. 

Wednesday evening will be given over to dinner parties 
in the Jewelers section of the Nicollet dining rooms, and 
a meeting of the executive committee. 

Among the firms which will make display of their 
merchandise at the show are: The Watson Co., Attle- 
boro, Mass.; Walter Lampl, New York City; Oneida, 
Ltd., Oneida, N. Y.; Manchester Silver Co., Providence, 
R. I.; C. & E. Marshall Co., Chicago, Ill.; S. H. Clausin 
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and he will adapt himself to the line quickly. ‘The young 
man in the store, however, who knows the line and does 
not know direct selling technique presents a different 
problem, requiring patience on our part. 

He should watch for opportunities to make sales to 
his friends and to prospects they may find for him. He 
will have to go further afield and will need guidance 
and encouragement. We have been in the selling game 
and know the answers to many of the objections he will 
face, so we encourage him to discuss his failures, and we 
will give him all the assistance we know how in develop- 
ing a selling technique. It may take a few weeks to get the 
new man started, but if he has the intestinal fortitude to 
keep plugging and the willingness to learn, the chances 
are he will become a good outside man. We can’t afford 
to waste time and money on a man too easily licked, so 
if he quits trying, we drop him. Once we get a crew 
manager in the field we can turn this work over to him. 

A sense of discipline and organization should be always 
present in order to keep the men, from getting slack. 
Never should their enthusiasm and efficiency be allowed 
to let down. A regular schedule and constant interest 
on the part of the employer is the best way to keep things 
moving. 

Part of this daily routine should be a meeting some- 
time during the day, preferably in the morning, when 
orders are turned in, as are reports on calls made the 
previous day. 

These reports are most important and should ‘include 
the name and address of each person called on, the pros- 
pects of their buying in the future, and the reason why 
they were not sold on the spot. Such a report gives us a 
check on activity of our men, especially if they think 
we are going to solicit these accounts further. 

Each salesman should be encouraged to maintain a file 
of these reports for use as a prospect list. We can also 
use the list for direct mail from time to time, since we 
know they are not strangers to our store. 


& Co., Minneapolis, Minn.; Bauman-Massa Jewelry 
Co., St. Louis, Mo.; Kirchner & Renich, Minneapolis; 
American Jewelers Bureau, Chicago; Barth & Co., Min- 
neapolis; Ostbye & Anderson, Minneapolis; International 
Silver Co., Meriden, Conn.; R. F. Simmons Co., Attle- 
boro, Mass.; Gemological Institute of America and Brad- 
ley Polytechnic Institute. 

Minneapolis, which stands 15th among the cities 
of the United States, with a population of nearly half 
a million, has many advantages which make it an excel- 
lent choice for this first mid-winter session. 

The entire circuit of the city can conveniently be made 
by the Grand Rounds Boulevard, which skirts many of 
the city’s 11 lakes, along historic Minnehaha Creek, the 
beautiful Mississippi River Gorge and the University of 
Minnesota, the country’s fourth largest university. 

Of special interest to the jewelers visiting Minneapolis 
will be the jade collection at the Walker Art Galleries. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 


Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 


Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 


STENOGRAPHERS, BOOKKEPPERS, 
typists, clerks furnished; no charge. 

Iton Aguney, 93 Nassau St., Cort. 
7392, New York. 


POLISHER, lapper and colorer, expert, 
wants position with reliable concern in 
New York City. Address ‘‘O., 7815,”’ care 
Jewelers’ Circular-Keystone. 


FIRST CLASS jewelry jobber, stone setter 
and engraver, 25 years’ experience; best 
references. Address ‘“Y., 7694,’’ care 
Jewelers’ Circular- Keystone. 


A-1 WATCHMAKER and hairspring vi- 
brator wishes position, 15 years’ experi- 
ence, give all details. Address “K., 
7674,"' care Jewelers’ Circular-Keystone. 


JEWELER, expert, also do special repair- 
ing on platinum, gold and silver. Address 
a * 7657," care Jewelers’ Circular- 


Keystone, 


MANAGER AND BUYER, credit jewelry 
store, long experience; references fur- 
nished. Address ‘‘C., 7793,"" care Jewel- 
ers’ Circular-Keystone. 





CREDIT jewelry salesman, 10 years’ ex- 
perience; references furnished. Address 
“*B., 7792," care Jewelers’ Circular-Key- 
stone. 


NEW YORK JEWELER, first class hand 
made platinum mountings, wishes per- 
manent connection with Western firm, 
preferably California. Address ‘“C., 
7788," care Jewelers’ Circular-Keystone. 





TOP NOTCH retail salesman, claims ab- 
solutely nothing but ability to sell; man 
of widely diversified experience and 
enviable record. Address ‘H., 7705," 
care Jewelers’ Circular-Keystone, 


JEWELER and dlamond setter, also gen- 
eral repairer, 25 years of experience, 
wishes steady position anywhere, Ad- 
dress “H., 7819," care Jewelers’ Circular- 
Keystone, 


YOUNG LADY, bookkeeper, stenographer, 
10 years’ executive experience Jewelry 
and watch trade; complete charge, cor- 
respondence, collections. Address ‘'M., 
7711," care Jewelers’ Circular-Keystone. 


JEWELER, clockmaker and = salesman 
wishes position with New York retail 
jewelry store; 12 years last place. Ad- 
dress ‘‘A., 7654," care Jewelers’ Circular- 
Keystone, 


CAPABLE watchmaker desires permanent 
position, school trained, hard worker; 
South preferred; own tools, moderate 
salary to start. Address ‘K., 7667,"" care 
Jewelers’ Circular-Keystone, 


RETAIL SALESMAN, 30, 15 years’ experi- 
ence, can do watchmaking, second bench, 
also keep books; will consider job in 
wholesale house. Address “G., 7670,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, single, four years’ ex- 
perience, Elgin training, desires position 
in Colorado or vicinity; best references. 
Address ‘*T., 7684,"" care Jewelers’ Cir- 
cular-Keystone, 


WANTED, a connection with reputable 
manufacturer or wholesaler, as sales- 
man; fully qualified; can present myself 
for interview. Address ‘'T., 7690," care 
Jewelers’ Circular-Keystone, 


BOOKKEEPER, full charge, general led- 
ger typist, monitor board, experienced, 
capable of taking entire charge of an 
office, Address “New York, 7739,” care 
Jewelers’ Circular-Keystone. 


LET’S TALK IT OVER, if you require a 
thoroughly qualified manager for a 
modern credit store. Address “O., 
7740,” care Jewelers’ Circular-Key- 
stone, 


SALESMAN, energetic young man of 
proven ability, covering New York City 
and vicinity, seeks connection with 
manufacturing house. Address “B., 


a 


7753,” care Jewelers’ Circular-Keystone. 


DESIRABLE retail man of exceptional 
selling ability, is now available for 
reputable store, located in the east; 
highest reference. Address “‘N., 7681,” 
care Jewelers’ Circular-Keystone. 


DIAMOND ASSORTER, experienced, also 
good knowledge in mounting bunch 
rings, etc.; good reputation; best ref- 
erences. Address “B., 7757,” care 
Jewelers’ Circular-Keystone. 





YOUNG LADY, full charge bookkeeper, 
desires position with mounting manu- 
facturer; capable of handling factory 
records, Address “C., 7765,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, young man, 30 years of age, 
nine years’ experience with credit 
jewelry chains, desires position with 
progressive chain. Address “S., 7712,” 
care Jewelers’ Circular-Keystone. 





EXPERT WATCHMAKER, front man 
experience; no better man on baguette 
and fine Swiss watches; also engraver 
and expert clockmaker. Address “X., 
7717,” care Jewelers’ Circular-Keystone. 
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SECOND WATCHMAKER, young 
single, sober, honest, some school a 
store experience, wants steady work: 
Mast preferred, Address “y,, T7119" 
care Jewelers’ Circular-Keystone, i 

——— 

RETAIL SALESMAN, 14 years’ thorough 
experience every phase of retail busi. 
ness; expert knowledge of diamonds: 
finest reference, Address “A,, 1729" 
care Jewelers’ Circular-Keystone , 


LT 


MHNGRAVER, 25 years’ experience in let. 
tering and monograms, desires perma. 
nent position; South preferred ; best of 
reference, Address “F., 7729,” care | 
Jewelers’ Circular-Keystone, 


SALESMAN, 35, married, jewelry and 
kindred lines, retail and wholesale ex. 
perience, knowledge of buying, desires 
permanent connection with reputable 
firm; good references, Address “RF, 
7661," care Jewelers’ Circular-Keystone, 


———— 


KIRST CLASS diamond setter and general 
repairer, wishes steady position, 20 
years’ experience, 12 years with one firm; 
splendid references; married, age 38, Ad. 
dress ‘'L., 7675," care Jewelers’ Circular. 
Keystone, 


WXPERIENCED WATCHMAKER desires 
permanent job, plain engraving and light 
jewelry repairing; salary $30.00 per 
week; age 38, married. Address ‘‘Watch- 
maker,” General Delivery, Columbus, 
Ga, 


WATCHMAKER, experienced small Swisg 
watches; wait on trade, plain engraving; 
permanent position; valuable knowledge 
of jewelry business; 20 years in fine 
stores. Address ‘‘M., 7677,’’ care Jewel- 
ers’ Circular-Keystone. 


CERTIFIED WATCHMAKER, age 30 
married, desires steady position in retail 
store; front man experience, capable of 
taking charge of repair department; em- 
ployed at present. Address ‘O., 71683,” 
care Jewelers’ Circular-Keystone, 


WATCHMAKER, jeweler, engraver, ll 
years’ active experience, now employed; 
experienced as front man; fine on rail- 
road and baguette work; best references, 
Address ‘“‘A., 7695,” care Jewelers’ Cir- 
cular-Keystone. 


YOUNG LADY experienced in all phases 
of office work, with retail credit jeweler, 
desires position as full charge of credit 
and collection department; best refer- 
ences. Address “‘B., 7696,” care Jewelers’ 
Circular-Keystone, 


MAN, single, 37 years old, 20 years’ ex- 
perience in practical watch, clock, 
jewelry repairing and engraving, lens 
edging and mounting; will go any where; 

salary reasonable. Address ‘‘C., 7697, 

care Jewelers’ Circular-Keystone. 


$$ $$$ 


SALESLADY, full knowledge jewelry and 
watches; past nine years with New 
York wholesale watch and jewelry con- 
cern; knowledge of bookkeeping and 
switchboard. Address ‘‘A., 7736,"’ care 
Jewelers’ Circular-Keystone. 





HARD-HITTING salesman; _ thoroughly 
familiar with successful credit store 
methods; valuable man to right organi- 
zation; $50 weekly to start. Address 
“p,, 7741,” care Jewelers’ Circular- 
Keystone. 


SALESMAN and manager with complete 
credit store experience, will consider 
proposition from good credit store, age 
35, neat and good appearance ; will go 
anywhere. Address “S., 7745,” care 
Jewelers’ Circular-Keystone. 





HIGH TYPE MAN seeks position as 
salesman in any department of promi- 
nent retail jewelry store; first class ref- 
erences; available now. Address Wm. 
Tschumy, 2109 Ave. H., Galveston, 
Texas. 


— 
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